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MAJOR  GOALS 
MASSACHUSETTS  COMMITTEE  ON  INTERNATIONAL  TRADE  &  INVESTMENT 

1.  TO  FORM  AND  SUPPORT  FOREIGN  TRADE  POLICIES  AND  PROGRAMS  THAT 
FACILITATE  THE  ENTRANCE  INTO  FOREIGN  MARKETS  BY  MASSACHUSETTS 
SMALL  AND  MEDIUM-SIZED  FIRMS. 

2.  TO  DEVELOP  PROGRAMS  AND  STRATEGIES  THAT  WILL  INCREASE  THE 
COMPETITIVENESS  OF  THE  STATE'S  PRODUCTS /SERVICES  ABROAD. 

3.  TO  COLLECT  DATA  FROM  A  VARIETY  OF  SOURCES  TO  ALLOW  THE 
COMMITTEE  TO  ANALYZE  AND  RECOMMEND  POLICIES  TO  STRENGTHEN  THE 
STATES'  ROLE  IN  THE  FOREIGN  MARKETPLACE. 

4.  TO  PRESENT  STATE  CONCERNS  ON  FEDERAL  TRADE  POLICIES  AND 
REGULATIONS  TO  APPROPRIATE  MEMBERS  OF  CONGRESS  AND  THE 
ADMINISTRATION  IN  ORDER  TO  ELIMINATE  TRADE  BARRIERS,  ENCOURAGE 
"FAIR  TRADE"  AND  STIMULATE  STATE  EXPORTS. 

5.  TO  MAKE  USE  OF  THE  EXPERTISE  OF  THE  PRIVATE  SECTOR  IN 
FORMULATING  NEW  FOREIGN  TRADE  INITIATIVES  AND  TAX  POLICIES  FOR 
THE  BENEFIT  OF  SMALL  AND  MEDIUM-SIZED  FIRMS. 

6.  TO  MAKE  MORE  USE  OF  OTHER  FORMS  OF  INDUSTRIAL  COOPERATION 
SUCH  AS  LICENSING,  JOINT  VENTURES,  AND  COUNTERTRADE  OPPORTUNITIES 
ESPECIALLY  WITH  RESPECT  TO  THE  THIRD  WORLD  AND  EAST  EUROPE. 

7.  TO  FORM  CLOSER  CULTURAL,  SOCIAL,  EDUCATIONAL  AND  SCIENTIFIC 
BONDS  WITH  OTHER  NATIONS  FOR  THE  PROMOTION  OF  MUTUAL  ECONOMIC 
BENEFITS. 

8.  TO  BRING  TOGETHER  THE  LEGISLATURE  AND  INDUSTRY  WITH  VISITING 
FOREIGN  TRADE  DELEGATIONS. 

9.  TO  DEVELOP-  WORKING  RELATIONSHIPS  WITH  THE  OTHER  NEW  ENGLAND 
STATES  AND  STRENGHTEN  EXISTING  TIES  WITH  ALL  FEDERAL  AGENCIES 
CONCERNED  WITH  FOREIGN  TRADE. 

10.  TO  FORM  A  COMMITTEE  FROM  ACADEMIA,   THE  PRIVATE  AND   PUBLIC 
SECTORS  TO  EFFECT  THESE  GOALS. 


MASSACHUSETTS  COMMITTEE  ON  INTERNATIONAL  TRADE  AND  INVESTMENT 

1986-87  ANNUAL  REPORT 
SECTION  I 


INTRODUCTION.  In  November  of  1983,  the  Massachusetts  General 
Court  created  the  Committee  on  International  Trade  and 
Investment,  the  first  such  legislative  body  in  the  United  States. 
It's  role  is  to  assist  small  and  medium-sized  companies  in 
developing  and  expanding  foreign  markets,  and  to  explore  joint- 
venture,  licensing,  investment,  and  technology-transfer 
opportunities  worldwide.  With  the  creation  of  this  Commission, 
the  Massachusetts  Legislature  has  affirmed  and  advanced  the 
state's  deep  commitment  to  international  economic 
competitiveness,  thereby  helping  to  reduce  the  state's  $3-billion 
trade  deficit  and  increasing  the  tax  base. 

Over  90  %  of  the  20  million  new  jobs  formed  in  the 
U.S.  in  the  last  decade  have  been  generated  by  small  businesses, 
while  employment  in  larger  firms  has  declined.  With  the  growth  of 
small  business  employment,  the  state's  employment  dependency  on 
exporting  has  also  grown.  Currently,  one  of  every  eight  state 
manufacturing  jobs  is  export-related,  and  this  dependency  is 
expected  to  increase  in  the  coming  decade.  It  should  be  noted 
that  technology  and  innovation  have  historically  been  signatures 
of  America's  success;  however,  there  has  been  a  disturbing 
decline  in  the  U.S.  share  of  technological  innovation  which  has 
dropped-  from  75  to  50%  in  the  last  30  years.  The  commercial  power 
of  technological  innovation  has  not  been  lost  on  our  competitors, 
however . 


The  Committee's  goals  are  realized  in  a  number  of  ways, 
with  a  trade   strategy  that  targets  Massachusetts 
whose  products  have  high  potential  for  export,   joint 
licensing,    and   countertrade  opportunities.    The 
maintains    updated   records    ( trade   leads )    on 
countries' product   demands  which  it  correlates  with  the 
products  provided  by  these  firms. 


beginning 
companies 

venture, 
Committee 

specific 
supply  of 


The  Committee  has  also  been  involved  in:  (1)  identifying  trade 
events  (e.g.,  Matchmaker  Conferences,  Foreign  Trade  Exhibitions, 
Video/Catalog  Shows)  relevant  to  the  marketing-promotion 
objectives  of  its  company  constituency;  and  (2)  assisting  the 
U.S.  Department  of  Commerce  ( USDOC )  in  stimulating  company 
participation   in  these  events  (See   Attachment  I  ). 

Additionally,  the  Committee  has  both  co-sponsored  and  taken  part 
in  country-specific  (e.g.,  VENEZUELA  TODAY  FORUM  ON  TRADE  & 
INVESTMENT)  and  product-specific  (e.g.,  THE  FIBER  OPTIC  EXPORT 
MARKET)  conferences. 


I  -  TARGETING  OF  COMPANIES.  Since  the  formation  of  a 
constituency  among  the  business  community,  which  is  committed  to 
foreign  trade,  is  a  function  of  the  development  of  relevant  and 
effective  foreign-trade  services,  MACITI  designed  and  distributed 
comprehensive  questionnaires  (see  Attachment  II)  to  determine  the 
precise  international  marketing  needs  of  those  Massachusetts 
companies  whose  products  have  high  export  potential. 

MACITI  sent  questionnaires  to  1,619  Massachusetts  companies;  70 
of  these  companies  are  either  no  longer  in  business  or  have  set 
up  operations  in  other  states.  Of  the  remaining  1,549,  the 
Committee,  to  date,  has  received  211  responses  — a  return  of 
approximately  13.6%  .  A  brief  analysis  of  the  responses  is  given 
below. 


1.1 


QUESTIONNAIRE  ANALYSIS 


INDUSTRIAL  GROUPS 


Biotechnology 


Communications 


#  SENT 

40 

127 


Computer  Hardware /Peripherals   241 
Electronic  Components  328 

Industrial  (Process)  Controls   160 


Lasers,  Optics 
Medical 
Robotics 
Software 


78 

79 

30 

411 


Test,  Analytical  Instruments    165 


#  RETURNED 

%  RETURNED 

9 

22.5 

21 

16.5 

23 

9.5 

57 

17.4 

18 

11.2 

13 

16.7 

10 

12.7 

2 

6.6 

33 

8.0 

25 

15.0 

ANNUAL  SALES  ( $millions ) * 


up  to  $5m: 
$5-75m: 
over  $7 5m: 


93  companies  (57.8%) 
5  7  companies  (35.4%) 
11  companies   (  6.8%) 


*  Those  companies  which  agreed  to  give  sales  information. 


RESPONDENT  COMPANIES'  TOTAL  EMPLOYEES  IN  MASSACHUSETTS:  80,911 
NUMBERS  OP  RESPONDENT  COMPANIES  WITH  PROBLEMS  IN: 

Export  documentation:  45  (22.0%) 

Unable  to  get  favorable  credit  terms:  10  (4.9%) 

Delay  in  transfer  of  funds:  38  (18.6%) 

Overseas  safety  requirements:  7  (4.5%) 

Transportation  costs:  33  (16.2%) 

Currency  fluctuations:  47  (23.0%) 

High  foreign  duties/tariffs:  42  (20.6%) 

U.S.  export  licensing  difficulties:  65  (31.9%) 

Difficult  to  service  product:  30  (15.1%) 

Langauge  barriers:  31  (15.2%) 

U.S.  market  absorbs  entire  output:  4  (2.0%) 

Product  geared  to  U.S.  market:  16  (8.1%) 

Unable  to  find  proper  foreign  reps/distributors :  91  (44.6%) 


RESPONDENT   COMPANIES  INTERESTED  IN  RECEIVING  FURTHER  INFORMATION 
CONCERNING: 

Export  licensing  regulations: 

Licensing/ joint  venture  opportunities: 

Foreign  trade  leads: 

Visiting  foreign  trade  delegations: 

Foreign  agent /distributor  searches: 

Export  conferences: 


83 

(40. 

7%) 

78 

(38. 

.2%) 

106 

(52 

.0%) 

56 

(27 

.5%) 

110 

(53 

.9%) 

49 

(24 

.0%) 

Trade  missions  abroad: 


42   (20.6%) 


Foreign  trade  shows: 
Video/catalog  shows  abroad 


54   (26.5%) 
33   (16.2%) 


GEOGRAPHIC  DISTRIBUTION  OF  RESPONDENT  FIRMS  IN  MASSACHUSETTS 


ACTON: 

2 

AGAWAM : 

1 

ANDOVER: 

1 

ARLINGTON: 

1 

ASHLAND: 

1 

BEDFORD: 

7 

BELMONT : 

1 

BEVERLY: 

4 

BILLERICA: 

3 

BOLTON: 

1 

BOSTON: 

9 

BRAINTREE: 

1 

BURLINGTON: 

4 

CAMBRIDGE: 

12 

CANTON : 

1 

CATAUMET : 

1 

CLINTON: 

2 

CONCORD: 

4 

DANVERS : 

4 

ESSEX: 

1 

EVERETT: 

1 

FITCHBURG: 

1 

FRAMINGHAM: 

4 

FRANKLIN: 

2 

GLOUCESTER: 

2 

GREENFIELD: 

1 

HARVARD : 

2 

HAVERHILL : 

4 

H INGHAM: 

1 

HOLDEN: 

1 

HOLLISTON: 

1 

HOLYOKE: 

1 

HOPKINTON: 

2 

HUDSON: 

4 

HYANNIS: 

1 

LAWRENCE : 

4 

LEXINGTON: 

3 

LITTLETON: 

2 

LOWELL : 

5 

MANSFIELD: 

3 

MARLBORO: 

5 

MARION: 

1 

MAYNARD : 

1 

MEDFIELD: 

1 

MEDWAY : 

1 

MILFORD: 

2 

MILTON: 

1 

NATICK: 

4 

NEEDHAM: 

4. 

NEW   BEDFORD: 

2 

NEWBURYPORT: 

1 

NEWTON: 

3 

NORTHAMPTON: 

2 

N   ANDOVER: 

2 

N   BILLERICA: 

1 

N    FALMOUTH: 

1 

NORWOOD: 

5 

PEABODY: 

3 

PEMBROKE: 

1 

PEPPERELL: 

1 

PLAINVILLE: 

2 

PLYMOUTH: 

1 

SALEM: 

1 

S    BERLIN: 

1 

S    DEERFIELD: 

1 

SHREWSBURY: 

1 

SOMERVILLE: 

2 

SOUTHBOROUGH: 

1 

SOUTHBRIDGE: 

1 

STOUGHTON : 

3 

STOW: 

1 

STURBRIDGE: 

2 

TAUNTON : 

1 

TYNGSBORO: 

2 

WAKEFIELD: 

1 

WALPOLE : 

1 

WALTHAM : 

9 

WAREHAM: 

1 

WATERTOWN : 

4 

WAYLAND : 

1 

WELLESLEY: 

1 

WESTBOROUGH : 

2 

WESTFIELD: 

1 

WESTFORD: 

2 

WEYMOUTH : 

1 

WILMINGTON: 

3 

WINCHESTER: 

1 

WOBURN: 

9 

WORCESTER 

1 

Recommendations /proposals.  If  in-state  travel  funds  permit, 
the  Committee  should  initiate  an  outreach  program  of  visitations 
by  trade  specialists  to  its  constituency.  Such  visitations  would 
effectively  demonstrate  the  Committee's  concern  for  the  welfare 
of  the  targeted  companies  and  allow  the  Committee  to  become 
familiar  with  their  products  and  services,  while  providing  one- 
on-one  export  counseling.  An  outreach  program  would  also  make  it 
possible  to  evaluate  the  degree  of  company  commitment  to  as  well 
as  interest  and  expertise  in  exporting.  Qualification  of  those 
Committee  services  would  also  be  facilitated  (See  Attachment  III). 

For  meaningful  counseling,  a  staff  with  experience  in 
international  marketing  would  be  necessary.  However,  if  the 
Committee's  resources  do  not  permit  hiring  such  a  staff,  members 
of  trade  associations,  chambers  of  commerce,  academia,  other 
state  trade  development  agencies,  the  U.S.  Departments  of 
Commerce  and  Agriculture  can  be  brought  together  to  function  as 
an  outreach  team  functioning  not  as  service  providers,  but  rather 
as  directors  of  a  coordinated  program  which  would  match 
appropriate  services  from  the  public  sector  to  the  specific  needs 
of  companies,  such  as  those  identified  in  questionnaire  above.  In 
this  connection,  Mr.  Frank  O'Connor,  Regional  Director  of  the 
U.S.  Department  of  Commerce,  has  agreed  to  allow  a  member  of  the 
Committee  to  accompany  his  trade  specialists  on  company 
visitations. 

In  addition,  MACITI  is  working  on  bringing  together  an  advisory 
Committee  consisting  of  members  from  industry,  banking,  and 
academia  for  the  purpose  of  creating  new  approaches  in  trade- 
development  assistance.  The  Committee  would  not  only  identify  new 
marketing  and  financing  strategies,  but  also  propose  foreign- 
trade  legislation. 

II-FOREIGN  TRADE  LEADS.  To  date,  MACITI  has  generated  1,980 
trade  leads  from  abroad.  A  breakdown  by  industry  follows. 

I  -  BIOTECHNOLOGY  122 

II  -  COMMUNICATIONS  44 

III  -  COMPUTER  HARDWARE /PERIPHERALS  648 

IV  -  ELECTRONIC  COMPONENTS  102 


V  -  FIBER  OPTICS  191 

VI  -  SCIENTIFIC/RESEARCH  INSTRUMENTS  4  6 

VII  -  LASERS  5  5 
VIII-  MEDICAL  184 

IX  -  OPTOELECTRONICS  253 

X  -  PROCESS  CONTROL  83 

XI  -  SOFTWARE  252 


The  gsneration  of  foreign  trade  leads  and  their  dissemination  to 
appropriate  companies  is  a  most  effective  way  of  linking  buyers 
and  sellers  in  relatively  large  numbers.  As  the  data  in  the 
questionnaires  show,  a  significant  number  of  the  respondent 
companies  ace  interested  in  receiving  trade  leads:  44.6%  are 
unable  to  locate  proper  foreign  reps/distributors ;  52.0%  are 
interested  in  receiving  foreign  trade  leads;  53.9%  are 
interested  in  foreign  agent /distributor  searches. 

MACITI  has,  therefore,  begun  the  publishing  of  11  volumes  of 
trade  leads,  each  covering  one  of  the  industrial  groups  above. 
In  addition  to  tra«l3  leads,  each  volume,  when  data  is  available, 
will  contain  appropriate  foreign  professional  associations, 
foreign  chambers  of  commerce  in  the  U.S.,  American  chambers  of 
commerce  abroad,  and  a  schedule  of  trade  fairs,  catalog/video 
shows,  and  trade  missions.  A  prototype  volume  is  included  with 
this  report  (See  Section  II). 

MACITI  proposes  to  enlist  the  support  of  a  major  computer 
manufacturer  to  design  and  implement  both  a  computerized  system 
for  facilitating  trade-lead  delivery  as  well  as  a  centralized 
information  control  system  for  trade-lead  monitoring  and 
evaluation.  Also,  it  is  recommended  that  the  Committee  tie  into 
the  Lockheed  Dialog  System  for  the  rapid  generation  of  trade 
leads.  This  database  system  contains  up-to-the-minute  trade 
information  from  both  the  USDOC  and  the  pcivate  sector.  The 
Committee  could  access  this  system  via  telephone  vith  a  simple 
microcomputer  terminal.  The  system  has  no  subscriber  fee  -  the 
Committee  would  pay  only  for  on-line  time. 
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Ill  -  EXPORT  PROHOTION. 

3.1  -  Foreign  Trade  Delegations.  According  to  the  questionnaires 
received,  27.5  %  of  the  respondent  companies  are  interested  in 
linking  up  with  visiting  foreign  trade  delegations.  In  this 
connection,  during  1986-87,  MACITI  participated  in  the  reception 
of  such  delegations  from:  Venezuela;  Indonesia;  Italy;  and 
Hungary. 

VENEZUELA.  MACITI  co-sponsored  VENEZUELA  TODAY  FORUM  ON  TRADE  AND 
INVESTMENT.  ■  The  forum  was  designed  for  those  Massachusetts 
businesses  interested  in  the  advantages  of  doing  business  with 
Venezuela,  which  include:  geographical  proximity;  political 
stability;  vast  mineral  and  energy  resources;  tax  exemptions  and 
credits  for  investors;  "free"  trade  zones;  technological  know- 
how;  abundant  labor  force;  and  a  need  for  high  tech  products  of 
the  kind  produced  in  th«  Commonwealth.  The  event  offered  a 
personal  introduction  to  key  Venezuelan  business  and  government 
officials.  A  wide  range  of  industries  was  represented,  and 
participants  had  the  opportunity  to  dluscuss  their  needs  with 
their  direct  counterparts  from  Venezuela. 

Although  the  event  was  country-,  rather  than  product-specific, 
partucular  attention  was  given  to  the  medical  instrumentation 
market  in  Venezuela,  which  reached  $100  million  in  1986  and  is 
expected  to  grow  at  6%  through  1988.  Local  production  covers  14% 
of  the  market  with  imports  totaling  $33  million  in  1536.  Best 
prospects  include  therapeutic  and  other  electromedical  apparatus; 
patient  monitors;  diagnostic  agents;  contact  and  opthalmic 
lenses;  clinical  lab  electronic  instruments;  X-ray  film  and 
supplies;   and  radiological  apparatus. 

INDONESIA.  MACITI  also  co-sponsored  the  FORJM  ON  INDONESIA, 
conducted  along  lines  similar  to  those  of  the  Venezuelan  event. 
Again  a  country-specific  forum,  much  attention  was  devoted  to  the 
computer  hardware /poriphsral  market  in  Indonesia. 

Emphasis  on  modernizing  management  and  administration  in  both  the 
government  and  private  sectors  presents  a  substantial  opportunity 
for  U.S.  suppliers  and  manufacturers  of  computers /peripherals.  As 
the  level  of  administrative  expertise  rises,  the  use  of  such 
equipment  will  be  stimulated.  Moreover,  the  number  of  registered 
private  business  entities  as  well  a:?  government  offices  is 
constantly  increasing.  The  growing  market  for  computers  and 
peripherals  is  shown  by  an  annual  increase  of  approximately  35%. 


Small  computers  such  as  those  manufactured  by  Wang,  Tandy,  Apple, 
and  other  microcomputers  are  finding  acceptance  in  the  Indonesian 
market.  Many  banking  and  financial  firms  are  beginning  to  install 
dedicated  systems.  There  is  an  expected  substantial  growth  in  the 
market  for  mini-  and  microcomputers,  peripherals,  software  and 
supplies  for  small  business  applications,  as  well  as  increased 
use  of  main  frame  equipment  by  government  organizations. 

U.S.  manufacturers  dominated  the  Indonesian  market  in  the  past 
several  years;  however,  they  face  increasing  competition  from 
Japanese,  Brazilian,  and  West  European  manufacturers.  Effective 
trade  promotion  efforts  seem  to  be  the  key;  in  winning  the  market 
for  mini-  and  microcomputers  for  the  U.S.  manufacturers. 

ITALY.  MACITI  took  part  in  the  matchmaker  seminar  on  the 
computer  computer  hardware /software  market  in  Italy,  one  of  the 
most  dynamic  and  fastest  growing  in  Europe.  In  order  to 
assist  Massachusetts  companies  interested  in  .  penetrating  this 
market  or  expanding  their  sales,  MACITI  cooperated  with  the  U.S. 
Department  of  Commerce  in  bringing  together  software  companies  to 
meet  with  Italian  distributors. 

In  1986,  the  Italian  software  market  was  estimated  at  $1.5 
billion,  an  increase  of  76%  over  1984.  This  spectacular  growth 
trend  is  expected  to  continue,  reaching  an  estimated  $2.5  billion 
in  1988.  U.S.  software  manufacturers  continue  to  maintain  a 
dominant  position  in  the  Italian  market.  In  1986,  the  U.S. 
captured  an  estimated  84%  of  all  software  imported  into  Italy. 
With  the  U.S.  as  its  major  foreign  supplier,  the  Italian  hardware 
market  was  estimated  at  $4.5  billion  in  1986  and  is  expected  to 
reach  $6.1  billion  in  1988.  Italian  best  sales  prospects  include: 
integrated  packages  for  microcomputers;  systems  software  (e.g., 
database  management  systems);  applications  software,  including 
vertical  applications,  such  as  software  for  the  banking  industry 
and  CAD/CAM/CIM  systems;  turnkey  systems;  software  engineering; 
and  defense  and  science  applications  systems.  Total  demand  is 
expected  to  further  increase  through  1990  in  order  to  assure  the 
continuity  and  integration  of  existing  system  configurations  and 
to  optimize  efficiency,  productivity,  personnel  organization,  and 
returns. 
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Italy  is  the  most  exciting  market  among  the  large  European 
countries.  Over  the  past  two  years,  the  Italian  economy  has  been 
growing  at  an  impressive  rate.  During  1987,  it  is  expected  to 
grow  at  3  to  3  1/2%  over  1986.  Indeed,  Italy  is  expected  to  have 
one  of  the  healthiest  economies  in  1988,  and  will  soon  become  the 
fifth  most  industrialized  country  after  the  U.S.A.,  Japan,  the 
Federal  Republic  of  Germany,  and  France.  Some  other  economic 
data: 

*  it  is  expected  that  Italy's  GNP  in  1989  will  surpass 
that  of  the  United  Kingdom; 

*  "it  is  the  U.S.A. 's  10th  largest  trading  partner  with 

total  trade  between  the  U.S.  and  Italy  amounting  to 
over  $15  billion  in  1986; 

*  its  growth  will  be  highlighted  by  a  strong  9%  rise  in 
investment  in  machinery  and  equipment  during  1989; 

*  with  the  dollar  at  a  low  1190  lire,  U.S.  companies 
will  have  excellent  sales  possibilities  based  on  price 
competitiveness;  and 

*  capital  goods  spending  to  1990  is  expected  to  be 
highest  in  Italy  than  in  any  other  European  country. 

Since  Italian  companies  providing  a  wide  range  of  products  and 
services,  especially  construction,  have  a  strong  and  widespread 
presence  throughout  the  African  continent  and  East  Europe,  such 
companies,  according  to  Italian  executives,  would  be  willing  to 
represent  American  products/services  in  those  markets. 

HUNGARY  MACITI  also  took  part  in  an  another  product-specific 
matchmaking  seminar  with  representatives  from  SZKI  -  one  of  the 
most  eminent  computer  research  and  development  institutes  in 
Hungary.  SZKI's  principal  activities  include: 

*  program  development  (both  system  and  application  software) 
for  a  wide  range  of  mainframes  and  minis; 

*  research  and  development  in  new  areas  of  computing;  e.g., 
voice  and  pattern  recognition  and  artificial  intelligence. 
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From  a  commercial  standpoint,  Hungary  is  probably  the  most  open 
of  the  East  -European  (CMEA)  countries.  Hungary  enjoys  most 
favored  nation  treatment,  and  has  been  a  member  of  the  World  Bank 
and  IMF  since  1981.  The  U.S.  ranked  4th  among  Hungary's  Western 
suppliers,  after  the  Federal  Republic  of  Germany,  Austria,  and 
Italy.  Hungary's  trade  with  the  U.S.  is  approximately  $500 
million.  The  World  Bank  is  currently  financing  a  five-year,  $500- 
million  program  of  structured  adjustment  which  offers  U.S. 
companies  a  number  of  trade  opportunities  in  several  areas. 
Having  a  relatively  liberal  joint-venture  law,  Hungary  also 
encourages  foreign  companies  to  establish  joint-venture 
relationships  with  local  partners. 

At  first  glance,  the  Hungarian  market  offers  a  variety  of 
seemingly  contradictory  impressions.  Hungary  has  a  socialist 
economy  with  state  ownership  of  the  means  of  production,  but  in 
which  economic  reforms  introduced  since  1968  have  reduced  the 
role  of  central  planning,  decentralized  decision-making,  and 
increased  reliance  on  market  forces.  Hungary  maintains  '  close 
economic  ties  and  conducts  roughly  half  its  foreign  trade  with 
the  Soviet  Union  and  other  East  European  members  of  the  Council 
for  Mutual  Economic  Assistance  (CMEA),  yet  has  active, 
diversified  trade  relations  with  Western  countries.  While  foreign 
trade  is  a  state  monopoly  and  the  local  currency  is  not 
convertible,  Hungarian  business  style  is  remarkably  close  to  that 
in  the  West.  American  firms  can  do  profitable  business  in 
Hungary,  provided  they  recognize  and  adapt  to  the  special 
features  and  challenges  of  the  Hungarian  trade  system. 

3.2  -  Conferences.  MACITI  attended  the  conference,  "Joint 
Ventures  in  the  Communist  World",  held  at  the  Harvard  Russian 
Research  Center  in  order  to  link  up  with  U.S.,  Soviet,  East 
European,  and  Chinese  academics,  government  and  business 
officials  interested  in  promoting  joint  ventures  in  the  communist 
world.  The  conference  addressed  the  negotiation  process,  as  well 
as  Soviet-,  Chinese-,  and  Hungarian-American  joint-venture 
experiences  and  prospects  for  the  future.  In  addition,  the 
Committee  took  part  in  the  conference,  "The  Fiber  Optic  Export 
Market",  attended  by  the  CEO's  of  approximately  40  Massachusetts 
fiber  optic  manufacturers.  Approximately  24%  of  the  respondent 
companies  are  interested  in  attending  such  conferences. 

U.S.S.R.  An  overriding  concern  among  most  corporate 
representatives  at  the  conference  was  the  need  to  open  new  world 
markets  since  Western  growth  levels  appear  to  have  peaked  and 
market  growth  has  stabilized.  Although  certain  aspects  of 
centrally  planned  economies  (CPE's)  lend  themselves  to  certain 
types  of  ventures,  Western  entrants  with  high-demand  products 
must  be  very  patient  in  their  negotiations  because  political 
processes  very  often  play  a  more  important  role  than  economic 
imperatives . 
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It  was  also  established  that  U.S.  companies  must  enter  these 
ventures  with  a  long-term  outlook  that  incorporates  actual 
manufacturing  involvement  instead  of  only  licensing  technology. 
In  following  such  a  course,  U.S.  companies  can  accomplish  the 
following  prerequisites  to  successful  joint  ventures  in  the 
Soviet  Union: 

*  establish  contacts  and  relations  with  the  U.S.S.R. 
power  elite; 

*  create  credibility  among  the  U.S.S.R.'s   political 
and  industrial  leaders; 

*  form  a  base  of  operations  in  that  part  of  the  world 
that  is  an  untapped  source  of  potential;  and 

*  gain  a  foothold  in  the  U.S.S.R.,  thereby  outcom- 
peting  the  Japanese  and  West  Germans  who  are  not 
yet  factors  there. 

The  obstacles  in  operating  in  the  U.S.S.R.  include  the  precise 
determination  of  the  Western  partner's  management  role  and  the 
repatriation  of  profits.  Profits  can  be  repatriated  only  if  the 
venture  earns  hard  currency.  Also,  the  Soviet  government  must  own 
51%  of  the  venture  and  appoint  the  top  manager.  Despite  these 
problems,  the  world's  largest  untapped  market  offers  significant 
opportunities  for  growth,  especially  in  light  of  the  nev 
economic  policies  ( perestroika)  initiated  by  Gorbachev.  However, 
further  research  is  necessary  to  exploit  these  new  reforms  . 

As  far  as  other  adjustments  necessary  for  successful  joint 
enterprises  are  concerned,  U.S.  companies  must  adapt  to  a  less 
adversarial  system  of  negotiations  and  accept  a  higher  degree  of 
centralized  decision  making  than  they  are  accustomed  to. 
Another  negotiation-related  issue  is  the  need  for  U.S.  companies 
to  interact  effectively  both  with  the  operating  entity  and  the 
respective  ministries  that  guide  many  industrialization  choices. 

Differences  in  financial  accounting  plague  the  joint  venture 
enterprise  because  of  the  CPE's  methodological  approaches  which 
focus  on  the  need  to  control  the  central  plan  itself  and  not 
consider  the  economy  as  independent.  Since  the  state  controls, 
without  independent  auditing,  all  market  deceisons  regarding 
price  and  products,  investments  can  be  problematic.  However,  it 
is  here  where  a  good  working  relationship  with  the  Soviet 
political  elite  can  be  most  useful.  Problems  in  productivity 
analysis  and  production  quotas  also  exist,  but  these  seem  to  be 
manageable  obstacles  of  the  joint  venture  process. 
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Other  issues  associated  with  the  joint  venture  process  are  the 
different  market  stategies  needed  for  each  of  the  15  Soviet 
Republics  (Armenian,  Azerbaidjanian,  Byelorussian,  Estonian, 
Georgian,  Kazakh,  Kirghiz,  Latvian,  Lithuanian,  Moldavian, 
Russian,  Pagik,  Turkmen,  Ukrainian,  Uzbek)  with  which  a  company 
may  negotiate.  There  are  also  problems  with  the  importation  and 
implementation  of  high-technology  products  and  processes,  as  well 
as  with  the  quality  control  of  the  products  manufactured  and  the 
protection  of  production  or  intellectual  property  rights.  The 
U.S.  business  community  is  also  concerned  about  U.S.  regulations 
on  technology  transfer  and  capitalization  procedures. 

SOME  CURRENT  JOINT  VENTURES  BETWEEN  THE  U.S.S.R.  AND  U.S. 
COMPANIES* 

Combustion  Engineering;  will  make  equipment  and  provide 
engineering  management  to  upgrade  industrial  plants. 

Pepseco;   will  open  two  PIZZA  HUTS  in  Moscow. 

Occidental  Petroleum;  plans  to  build  petrochemical  complex  with 
Italy's  Montedison. 

Monsanto;   working  on  agreement  to  set  up  herbicide  plant. 

Archer  Daniels  Midland;  discussing  ventures  in  chicken  raising, 
grain  storage,  cooking  oil,  and  soybean  processing. 

SSMC;   negotiating  a  venture  to  make  sewing  machines. 

Honeywell;  negotiating  to  design  plants  and  provide  processing 
systems  for  the  chemical  industry. 

Dresser  Industries;  discussing  ventures  to  produce  energy, 
mining,  and  construction  equipment. 

Cummins  Engine;  has  opened  talks  on  manufacturing  diesel 
engines  or  components. 

*  BUSINESS  WEEK,  Dec.  7,  1987. 
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Guidelines  for  Soviet  Joint  Ventures. 

1.  The  ratio  of  joint-venture  ownership,  in  most  cases,  is  49%- 
foreign  to  51%-Soviet.  Additionally,  the  venture  must  be 
established  in  Soviet  terrritory,  subject  to  the  interstate  and 
intergovernmental  treaties  of  the  U.S.S.R. 

2.  Joint  ventures  are  exempt  from  tax  on  profit  for  the  initial 
two  years  of  their  operation.  Also,  equipment,  materials,  and 
other  property  imported  into  the  U.S.S.R.  by  foreign  partners  in 
a  joint  venture  as  their  contribution  to  the  venture  are  exempt 
from  custom  dutiers. 

3.  Joint  ventures  are  established  to  carry  out  economic 
activities  in  industry,  science,  agriculture,  construction, 
trade,  transportation,  and  other  fields  of  the  national  economy. 

4.  Joint    ventures,      international    amalgamations    and 
organizations  settle  their  accounts  and  finance  their  operations 
in  rubles   on   accounts  with  U.S.S.R.   banks   under  provisions 
applicable  to  Soviet  State  owned  organizations. 

5.  The  Council  (Board)  and  management  consists  of  citizens  of 
the  participating  countries.  The  Director  General  (CEO)  of  a 
joint  venture  or  organization  must  be  a  Soviet  citizen. 

6.  Disputes  among  partners  in  a  joint  venture  over  matters 
related  to  their  activity  are  considered  by  U.S.S.R.  courts  or, 
upon  agreement  of  the  parties,  by  an  arbitration  tribunal  and,  in 
some  cases  as  stipulated  by  U.S.S.R.  legislation,  by  tribunals  of 
State  arbitration.  It  should  be  noted  that,  in  certain  cases, 
precedent  exists  for  referring  all  disputes  to  the  International 
Court  at  the  Hague . 

Presently,  the  Connecticut-based  Combustion  Engineering 
Corporation  has  made  a  precedent-setting  deal  worth  $12  million, 
with  the  possibility  of  another  $200  million  in  future  business. 
According  to  its  president,  Charles  Hugel,  "it  is  legal  to  do 
business  there.... it  is  good  for  the  bottom  line.  So  I  think  I 
have  an  obligation  to  our  shareholders  to  be  there."  Optimisim 
among  government  officials  is  also  high.  Secretary  of  Commerce  C. 
William  Verity  states:  "this  is  a  real  opportunity. ...  it  is  like 
the  Yankee  Clipper  ship  all  over  again.  We  do  more  trade  with 
Canada  on  a  Saturday  morning  than  (annually)  with  the  Soviet 
Union."  America's  present  total  trade  with  the  Soviet  Union  is  at 
a  $1.8-billion  level,  which  is  comparable  with  our  total  yearly 
trade  with  Austria. 
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Soviet  Procedures  for  Purchasing  in  the  United  States. 

1.  Soviet  customers,  industrial  ministries  and  other 
organizations,  request  that  Gosplan  (State  Planning  Agency) 
include  in  the  annual  plan  an  appropriation  to  make  a  specified 
purchase  abroad.  American  firms  may  attempt  to  influence  end-user 
requests  by  advertising  their  products  and  capabilities  to  FTO's 
(foreign  trading  companies),  industrial  ministries,  institutes, 
etc.  The  U.S.S.R.  State  Committee  for  Science  and  Technology 
sometimes  consults  with  Gosplan,  industrial  ministries,  and 
foreign  firms  on  prposed  projects. 

2.  If  the  Council  of  Ministers  approves  the  import  plan  and  the 
plan  for  supply  of  imports  to  the  domestic  eceonomy  or  approves  a 
special  request,  Gosplan  notifies  the  appropriate  customer  and 
the  Ministry  of  Foreign  Trade.  One  of  the  main  import 
administrations  of  the  Ministry  of  Foreign  Trade  then  authorizes 
a  FTO  to  make  the  specified  purchase. 

3.  The  Soviet  customer,  in  consultation  with  a  subordinate  end- 
user  enterprise  or  association  of  enterprises,  concludes  an 
agreement  with  the  appropriate  FTO,  commissioning  the  latter  to 
make  a  foreign  purchase.  The  FTO  and  the  customer  than  consult  on 
the  technical  requirements  for  the  purchase. 

4.  The  FTO  solicits  bids  from  foreign  firms.  Sometimes  a  Soviet 
customer  and  a  U.S.  firm  engage  in  direct  technical  discussions. 

5.  U.S.  firms  submit  proposals  to  the  FTO. 

6.  In  consultation  with  the  customer,  the  FTO  prepares  a  draft 
version  of  a  contract.  The  customer  then  approves  the  contract 
terms . 

7.  The  FTO  and  U.S.  firm  conclude  a  contract.  When  the  equipment 
is  ready,  the  U.S.  firm  notifies  the  FTO.  Sometimes  Soviet 
personnel  inspect  equipment  at  the  American  plant  before 
shipment. 

8.  If  a  letter  of  credit  is  to  be  used,  Vneshtorgbank  (Bank  for 
Foreign  Trade)  opens  one  with  a  U.S.  bank. 

9.  The  goods  are  shipped  to  the  U.S.S.R.  end-user. 

10.  Documents  are  sent  to  Moscow  directly  or  through  a  U.S.  bank. 

11.  The  U.S.  firm  is  paid,  through  a  letter  of  credit  or  cash 
against  documents.  The  Soviet  FTO  then  presents  a  bill  to  the 
Soviet  customer.  Very  often  U.S.  company  personnel  participate  in 
the  installation  of  equipment  at  the  Soviet  plant. 
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See  Attachment  IV  for  Aditional  Information  Sources. 
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Countertrade.  Large  trade  deficits  with  the  West  caused  by  a 
rapid  growth  in  East-West  trade  during  the  1970' s  have  forced 
communist  countries  to  adopt  other  pragmatic  measures  in  their 
economic  planning,  in  addition  to  joint  ventures/licensing.  Among 
these,  countertrade  (CT)  —  a  contractual  obligation  to  buy 
Eastern  goods  related  to  the  Western  sale  of  goods,  technologies, 
and  services  —  has  been  widely  used  as  a  tool  to: 

*  generate  some  or  all  of  the  hard  currency  needed 
for  new  industrial  projects; 

*  foster  exports  to  the  West;  and 

*  minimize  the  outlay  of  the  Eastern  countries' 
scarce  hard  currency  resources. 

The  long  range  planning  of  communist  countries  includes  more  and 
more  emphasis  on  CT.  For  example,  Poland  expects  that  in  the 
1980 's  and  1990' s  CT  will  account  for  40  to  50%  of  its  electrical 
products  and  machinery  exports  to  the  West.  As  expected  of  a 
country  with  a  trade  deficit  that  has  increased  sixfold  since 
1970,  Bulgaria  exerts  considerable  pressure  on  CT  in  its 
commercial  dealings  with  Western  firms.  Czechoslovakia  lags 
behind  other  communist  countries  in  its  use  of  CT,  although  there 
are  indications  that  this  is  changing.  In  the  face  of  existing 
trade  deficits  and  indebtedness  to  the  West,  Czechoslovakia  is 
stepping  up  its  demands  for  CT.  Hungarian  pressure  on  Western 
firms  for  CT  depends  almost  entirely  on  the  nature  of  the  Western 
import  and  the  strength  of  the  Western  and  Eastern  bargaining 
positions.  Generally,  planned  imports  for  which  hard  currency  has 
been  allocated  are  free  from  CT  demands.  For  imports  not  in  the 
Five  Year  Plan  ( FYP ) ,  on  the  other  hand,  Hungarian  Foreign  Trade 
Organizations  (FTO's)  normally  seek  100  %  counterdeliveries  of 
Hungarian  products  to  finance  their  purchase.  Finally,  Romania 
demands  some  of  the  highest  CT  percentages  per  transaction  of  any 
CMEA  country  ( 100%  counterdelivery  commitment  is  initially 
requested  for  many  Western  imports). 

In  terms  of  dollar  volume  of  imports  from  the  West  and  the 
projected  return  product  flow,  the  U.S.S.R.  is  more  involved  in 
CT  than  all  other  Eastern  European  countries  combined.  The 
U.S.S.R.  has  concluded  numerous  CT  arrangements  with  the  West, 
from  raw  materials  to  manufactured  goods.  From  all  available 
evidence,  the  U.S.S.R.  will  increase  its  reliance  on  CT  and  plans 
for  such  arrangements  to  account  for  an  increasing  portion  of 
trade  with  the  West  in  the  years  ahead.  The  Soviets  hope  to 
connect  this  policy  with  a  shift  from  the  present  concentration 
on  natural  resource  development  to  that  of  expansion  of  their 
intermediate  and  finished  goods  industries. 

For  its  constituent  companies,  the  Committee  has  collected  the 
names  of  Swiss  firms  expert  in  CT  transactions. 
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The  Countertrade  Process 


1.  The  Western  firm  contracts  for  the  sale,  denominated  in 
cash,   of  plant  and  equipment  with  the  FTO,   against  full  or 
partial  payment  in  goods. 

2.  The  FTO  contracts  to  sell  goods  to  the  Western  firm, 
generally  under  a  separate  contract  from  the  original  Western 
export  contract. 

3a.  The  Western  bank  extends  credit  to  the  Western  firm  for  the 
hard  currency  necessary;  or 

3b.  The  Western  bank  extends  bank-to-bank  credit  to  the  Eastern 
bank  to  finance  the  hard  currency  portion  of  the  transaction  on 
behalf  of  the  FTO;  or 

3c.  For  projects  which  are  only  partially  funded  under  communist 
Five-Year  Plans  ( FYP ) ,  the  Eastern  bank  itself  provides  the 
budgeted  hard  currency  funds  to  the  FTO  for  the  downpayment  and  a 
percentage  of  the  transaction.  For  these  projects,  CT  exports  are 
expected  to  pay  for  the  balance  of  the  cost. 

4.  The  FTO  may  provide  the  Western  firm  with  a  cash  downpaymant 
in  hard  currency  for  the  Western  export.  CT  goods  will  also  be 
provided  by  the  FTO,  in  accordance  with  the  provisions  of  the  CT 
contract,  for  which  the  Western  firm  pays  the  FTO  in  hard 
currency. 

5.  The  Western  firm  provides  che  FTO  with  the  plant  and 
equipment  contracted. 

6a.  The  FTO  remits  payment  of  the  outstanding  credit  to  the 
Eastern  bank  which  in  turn  repays  the  Western  bank;  or 

6b.   The  FTO  repays  the  credit  received  from  the  Eastern  bank. 

7.  If  the  Western  firm  can  not  use  internally  or  sell  on  its 
own  account  the  Eastern  goods,  it  may  transfer  its  rights  to 
these  goods  to  a  third  party  (e.g.,  trading  house  or  other 
importer)  at  a  discount. 

8.  The  Western  firm  receives  payment  for  the  goods  transferred 
to  the  third  party. 

9.  The  Western  firm,  if  it  received  supplier  credit  from  the 
Western  bank,  repays  the  outstanding  credit  to  the  bank 
(alternatively,  the  Western  bank  receives  payment  directly  from 
the  FTO  or  its  bank). 
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FIBER  OPTIC  EXPORT  MARKET.  MACITI  participated  in  this 
conference  at  which  it  distributed  apprbximeately  40  volumes  of 
128  foreign  agents/distributors  searching  for  fiber  optic  devices 
produced  in  the  Commonwealth. 

Fiber  optic  technology  is  based  on  the  ability  to  transmit 
information  by  pulses  of  light  through  a  glass  fiber.  The  fiber 
optic  industry  is  comprised  of  companies  that  manufacture  fiber 
optic  systems  and  components,  including  optical  fiber,  cable,  and 
opto-electronic  devices  such  as  transmitters,  connectors, 
repeaters,  and  receivers. 

Fiber  optics  is  a  growth  industry  because  of  the  ability 
of  this  leading-edge  technology  to  move  more  information 
at  much  faster  speeds  in  less  space  and  at  a  lower  cost  than 
standard  electrical  copper  wire  systems.  Additionally,  fiber 
optic  systems  are  not  subject  to  electro-magnetic  interference 
that  can  affect  copper-based  electrical,  microwave,  and  satellite 
communication  systems.  Current  fiber  optic  applications  are 
dominated  by  telephone  systems  and  military  equipment,  with  small 
amounts  devoted  to  computer,  cable  TV,  and  medical  products. 

Although  its  overwhelming  application  is  in  telephone  systems, 
research  and  development  is  demonstrating  the  importance  of 
fiber  optics  in  computers.  This  development  would  open  up 
enormous  possibilities  for  future  commercial  applications.  The 
use  of  fiber  optics  in  computers,  from  connecting  workstations  to 
a  main- frame  computer  to  developing  a  hybrid  chip  with  the 
electronics  doing  the  computing  and  the  fiber  optics  transmitting 
the  information,  shows  the  astounding  potential  of  the  synthesis 
of  fiber  optic  and  computer  technologies.  Fiber  optics  could 
become  as  important  a  building  block  for  information  technology 
as  the-  semiconductor. 

Unlike  the  early  days  of  the  semiconductor  industry,  however, 
foreign  governments  have  targeted  fiber  optics  as  an  industry 
they  want  to  dominate.  Semiconductors  did  not  receive  this 
"accolade"  until  the  U.S.  had  developed  a  much  larger  industry 
than  fiber  optics  is  today.  Massachusetts  fiber  optics 
manufacturers  now  face  a  situation  where  other  nations  have  given 
this  technology  much  more  emphasis  and  visibility  than  the  U.S. 

The  world  market  for  fiber  optic  systems  is  expected  to  grow  at  a 
compound  annual  rate  of  30%,  reaching  approximately  $3.2  billion 
by  1989.  It  is  a  highly  competitive  industry  with  the  U.S., 
Japan,  and  Western  Europe  all  possessing  similar  technology. 
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Japan,   the  United  Kingdom,   West  Germany,  and  France  have 

targeted  their  own  fiber  optic  industries  for  protection  and/or 

development.   The  support  of  these  governments  includes  subsidies 

and  R&D  grants.   Japan,   West  Germany,   and  France  have  also 

fostered  an  environment  where  foreign  entry  is  limited  into  their 

their  domestic  markets.   Access  to  Japan  has  been  effectively 

prohibited,  while  entry  into  the  European  market  has  been 
accomplished  to  some  extent  by  U.S.  firms  through  joint  ventures 
with  European  companies. 

As  one  of  the  world  centers  of  fiber  optic  research,  development, 
and  manufacturing,  the  Massachusetts  fiber  optic  industry  stands 
to  gain  enormously  from  its  access  to  the  Third  World  market. 
From  designing  networks  to  supplying  components,  the  commercial 
and  investment  opportunities  are  plentiful. 

The  use  of  this  technology  by  developing  countries  makes  good 
sense  because  it  will  provide  them  with  a  cost-effective  means  of 
improving  national  telecommunication  systems  and  "leap  frog" 
copper-based  technologies  that  are  rapidly  becoming  obsolete. 
Fiber  optic  technology  would  also  play  an  important  role  in 
alleviating  some  of  the  controversy  between  developing  and 
developed  nations  over  the  allocation  of  satellite  slots. 

Conclusions 

1.  The  U.S.,  especially  Massachusetts  and  California,  clearly 
is  the  leader  in  fiber  optic  technology  (based  on  patents), 
production,  and  application. 

2.  The  U.S.  has  an  inherent  advantage  with  its  large  domestic 
market;  yet,  it  will  find  its  growth  eventually  constrained  by 
market  access  limitations  abroad. 

3.  It  will  face  very  serious  challenges  from  Japanese 
manufacturers  because  of  their  learning  experience  in  the  U.S., 
their  protected  domestic  market,  and  the  support  they  will 
receive  through  government  targeting  of  fiber  optic  development. 

4.  The  critical  elements  of  competitiveness  are: 

(a)  obtaining  a  large  market  share  leading  to  volume 
production  in  order  to  lower  the  cost  per  unit 
of  R&D  and  marketing; 

(b)  international  marketing  capabilities;  and 

(c)  state-of-the-art  technologies  and  products. 
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5.    U.S.   success   (under  these  conditions)  will  have  to   rely 
upon: 

(a)  aggressive  pursuit  of  emergent  market  opportunities; 

(b)  continued  pressure  to  end  the  distort ionary  trade  and 
industry  practices  in  other  producing  countries;  and 

(c)  sustained  technological  leadership. 

U.S.  industry  should  become  more  active  as  a  group  through 
independent  trade  associations.  The  purpose  would  be  to  provide 
data  and  visibility  currently  missing  for  the  industry.  By 
representing  the  industry  with  one  voice,  it  could  more  readily 
and  effectively  support  U.S.  Government  actions  to  gain  access  to 
foreign  markets.  In  this  connection,  the  Committee  has  linked  up 
with  the  Massachusetts  Fiber  Optic  Council  and  plans  to  work  more 
closely  with  it  in  the  future. 

The  U.S.  Government,  as  well  as  the  Commonwealth  where  the  fiber 
industry  was  born,  should  place  this  technology  high  on  its  list 
of  industries  that  need  help  in  achieving  access  to  foreign 
markets.  Steps  must  be  taken  to  eliminate  trade  barriers  and  to 
increase  trade  promotion  activities.  Improvement  in  conditions 
critical  to  all  high-technology  firms  — such  as  support  for  R&D 
and  improved  licensing  administration —   is  also  imperative. 

Charles  K.  Kao,  one  of  the  first  researchers  in  fiber  optics 
technology,  was  recently  quoted  as  saying  that,  "Fiber  optics  is 
still  young  and  the  potentials  for  what  it  will  do  for  the  future 
are  so  far-reaching  that  we  are  only  beginning  to  grasp  them." 

3.3  -  Foreign  Trade  Events.  MACITI  cooperated  with  USDOC  in 
various  foreign  trade  events,  including  two  matchmaker 
conferences,  two  trade  shows,  and  one  catalog/video  show.  26.5% 
of  the  respondent  companies  are  interested  in  foreign  trade 
shows,  20.6%  in  trade  missions  abroad,  and  16.2%  in  video/catalog 
shows  abroad. 

MATCHMAKER  CONFERENCES  ABROAD.  Matchmakers  are  high-visibility 
trade  delegations  organized  by  the  U.S.  Department  of  Commerce  to 
help  reduce  the  trade  deficit.  They  introduce  U.S.  firms  to  new 
marketing  opportunities  and  help  them  to  set  up  operations  in  new 
markets. 
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It  has  been  established  that  the  best  way  to  learn  about  and 
penetrate  a  new  market  is  to  meet  the  business  people  who  are 
actively  selling  in  it,  who  know  the  competition  and  what  must  be 
done  for  successful  results.  Matchmakers  offer  the  chance  for  a 
U.S.  company  to  meet  these  people. 

Participating  companies  are  matched  with  agents  and  distributors 
in  a  new  market  who  would  like  to  sell  their  products.  The 
matching  is  effected  by  the  U.S.  and  Foreign  Commercial  Service 
officers,  based  on  guidance  from  the  U.S.  company  and  the 
product /service  information  supplied  to  local  agents /distributor 
in  advance  of  the  meeting.  In  less  than  a  week,  a  U.S.  company 
can  meet  some  of  the  key  players,  learn  market  requirements 
first-hand,  and  establish  the  contacts  needed  to  launch  a 
successful  marketing  strategy. 

The   advantages  of  participation  in  a  Matchmaker  delegation  are: 

*  low  cost  -  to  encourage  smaller  firms  to  participate; 

*  fast  -  only  three  working  days  needed  to  open  a  new  market; 

*  efficient  -  appointments  are  prescreened  for  interest;   and 

*  limited  risk  -  companies   attend  only  when   there   is   an 
indication  that   its  products  have  good  sales   potential. 

MACITI  cooperated  with  the  U.S.  Department  of  Commerce  (USDOC)  in 
recruiting  Massachusetts  firms  for  two  Matchmaker  events:  Benelux 
'87  and  Barcelona  '87. 

Benelux   '87.    MACITI   assisted  USDOC  in  this  event,  the  major 

product   theme   of   which  was   scientific   and  analytical 

instrumentation,  by  contacting  194  Massachusetts  companies; 
according  to  USDOC  sources,  one  participated. 

Benelux  is  an  acronym  for  Belgium,  the  Netherlands,  and 
Luxembourg.  A  50-year  economic  treaty  signed  in  1958  paved  the 
way  for  the  economic  integration  of  the  three  countries.  Workers, 
capital  goods  and  services  move  freely  across  their  borders. 

Belgium  imported  more  than  30%,   or  about  $145  million,  of   its 

scientific  and  analytical  equipment  in  1985.   The   U.S.  accounts 

for  some  30%,  or  $44  million,  of  Belgian  imports  in  this 
category,  and  the  market  is  still  growing. 
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The  major  market  among  the  Benelux  countries  is  the  Netherlands. 
It  imported  over  $350  million  worth  of  analytical  and  scientific 
instruments  in  1985,  of  which  $115  million,  or  30%,  was  from  the 
U.S.  Dutch  imports  will  remain  strong  as  its  industries  rush  to 
integrate  computer  technology  into  instrumentation. 

Barcelona  '87.  Again,  MACITI  contacted  194  Massachusetts 
companies  and  of  these,  according  to  USDOC,  one  attended. 

Spain  is  experiencing  a  major  industrial  revolution.  With  its 
recent  accession  to  the  EEC,  the  Spanish  market  now  offers 
American  suppliers  exceptional  opportunities.  Spain  has 
identified  a  number  of  modernization  requirements,  liberalized 
its  import  and  investment  laws,  and  created  a  very  attractive  set 
of  investment  incentives. 

To  meet  the  competitive  challenge,  Spain  is  making  a  major, 
multibillion-dollar  effort  to  catch  up  with  the  rest  of  Europe  in 
high  technology  by  1990.  In  addition  to  other  structural  reforms 
in  the  Spanish  economy,  the  government  is  promoting  the  creation 
of  new  industries  and  application  of  new  technologies  in  a  number 
of  fields.  Some  of  the  highlights  are: 

*  expenditures  on  R&D  will  increase  from  .06  to  2%  of  the  GDP  to 
meet  the  European  average ; 

*  a  wide  variety  of  new  investment  incentives  are  attracting 
high-tech  firms.  In  the  first  five  months  of  1986,  foreign 
investment  more  than  doubled  over  the  same  period  in  1985; 

*  new  business  development  in  high-tech  fields  is  stimulated 
through  grants,  low-cost  loans,  and  fiscal  incentives.  The 
Spanish  government  expects  to  spend  several  billion  dollars 
in  such  assistance  by  1990;  and 

*  import  duties  have  been  reduced  a*nd  exchange  controls 
liberalized.  A  stronger  intellectual  property  rights  law  is 
currently  before  Parliament. 

The  total  Spanish  software  market  in  1986  was  estimated  at  $608 
million  and  is  expected  to  reach  $1  billion  by  1988.  U.S. 
software  leads  the  Spanish  market,  capturing  an  estimated  60% 
share  of  packaged  software  sales  in  1986.  Spain's  total  hardware 
market  increased  from  $1  billion  in*  1984  to  an  estimated  $2 
billion  in  1986.  U.S.  hardware  firms  dominate  and  should  be  able 
to  continue  their  expansion  in  this  healthy  market  which  offers 
excellent  opportunties  in  such  areas  as:  database  management  and 
communications  software;  applications  software  (  CAD/CAM/CAE, 
grahics,  local  area  networks  (LAN's),  artificial  intelligence); 
and  advanced  mini-  and  microcomputers  for  industrial,  commercial, 
scientific,  and  educational  applications. 
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USDOC- Sponsored  Trade  Shows.  Each  exhibition  is  built  around  a 
product  theme  selected  on  the  basis  of  market  research  that 
indicates  a  need  for  an  acceptance  of  the  product,  and  also 
identifies  the  audience  for  the  exhibition.  Technical  seminars, 
often  held  in  conjunction  with  exhibitions,  further  stimulate 
interest  in  the  products  and  boost  sales. 

A  market  promotion  campaign  is  conducted  prior  to  each 
exhibition.  This  effort  includes  identification  of  all 
prospective  customers,  agents,  and  distributors  in  the  marketing 
area,  publicity  in  selected  media,  and  individualized  sales  calls 
on  the  most  promising  prospects,  on  behalf  of  each  exhibitor. 
Total  prospect  lists  vary  from  market  to  market  but,  on  the 
average,  each  list  contains  from  6,000  to  20,000  names.  All 
prospects  are  invited  to  the  show  by  direct  mailings  and/or 
personal  calls. 

The  cost  to  participating  U.S.  firms  is  moderate.  The  exhibitor 
ships  his  display  products  to  the  exhibition  and  provides  a 
representative  to  staff  his  booth.  His  only  other  cost  is  a 
participation  contribution.  In  addition  USDOC  will: 

*  provide  exhibit  space; 

*  design  and  construct  the  exhibit; 

*  advise  on  shipment  of  products  to  site; 
"*  unpack  and  position  display; 

*  supply  all  utilities  and  housekeeping  services; 

*  provide  a  lounge  or  meeting  rooms;  and 

*  provide  all  necessary  show  hospitality. 

In  order  to  participate  in  a  USDOC-sponsored  exhibition,  the  U.S. 
company  must : 

*  provide  products  for  display; 

*  supply  technical  and  promotional  handout  literature; 

*  ship  products  to  exhibition  site; 


* 


assign  a  representative  qualified  to  man  the  booth  and 
transact  business;  and 


*   make  a  specified  participation  contribution. 
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EUROPE  SOFTWARE  '87.  MACITI  cooperated  with  USDOC  in  this 
exhibition,  held  in  Utrecht  ,  Holland  and  attracting  17,000 
attendees,  by  contacting  219  Massachusetts  firms.  Of  these,  eight 
showed  great  interest,  and  one  attended. 

According  to  IDC  SCANDINAVIA,  U.S.  companies  in  1986  had  65.2%  of 
the  Dutch  software  market,  amounting  to  $279  million.  In  1988, 
this  market  is  expected  to  reach  $463  million.  Also,  direct 
imports  of  computers  and  peripheral  equipment  from  the  U.S.  by 
the  Netherlands  totaled  $965  million  in  1985,  and  should  have  an 
annual  real  real  growth  of  20%  in  the  next  three  years.  The  U.S. 
has  the  largest  share  of  the  Dutch  import  market,  30%  in  1985. 

MEDIC  ASIA  '87.  For  this  premier  medical  exhibition  held  in 
Singapore,  MACITI  contacted  98  firms;  however,  none  attended. 
Company  objections  were  the  cost  of  the  exhibition  and  the 
distance. 

Singapore  is  recognized  as  the  regional  medical  center  for 
southeast  Asia.  Its  strategic  location  and  comprehensive  health 
care  facilities  have  contributed  to  this  reputation.  The  demand 
for  medical  and  health-care  equipment  has  risen  sharply  as  the 
degree  of  health  consciousness  among  Singaporeans  continues  to 
increase.  The  government  has  played  a  major  role  in  the  growth  of 
this  industry  by  promoting  health-care  services.  There  are 
currently  26  hospitals  (13  government  and  3  private)  with  a  total 
of  approximately  10,000  beds.  Government  planners  have  also 
decided  to  place  much  more  emphasis  on  private  hospital 
facilities  so  that  by  the  year  2000,  between  48  and  50%  of 
hospital  beds  will  be  privatized. 

Singapore's  imports  of  medical  equipment  totaled  about  $55 
million  in  1985  and  should  reach  $58  million  in  1988, 
representing  an  annual  average  growth  rate  of  5.5%  for  the  period 
1985-88.  U.S.  exports  of  medical  and  health-care  equipment 
amounted  to  $19.5  million,  or  35%  of  the  import  market. 

VIDEO/CATALOG  SHOWS.  Of  all  trade-promotion  vehicles, 
video/catalog  shows  are  probably  the  most  effective  method  for  a 
company  to  present  its  products  at  very  low  cost  to  several 
markets  in  a  relatively  short  time. 

USDOC  has  operated  the  Catalog  Exhibition  Program  since  1972, 
assisting  many  small  and  medium-sized,  new-to-export  or  new-to- 
market  U.S.  firms  in  selling  their  products  overseas.  In  1986, 
the  U.S.  and  Foreign  Commercial  Service  held  15  catalog  events  in 
65  cities  worldwide,  covering  11  broad  industry  themes.  Over  860 
U.S.  firms  participated  and  received  29,506  leads,  an  average  of 
34  per  participant. 
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For  a  catalog  event,  the  participant  only  need  to: 

*  pay  a  small  participation  fee  to  help  defray  overseas  and 
domestic  market  promotion  events; 

*  forward  their  catalogs  to  the  exhibition  site(s); 

*  indicate  their  objective  in  each  market:  representation, 
sales,  etc. ; 

*  promptly  respond  to  each  trade  inquiry  forwarded  to  them 
after  the  show; 

USDOC  will: 

*  provide  complete  exhibition  space  and  display  the  catalog 
information; 

*  furnish  staff  fluent  in  the  local  language  to  set  up 
and  operate  tne  exhibition; 

*  provide  an  independent  American  industry  specialist  to 
speak  for  the  industry  and  for  the  specific  products 
and  services; 

*  promote  the  event  to  attract  potential  agents,  distributors, 
and  end-users; 

*  promptly  send  the  firms  individual  trade  leads,  a  list  of 
all  visitors,  and  a  copy  of  the  industry  specialist's 
report ;  and 


* 


keep  the  firm's  catalogs  active  after  the  event,  using  them  in 
subsequent  promotional  events,  or  in  commercial  libraries. 


After  the  show,  the  participants  receive: 

*  a  separate  list  of  business  visitors  who  specifically 
requested  more  information  on  products  in  their  catalogs; 

*  names  and  addresses  of  all  registered  business  visitors 
at  the  exhibition;  and 

*  supplementary  market  data  provided  by  the  Industry  Technical 
Representative  indicating  the  degree  of  acceptance  of  the 
various  American  products  in  the  overseas  market(s). 
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A  video  catalog  exhibition  is  a  catalog  exhibition  in  all 
respects  except  it  is  based  on  sound  and  color  videotape  sales 
presentations  and  catalog  displays,  rather  than  a  catalog  display 
alone.  The  material/presentations  are  collated  onto  a  master 
videotape  producing  a  show  introduction  and  conclusion  to  be 
presented  overseas. 

U.S.  HEALTH  CARE  VIDEO/CATALOG  SHOW.  MACITI  worked  with  USDOC  on 
this  event  by  contacting  98  Massachusetts  firms.  Five  were  most 
interested  in  attending-;  one  is  participating.  The  exhbition 
will  be  held  in  38  countries:  Middle  East  (6);  Africa  (30); 
Greece  ( 1 ) ;  and  Turkey  ( 1 ) . 

The  Committee  has  determined  that  most  small  and  medium-sized 
companies  are  very  interested  in  both  the  Matchmaker  Conferences 
and  the  Video/Catalog  Shows  because  of  their  low  cost  in 
relation  to  trade  shows  and  missions.  Also,  as  indicated  above,  a 
given  video/catalog  show  is  presented  in  many  countries  over  an 
approximate  six  to  ten-month  period.  The  fact  that  such  shows 
are  long-running  is  another  inducement  to  company  participation. 

It  has  also  been  established  that  increased  response  can  be 
realized  by  notifying  companies  at  least  three  months  prior  to 
either  a  Matchmaker  or  Video/Catalog  event.  For  trade  shows,  it 
is  recommended  that  the  Committee  buy  booth  space  for  up  to  three 
companies  and  charge  each  one-third  of  the  booth  space. 
Preparations  for  a  trade  show  with  Committee  participation  should 
commence  six-to-eight  months  prior  to  the  exhibition. 

IV-JOINT  VENTURES /LICENSES.  38.2  %  of  the  respondent  companies 
expressed  interest  in  joint  ventures/licensing  arrangements. 
Industrial  cooperation  between  U.S.  firms  and  foreign  firms  and 
governments  is  a  general  term  that  includes  at  least  seven 
vehicles  for  accomplishing  mutually  advantageous  trade.  Starting 
with  forms  that  involve  less  extensive  and  less  complex  cooper- 
ation and  moving  to  forms  involving  more  extensive  and 
more  complex  cooperation,  the  seven  different  vehicles  for 
cooperation  are:  (1)  science  and  technology  agreements;  (2) 
licensing  agreements;  (3)  leasing  agreements;  (4)  turnkey  oper- 
ations; (5)  compensation  arrangements;  (6)  joint  tendering;  and 
(7)  joint  equity  ventures.  The  vast  majority  of  requests  received 
by  MACITI  from  overseas  (371  in  the  areas  of  analytic 
and  measuring  technology,  computer  technology,  chemical 
engineering,  energy,  geology,  material  technology,  medicine,  and 
microbiology)  concern  licensing  and  joint  equity  ventures. 
Therefore,  only  those  two  vehicles  will  be  considered  in  this 
report;  all  371  requests  will  be  put  in  volume  form  and 
distributed  to  those  companies  interested.  See  Attachment  V  for 
examples  of  requests  for  joint  venture  requests  received  by  the 
Committee . 
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Licensing  and  joint  venture  arrangements  are  methods  of 
developing  and  serving  foreign  markets  in  lieu  of  or  in  addition 
to  exporting  and  direct  foreign  investment.  Although  exporting  is 
the  most  widely  used  method  of  entering  a  foreign  market,  tariff 
and  nontariff  trade  barriers,  transportation  costs,  product 
design  differences,  or  distribution  problems  can  make  this 
marketing  strategy  difficult  to  implement.  On  the  other  hand, 
direct  investment  requires  commitment  of  capital  and  management 
which  a  company  may  not  be  able  or  willing  to  make.  For  the 
following  reasons,  therefore,  foreign  licensing  arrangements  can 
be  attractive: 

*  licensing   permits  entry  into  foreign  markets   without   large 
capital  outlays;  therefore,  it  is  a  vehicle  favored  by  small 
and  medium-sized  companies; 

*  returns  are  apt  to  be  more  rapidly  realized  than  in  the  case 
of  manufacturing  ventures; 

*  the  income  from  foreign  licensing  helps  to  underwrite  costly 
research  programs; 

*  licensing  enables  a  company  to  retain  markets  otherwise  lost 
by  import  restrictions  or  because  it  is  being  outpriced; 

*  licensing  can  be  used  to  test  a  foreign  market  and  then  to 
service  it  without  costly  additions  to  production  or 
detracting  from  the  supply  available  to  local  customers; 

*  licensing  permits  a  company  to  develop  outlets  for 
components  or  other  products  and  to  build  goodwill  for 
other  company  products; 

*  licensing  enables  a  company  to  establish  an  operation 
in  countries  that  will  not  permit  the  establishment  of 
a  local  subsidiary  controlled  by  foreigners;  and 

*  licensing  is  a  two-way  street  which  could  allow  the  U.S. 
firm  to  gain  access  to  a  foreign  company's  technology 
and  even  acquire  a  whole  new  product  line  without  the 
delay  and  expense  of  development. 

In  hazardous  situations,  licensing  can  provide  a  local  base 
without  the  risk  of  investment.  For  example,  some  of  the  risks  of 
marketing  in  the  countries  of  Eastern  Europe  can  be  avoided 
through  licensing  arrangements.  Similarly,  in  the  developing 
countries,  emergent  industry  often  provides  the  basis  for 
technical  assistance  in  a  gradually  developing  market  that  could 
not  justify  a  major  investment  and  that  may  be  closed  to  imports 
by  tariffs  or  other  barriers. 
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Joint  ventures  are  similar  to  licensing  arrangements  and  often 
proceed  from  them,  as  when  a  licensor,  accepts  equity  in  return 
for  patent  or  know-how  rights.  Joint  ventures  are  also  encouraged 
by  the  refusal  of  some  countries  to  permit  wholly-owned  foreign 
subsidiaries.  For  these  and  other  reasons,  the  international 
joint  venture  is  becoming  increasingly  important  as  a  method  for 
U.S.  companies  to  invest  and  operate  abroad. 

Joint  ventures  provide  the  following  advantages: 

*  minimization  of  capital  commitment; 

*  enlistment  of  knowledgeable  local  talent  in  the  venture; 

*  development  of  close  relationships  with  the  local  government; 

*  broader  access  to  local  supplies  of  goods  and  services;  and 

*  deterant  to  expropriations. 

Joint  ventures  are  the  form  of  doing  business  preferred  by  many 
Third  World  countries,  and  are  rapidly  gaining  favor  in  East 
Europe  (CMEA).  They  look  to  the  foreign  partner  to  bring  needed 
technology  and  capital  to  build  basic  industry  and  supply  needed 
services,  as  well  as  expand  exports.  At  the  same  time,  joint 
ventures  allow  businessmen  in  the  Third  World  the  opportunity  to 
maintain  some  share  in  the  profits  and  in  the  management  of  the 
locally  established  enterprises. 

U.S.  companies  also  have  to  consider  the  possibilities  of  joint 
ventures  with  a  foreign  government  as  a  partner  (again,  CMEA 
countries,  certain  countries  in  the  Third  World).  This  kind  of 
relationship  imposes  an  entirely  new  set  of  conditions  with  which 
most  of  U.S.  industry  is  unfamiliar.  The  increased  use  of  state 
trading  companies  in  certain  socialist  countries  indicates  that 
this  type  of  joint  venture  will  be  the  prevailing  vehicle  for 
these  countries  and  that  failure  to  accomodate  will  entail  market 
loss. 

4.1  -  INPACT  Program.  Major  corporations  have  implemented  global 
strategies  for  many  years.  Smaller  companies,  however,  are  more 
reluctant  to  undertake  international  operations.  They  are 
concerned  about  the  uncertainties  of  dealing  with  foreign 
government  practices  and  regulations,  and  about  working  with 
different  cultures  and  languages.  They  often  need  help  in 
accomodating  to  foreign  business  environments,  in  arranging 
financing,  and  in  protecting  their  technology  if  they  are  to 
successfully  manufacture  and  market  their  products  and  processes 
abroad. 
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Over  90%  of  the  20  million  new  jobs  formed  in  the  U.S.  in  the 
last  decade  were  generated  by  small  businesses,  while  employment 
in  larger  firms  has  declined.  The  dynamic  resource  represented  by 
smaller  companies  is  gaining  recognition  worldwide.  At  the  same 
time,  U.S.  share  of  international  technological  innovation  is 
declining,  an  estimated  drop  from  75%  to  50%  in  the  last  30 
years.  It  is  not  that  the  U.S.  is  innovating  less,  but  that  other 
nations  have  also  recognized  the  power  of  the  commercialization 
of  technology  to  stimulate  economic  growth  and  to  create  new 
jobs. 

Over  the  long  term,  neither  direct  government  subsidies  for 
development  of  technology  nor  protective  trade  barriers  enhance 
global  competitiveness.  U.S.  and  foreign  companies  alike  can 
better  profit  from  cooperative  entrepreneurial  activities  that 
can  bring  together  technologically  innovative  people,  products 
and  processes  and  expand  markets.  INPACT  —  "International 
Partnership  for  the  Commercialization  of  Technology" 
represents  a  modest  effort  to  encourage  internationalization  for 
small  and  medium-sized  businesses,  while  also  encouraging 
entrepreneurship  throughout  the  world. 

Although  the  INPACT  model  is  flexibly  tailored  to  each 
international  situation,  certain  standard  characteristics 
distinguish  it  from  other  joint  venture  vehicles.  A  prerequisite 
is  an  agreement  between  the  nations  negotiated  and  approved  by 
certain  U.S.  agencies. 

Each  foreign  host  nation  establishes  and  funds  a  small,  not-for- 
profit  INPACT  office  to  direct  its  operation.  These  offices  help 
small  businesses  to  find  suitable  partners  and  locate  financing 
for  thier  joint  ventures.  The  office  is  managed  by  an  Executive 
Director  and  staff  of  two  or  three  financial  and  marketing 
experts. 

The  capabilities  and  experience  of  the  INPACT  Director,  usually  a 
native  of  the  host  country,  are  critical  to  the  operation's 
success.  Acting  essentially  as  a  "marriage  broker",  he  matches 
the  complementary  resources  of  the  two  companies,  not  only  to 
assure  necessary  technical  resources  ,  but  also  the  necessary 
marketing  and  distribution  capabilities.  The  partners  then 
propose  a  prescribed  joint  business  plan.  The  INPACT  office 
screens  the  plan  vigorously  and,  if  approved,  helps  in  locating 
funding.  Successful  ventures  pay  back  their  loans  and  also 
contribute  to  INPACT  administrative  costs.  Ultimately,  the  office 
becomes  self-funding  (AID  funds  may  be  applicable  to  this  expense 
in  eligible  nations). 
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To  counsel  the  INPACT  director,  both  governments  appoint  a  joint 
advisory  board.  The  Board  periodically  reviews  progress  and 
issues  of  concern  to  either  country  such  as  intellectual 
property,  financial  protection,  etc. 

U.S.  assistance  to  INPACT  is  limited  to:  (1)  development  and 
execution  of  bilateral  agreements?  (2)  training  in  project 
screening  methods;  (3)  participation  on  the  advisory  boards;  and 
(4)  aid  in  identifying  networks  of  potential  partners  and 
resources  in  the  U.S. 

It  is  increasingly  recognized  that  new,  small  businesses  are  a 
strong  force  in  national  economic  growth.  But  many  of  them  are 
insufficiently  aware  of  international  expansion  opportunties . 
Especially  in  such  cases  where  such  firms  have  reached  a  plateau 
in  the  growth  of  their  domestic  operations,  opportunities  abroad 
can  help  them  pursue  a  new  growth  phase  through  an  INPACT  joint 
venture  —  each  partner  can  benefit  from  pooled  resources,  shared 
risk,  and  full-time  assistance  in  the  other's  country  while 
establishing  this  new  basis  for  growth. 

By  providing  an  "umbrella"  of  encouragement  from  both  governments 
and  especially  effective  screening  disciplines,  INPACT  can 
notably  raise  the  chances  of  commercial  success  for  the  ventures. 
The  bilateral  agreements  can  provide  guidance,  and  a  Board  of 
Advisors  from  both  countries  can  provide  expertise  for  such 
issues  as  patents,  taxes,  repatriation  of  earnings,  and  political 
questions.  Through  the  foreign  host  country,  both  partners  can 
reach  networks  of  information  and  contacts  not  otherwise 
available.  Aditionally,  the  INPACT  business  plan  screening  not 
only  helps  ensure  the  high  quality  of  the  projects,  but  also 
enhances  the  attractiveness  of  these  ventures  to  financing 
sources. 

Typically,  one-half  of  the  INPACT  project  capital  comes  from  the 
joint  venture  partners.  The  balance  in  loans  comes  from 
investment  banks,  development  banks,  or  other  capital  sources. 
U.S.  Government  financial  assistance  is  not  generally  available. 

Most  INPACT  ventures  involve  technology  already  into  or  closer  to 
the  commercialization  phase  than  to  the  research  phase  and  are 
thus  better  suited  to  private  sector  financing.  They  generate 
positive  cash  flow  more  quickly,  unlike  the  earlier  stage 
research  projects  more  commonly  funded  by  major  companies  through 
grants.  Because  these  companies  are  not  "start-ups",  but  somewhat 
more  mature  with  more  established  creditworthiness,  financial 
risks  are  lessened.  Risks  are  further  reduced  because,  most 
often,  the  technology  applications  involved,  though  possibly  new 
in  one  of  the  partner  countries,  are  not  typically  "new  to  the 
world. " 

32 


INPACT  companies  are  smaller,  non-defense  firms.  Few  of  them 
employ  'next  generation"  technology;  rather,  they  make  use  of 
novel  applications  of  existing  technology.  In  some  cases,  what 
will  be  new  technology  in  industrializing  countries  may  even  be 
maturing  technology  in  the  U.S.  A  recent  study  by  the  New  York 
University  Center  for  Science  and  Technology  Policy  found  that, 
in  international  joint  ventures,  "...the  dominant  pattern  is  the 
exchange  of  technology  for  technology,  a  bilateral  rather  than 
unilateral  flow. " 

INPACT  joint  ventures  often  have  distinct  advantages  over  direct 
investment,  licensing  or  other  business  arrangements.  First,  they 
tend  to  preclude  one  firm  from  absorbing  the  other.  Technology 
generated  together  is  mutually  owned  and  employed.  And  in*  an 
increasingly  international  environment,  a  vested  full-time 
partner  in  an  overseas  country  (unlike  a  part-time  agent  or 
manufacturer's  representative)  can  provide  invaluable  advantages. 
Besides  contacts,  technology,  capital,  and  trade  opportunities, 
these  partnerships  can  offer  local  marketing  expertise  combined 
with  a  mutuality  of  economic  interest.  Because  international 
technology-based  joint  ventures  clearly  represent  an  important 
avenue  for  new  growth  and  market  opportunities  not  only  for 
Massachusetts  small-  and  medium-size  businesses,  but  also  for 
industrializing  nations  (Third  World),  MACITI  is'  cooperating  in 
the  INPACT  program.  An  example  of  the  projects  with  which  it  is 
involved  is  shown  in  Attachment  VI. 

4.2  -  Mission  to  Northern  Ireland.  With  unemployment  across  the 
province  at  33%  (  in  some  working-class  Catholic  areas,  it  rises 
to  an  astounding  80%  of  the  adult  male  population),  MACITI 
participated  in  a  trade-study  mission  to  investigate  the 
possibilities  of  Massachusetts'  investments  and  joint 
ventures /licensing  with  Northern  Ireland  (especially  in  software 
technology).  John  Hume,  leader  of  Northern  Ireland's  moderate  and 
predominately  Catholic  Social  Democratic  and  Labor  Party  (SDLP), 
claimed  that  U.S.  industrial  cooperation  with  Northern  Ireland  is 
a  principal  way  to  crack  both  discrimination  and  unemployment. 

In  addition  to  financial-tax  incentives  and  grants,  among  the 
most  generous  in  Europe,  Northern  Ireland,  with  a  population  of 
1.6  million  ( 70%-Protestant  and  30%-Catholic ) ,  offers  a  highly 
educated  and  skilled  labor  force  that  could  bring  significant 
competitive  advantages  to  U.S.  industry.  The  inducements  for 
industrial  cooperation  with  Northern  Ireland  include  the 
following  elements. 
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1.  Education.  Expenditures  on  education  are  the  third  largest 
element  of  Northern  Ireland's  budget. 

2.  Labor  Force.   There  are  over  640,000  men  and  women,  of  whom 
120,000  are  immediately  available  for  recruitment  and  represent  a 
significant  opportunity  for  a  company  interested  in  subsidiaries, 
joint  ventures,  or  investment  in  Northern  Ireland. 

It  is  among  the  most  highly  skilled  and  educated  workforce  in 
Europe.  Since  the  mid  1970' s,  its  labor  productivity  record  has 
been  consistently  better  than  that  of  British  industry  as  a 
whole . 

The  good  relationship  and  easy  communication  between  management 
and  labor  are  reflected  in  the  low  level  of  industrial  disputes. 
In  1982,  no  more  than  6.8%  of  the  workforce  were  involved  in 
industrial  disputes  of  any  kind.  The  time  lost  amounted  to  little 
more  than  one  hour  per  employee  per  year  --  well  below  the  level 
of  the  U.K.  as  a  whole. 

In  addition,  labor  costs  in  Northern  Ireland  are  generally  lower 
than  in  the  rest  of  the  U.K.,  and  indeed  among  the  lowest  in 
Europe.  In  manufacturing,  the  average  rate  is  $4.44/hr;  in  the 
service  industries  --  S4.80/hr. 

3.  Proximity  and  Access  top  Potential  Markets .  As  part  of  the 
U.K.,  Northern  Ireland  enjoys  full  membership  in  the  EEC,  which 
entitles  goods  from  Northern  Ireland  to  tariff-free  entry  into 
all  countries  within  the  community  --  a  market  of  320  million 
consumers.  Although  not  in  the  center  of  Europe,  delivery 
performance,  due  to  a  highly  sophisticated  transportation  and 
communications  infrastructure,  is  exceptional. 

4.  Financial  and  Tax  Incentives .  A  recent  survey  by  Plant 
Location  International  of  Brussels  has  established  that  Northern 
Ireland's  range  of  financial  and  tax  incentives  are  among  the 
best  and  most  copious  in  Europe.  Northern  Ireland  rates  as  one  of 
the  countries  where  companies  obtain  the  fastest  pay-back  of 
their  invested  funds.  For  example,  building  costs  can  be  reduced 
by  75%,  corporation  tax  on  profits  by  up  to  80%,  machinery  and 
equipment  costs  by  as  much  as  90%,  and  there  is  no  payment  of 
property  tax. 

Cash  grants  of  up  to  50%  are  available  for  the  purchase  or 
construction  of  new  factories.  Leasing  is,  however,  the  more 
common  practice,  with  the  possibility  of  negotiating  rent  grants 
which  can  give  rent-free  or  reduced  rent  periods  of  up  to  five 
years.  Leases  run  21  years,  with  rentals  ranging  from  $1.22  to 
$2.44/sq.  ft.,  renewed  after  six,  eleven,  and  sixteen  years. 
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There  are  several  R&D,  training,  and  marketing-support  grant 
schemes  for  encouraging  firms  to  develop  new  or  improve  existing 
products  or  to  introduce  new  technology.  These  grants,  offering 
up  to  25%  of  the  development  and  marketing  costs,  apply  to  the 
software,  microprocessor,  CAD/CAM/CAE,  fiber  optics,  and  opto- 
electronics industries. 

Despite  politcal  violence,  its  extent  should  be  placed  in  clear 
perspective:  it  has  been  safer  to  live  and  work  in  Northern 
Ireland  over  the  past  ten  years  than  in  an  average  American  city 
of  a  quarter  of  a  million  inhabitants  or  more.  As  evidence  of 
this,  insurance  premiums  for  life  and  personal  accident  coverage 
are  in  line  with  those  applicable  to  the  U.K.  as  a  whole. 

V  -  THIRD  WORLD.  In  order  to  facilitate  entry  by  Massachusetts 
firms  into  Third  World  markets,  MACITI  is  attempting  to  work  more 
closely  with  AID  (Agency  for  International  Development)  and  UNIDO 
(United  Nations  Industrial  development  Organization). 

5.1  -  AID.  The  purpose  cf  AID  is  to  help  Third_  World  countries 
(  60  in  Africa,  Asia,  Latin  America,  and  the  Middle  East)  to  gain 
knowledge  and  resources  to  build  those  economic,  politcal,  and 
social  institutions  necessary  for  their  stability.  As  Third  World 
countries  become  more  prosperous,  their  markets  for  U.S.  products 
increase,  and  they  become  more  stable  sources  of  supply  for  raw 
materials  needed  by  the  U.S. 

There  are  two  basic  types  of  AID  programs  in  which  American  firms 
can  participate. 

In  some  countries,  AID  provides  loan  or  grant  assistance  in  the 
form  of  Commodity  Import  Programs  (CI?)  which  finance  the 
procurement  of  a  wide  variety  of  basic  commodities  needed  in 
their  economy.  Under  a  CIP,  funds  are  allocated  by  the  foreign 
government  to  its  various  ministries  and  to  the  private  sector  to 
provide  the  foreign  exchange  needed.  To  participate  in  a  CIP, 
suppliers  submit  bids  or  quotations  in  response  to  competitive 
public  tenders  or  submit  orders  from  the  private  sector  through 
normal  commercial  channels  (See  Attachment  VII). 

In  many  countries,  AID  provides  project  loans  to  finance  specific 
facilities  and  undertakings  such  as  construction  of  irrigation 
facilities,  expansion  and  equipment  of  rural  health  networks, 
maleria  control  programs,  etc.  Commodities  purchased  as  part  of 
these  undertakings  are  called  Project  Procurements . 
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Under  both  types  of  programs,  AID  does  virtually  no  buying 
itself.  The  public  sector  of  AID-recipient  countries  purchases 
directly  from  the  U.S.  private  sector,  usually  through 
competitive  bid  procedures.  AID  does  not  finance  U.S.  firms.  It 
provides  the  dollar  excahnge  which  pays  for  the  transactions.  It 
is  the  responsibility  of  U.S.  firms  to  conduct  their  own  sales 
promotional  efforts. 

5.2  -  UNIDO.  The  organization  is  the  centerpiece  of  the 
industrialization  effort  in  the  developing  world.  UNIDO  prepares 
industrial  studies  and  conducts  research  by  industry  sector  as 
well  as  by  country  and  f:r  parts  of  countries;  encourages  the 
development  and  transfer  of  technology;  provides  technical 
assistance  to  developing  countries;  maintains  an  industrial  and 
technical  informaton  bank;  maintains  industrial  statistics  and 
carries  out  empirical  studies  used  in  the  industrialization 
process . 

UNIDO' s  task  is  to  provide  industrial  assistance  to  developing 
countries  of  the  world  at  their  request.  UNIDO  acts  as  a 
middleman  in  bringing  together  the  industrial  players  in  a 
development  project.  Thus  the  projects  of  UNIDO  are,  in  a  sense, 
self-help  programs:  there  is  no  paternalism,  no  indebtedness  and 
no  imposition  of  plans  or  programs.  All  recipient  countries  are 
full  and  equal  members  of  UNIDO,  contributors  to  the 
Organization's  main  funding  sources,  and  ultimately  the  arbiters 
of  their  own  pattern  of  industrial  advance. 

The  role  of  UNIDO  as  a  middleman  is  seen  clearly  as  the  channel 
between  the  financial,  industrial,  and  governmental  bodies  of  the 
industrialized  world  and  their  counterparts  in  developing 
nations  --  a  continuous  process  that  benefits  both  groups  in 
laying  the  groundwork  for  cooperation  ,  and  in  sponsoring 
contacts  and  meetings,  seminars,  or  consultations  of  mutual 
interest,  both  sides  are  able  to  develop  an  effective  and 
profitable  sharing  of  resources  --  markets  and  marketing 
expertise,  technical  know-how,  labor  and  capital  --  and  to 
stimulate  projects   utilizing   natural   resources   and   amenities 

(See  Attachment  VIII). 

Industrial  Development  Decade  for  Africa.   Africa,  though  rich  in 

natural  and  human  rescuroes,  is  the  least  developed  region  in  the 
world.  It  includes  27  of  the  40  countries  listed  by  the  UN  as 
"least  developed".  Efforts  by  Governments  for  more  than  two 
decades  have  not  succeeded  in  converting  these  resources  into 
meaningful  industrial  investments.  A  framework  for  skills, 
technology,  and  infrastructure  is  needed. 
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UNIDO,  through  the  Industrial  Development  Decade  for  Africa 
(IDDA),  is  focusing  on  the  establishment  of  priority  core 
industries  and  related  industrial  manpower  and  technological 
capabilities,  support  institutional  machinery  and  raw  materials 
base.  Special  emphasis  is  accorded  to  increasing  awareness  for 
the  problems  of  African  industrialization  and  to  the  promotion 
and  realization  of  intra-Af rican  industrial  cooperation.  UNIDO  is 
at  present  intensifying  its  efforts  towards  the  mobilization  and 
effective  utilization  of  both  local  and  external  financial 
resources  for  the  implementation  of  the  IDDA  program. 

5.3  -  Investments  in  Africa.  More  than  one  third  of  African 
nations  have  adjusted  their  investment  codes  during  the  past  five 
years  because  of  their  desperate  need  for  capital:  private  bank 
loans  have  been  exhausted  and  bilateral  aid  flows  have  become 
increasingly  tied  to  structural  adjustments  in  the  economy. 

Unf amiliarity  with  Africa,  perceived  political  risks,  lack  of 
administrative  and  transportation/communications  infrastructure, 
and  small  domestic  markets  have  contributed  to  investor 
reluctance.  Despite  these  obstacles,  however,  those  countries 
that  have  liberalized  their  investment  codes,  such  as  Togo, 
Mauritius,  and  Mozambique,  are  witnessing  increased  investment 
flows . 

Although  Togo  has  one  of  the  smallest  economies  in  Africa,  a  very 
limited  domestic  market  (2.8-million  population),  and  little 
infrastructure,  the  country  has  obtained  more  than  $75  million  in 
private  investment  in  the  past  three  years. 

Mauritius,  which  has  modelled  its  incentive  progarms  after 
successful  Asian  schemes,  has  also  been  successful  in  attracting 
foreign  private  capital  flows.  An  Export  Processing  Zone  has  also 
been  established  to  attract  investment.  Tax-free  dividends  are 
given  to  investors  in  the  zone  for  the  first  ten  years  of 
operation.  Other  attractions  include  free  repatriation  of 
capital,  profits  and  dividends,  and  duty-free  importation  of 
machinery,  spare  parts,  and  raw  materials.  Industries  in  the  zone 
have  increased  by  30%  each  year  since  1984,  resulting  in  the 
creation  of  20,000  new  jobs  and  leaving  Mauritius  with  its  first 
balance  of  payments  surplus. 

Even  marxist  Mozambique  has  become  an  attractive  investment 
environment  because  the  government  has  shown  enough  movement 
toward  free  market  reform  and  has  revised  its  investment  code. 
The  example  of  Mozambique  may  indicate  that  a  peaceful  political 
environment  may  not  affect  capital  flows  as  much  as  generally 
thought  since  the  multinationals,  experienced  with  political 
risk-taking,  are  not  concerned  whether  an  economy  is  socialist 
or  capitalist,  but  rather  with  business  opportunities. 
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VI  -  EXPORT  FINANCE  SOURCES.  According  to  USDOC,  there  are 
approximately  350,000  small  and  medium-sized  companies  on  the 
U.S.,  of  which  as  many  as  30,000  have  exportable  products  but  are 
not  exporting;  an  equal  number  is  exporting  but  could  be 
exporting  more.  The  major  obstacle  is  lack  of  available 
financing:  U.S.  banks  finance  less  than  10%  of  U.S.  exports.  (Of 
the  companies  responding  to  our  questionnaire,  57.8%  are  small  to 
medium-sized  companies;  35.4%  -  medium  to  large;  and  6.8% 
large ) . 

Some  of  the  reasons  for  this  scarcity  of  export  finance  are: 
first,  financial  institutions  that  do  finance  exports  have  too 
high  a  threshold  for  their  minimum  transaction  size  and  thus 
exclude  the  smaller  firms  whose  export  transactions  are  smaller 
than  that  minimum.  Second,  many  smaller  financial  institutions 
are  not  involved  in  export  financing  at  all.  And  finally,  even 
when  financing  can  be  found,  the  smaller  firms  must  bear  all  the 
commercial  and  political  risks  associated  with  exporting.  Such 
lack  of  low-cost,  low-risk  financing  has  been  aggravated  in 
recent  years  by  diminished  federal  programs,  the  fluctuation  of 
interest  rates,  and  the  dearth  of  commercial  resources. 

The  Federal  Government  and  some  states  have  taken  an  aggressive 
stance  on  countering  these  problems  by  developing  export  finance 
programs  for  small  and  medium-sized  U.S.  firms.  Some  of  these 
programs  are  described  below;  however,  it  should  be  remembered 
that  the  applicability  of  a  particular  program  depends  on  the 
details  of  a  specific  transaction. 

6.1  -  Eximbank.  The  Export-Import  Bank  of  the  U.S.  (Eximbank) 
offers  loans  for  large  projects  and  equipment  sales  that  usually 
require  longer-term  financing.  It  cooperates  with  commercial 
banks  in  the  U.S.  and  abroad  in  providing  a  number  of  financial 
arrangements  to  help  U.S.  exporters  offer  credit  to  their 
overseas  buyers.  It  provides  export  credit  guarantees  to 
commercial  banks  that  finance  export  sales,-  and,  through  the 
Federal  Credit  Insurance  Association  (FCIA),  provides  insurance 
to  American  exporters  which  enables  them  to  extend  credit  to 
their  overseas  buyers.  Some  of  Eximbank' s  export-support  programs 
are  described  below. 

The  Working  Capital  Guarantee  Program  enables  small,  medium- 
sized,  and  minority-owned  businesses  to  obtain  critical  pre- 
export  financing  from  commercial  sources. 

The  Small  Business  Credit  Program  enables  U.S.  banks  to  offer 
medium-term  export  loans  to  finance  sales  of  small  U.S. 
companies'  products/services  with  interest  rates  fixed  at  the 
lowest  rates  allowed  under  the  export  credit  guidelines  followed 
by  all  members  of  the  Organization  for  Economic  Cooperation  and 
Development  (OECD). 
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Through  major  program  restructuring  now  taking  place,  Eximbank 
intends  to  encourage  U.S.  commercial  banks  to  become,  once 
again,  the  traditional-based  source  of  finance  for  U.S. 
exporters. 

As  mentioned   previously,   commercial  bank   interest  in  export 

finance,    especially   for   small   and  medium-sized  firms,   has 

declined  with  continuing  world  debt  and  the  increase  in  risk  in 
many  traditional  U.S.  export  markets. 

To  stimulate  commercial  banks  to  increase  their  export  financing 
activities,  Eximbank  now  assumes  much  more  of  the  risk  in  an 
export  deal  and  now  allows  for  unrestricted  transferability  of 
its  loan  guarantee  paper  among  banks.  Exporters  can  come  directly 
to  Eximbank  under  the  Bank's  new  system  for  accepting  and 
processing  a  loan  or  loan  guarantee  Preliminary  Commitment  (PC). 

For  a  U.S.  S 100-processing  fee,  an  exporter  can  bring  his 
financing  needs  directly  to  Eximbank,  bypassing  the  commercial 
banks  which,  in  the  past,  have  been  intermediaries  for  all 
incoming  applications. 

In  the  past,  the  exporter  first  found  an  export  opportunity  and 
then  applied  to  Eximbank  through  his  local  bank,  to  apply  either 
for  working  capital,  a  direct  loan,  or  a  loan  guarantee.  In  a 
highly  competitive  international  market  with  other  sellers 
bidding  for  the  same  opportunity,  the  U.S.  exporter  most  often 
lost  out. 

Now,  under  the  Direct  Lending  Program,  the  exporter  can  go 
directly  to  Eximbank  with  a  PC  application  that  is  good  for  six 
months  before  shopping  the  world  markets  for  a  buyer.  This  new 
program  will  increase  potential  for  U.S.  exports  to  high-risk 
developing  nations  because  commercial  banks  will  not  assume  any 
more  Thrid  World  debt. 

Eximbank's  president,  John  A.  Bohn,  Jr.,  has  also  proposed  to 
make  available  to  selected  highly-indebted  countries  "trade 
support  facilities"  on  very  long  terms  of  20-30  years  at  fixed 
interest  rates.  These  facilities  would  not  only  bridge  the  gap 
between  the  needs  of  these  countries  and  the  funds  currently 
available,  but  would  increase  the  competitiveness  of  U.S.  exports 
vis-a-vis  those  from  countries  that  routinely  mix  aid  and  export 
credits.  (Using  mixed  credits  to  finance  exports  refers  to  the 
practice  of  mixing  conventional  export  financing  with 
concessionary,  foreign-aid  funds  to  support  an  export 
transaction ) . 
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FACTORS  OF  CREDITWORTHINESS 

The  items  listed  below  are  some  of  the  factors  used  by  the 
Country  Risk  Analysis  Department  of  Eximbank  in  determining 
country  creditworthiness. 


ECONOMIC 

Nore:  The  mportance  of  trends  is 

mach  greater  than  performance  in 

any  given  year. 

Economic  Size  -  The  larger  the 
economy,  the  greater  the  probabiii- 
ty  that  it  can  withstand  exogenous 
shocks 

Growth  Rat*  -  A  measure  of  the 
economys  dynamism:  should  ex- 
ceed population  growth  rate  Out  not 
be  so  fast  as  to  outpace  savings. 

Gross  Savings  Relative  to  Gross 
Investment  -  To  iudge  degree  of 
sert-sutficjency  in  undertaking  de- 
velopment prefects. 

Budget  Deficit  -  To  examine  po- 
tential impact  on  inflation.  An  indi- 
cator of  efficiency  and/or  determi- 
nation in  Government  economic 
management 

Changs  in  Money  Supply  -  To 
examine  any  relationship  between 
money  supply  and  inflation;  also 
measure  competence  of  country  s 
economic  management. 

Inflation  Rata  -  viewed  relative  to 
inflation  in  major  trading  partners 
for  probable  external  impact:  also 
important  to  |udga  reistive  wetf- 
patng  of  population. 

Structure  of  Exports  end  Export 

Earnings -Trend  amors  important 
than  performance  in  any  given 
year.  Structure  a  to  iudge  degree  of 
dependency  on  one  or  two  com- 


Structure  of  Imports  and  import 


Expenditures  -  (including  non- 
factor  services)  -  Needed  to  obtain 
balanced  view  of  autonomous,  ex- 
ternal performance. 

External  Current  Account  -  Most 

meaningful  measure  of  external 
viability:  again,  trend  is  more  impor- 
tant than  any  given  year. 

External  Capital  Rows  -  Nature, 
size  and  term  are  important  to  as- 
sess overall  balance  of  payments 
and  probable  debt  structure. 

Level  of  External  Debt  and  Osbt 
Service  Ratio  -  Magnitude  of  debt 
per  se  may  not  be  a  problem  pro- 
vided the  debt  was  incurred  in  im- 
plementing prpductive  protects. 
Present  debt  service  ratio  may  be 
of  interest  and  important  if  high,  but 
this  ratio  should  not  be  considered 
as  critical  (regardless  of  whether 
high  or  low)  since  present  ratio 
reflects  past  debt  and  can  change 
rapidly  m  response  to  new  debt  and 
deterioration  or  improvement  in  ex- 
change earnings.  Generally,  too 
much  is  made  of  the  debt  service 
ratio. 

Structure  of  Debt  -  Ideally  short 
term  debt  should  be  no  more  than 
an  amount  equal  to  three  months' 
imports. 

Debt  relative  to  Current  Account. 
Earnings  -  ideally,  total  debt 
should  not  be  mora  than  3.6  times 
current  account  earnings. 

Development  Plana  -  Should  be 
reviewed  to  judge  prospects  of 
economy,  exchange  earning  poten- 


tial, import  requirements,  size  and 
trend  in  resource  gap;  and  moat 
important,  competence  cf  econom- 
ic managers. 

POLITICAL  SOCIAL 

Political  Stability  per  se  may  be 
misleading.  Some  politically  stable 
areas  may  be  hiding  suppressed 
potentially  dangeonjs  social  situa- 
tions. A  dynamic  peaceful  political 
milieu  would  be  optimal. 

Population  and  Growth  Rats  - 

Size  pf  population  relative  to  urban 
and  rural  employment  opportuni- 
ties, and  relative  growth  rate  are 
key  long  term  indicators. 

Income  Distribution  -  Degree  of 
equidistnbution  of  income  is  viewed 
to  gam  insight  to  potential  causa  of 
soaal  unrest 

Degree  of  Literacy  -  Must  be 

examined  to  iudge  potential  for  de- 
velopment of  critical  variable, 
namely,  the  quality  of  human  re- 
sources. 

Note:  The  quality  of  the  human 
resources,  the  degree  of  scat 
discipline,  and  the  competence  of 
economic  management  are  the 
most  important,  although  non- 
ouanoftao/e.  varieties.  Good  plana 
and  policies  competenDy  imple- 
mented and  accepted  by  the- 
population  at  large  can  cope  with 
periodic  economic  resources  and 
maximize  benefits  of  economc 
achievements. 
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6.2  -  OPIC.  Because  AID'S  primary  purpose  is  the  administration 
of  government-to-government  assistance,  Congress,  in  1969, 
established  the  Overseas  Private  Investment  Corporation  (OPIC)  so 
that  a  separate  business-oriented  agency  could  provide  more 
effective  support  for  American  investors  entering  the  Third  World 
marketplace.  Since  its  establishement ,  OPIC  has  served  as  the  key 
federal  agency  for  encouraging  mutually  beneficial  American 
private  investment  in  the  world's  developing  nations. 

To  do  this,  OPIC  has  developed  programs  available  for  new 
business  enterprises  or  expansions  in  approximately  100 
developing  nations  or  areas  around  the  world. 

Insurance  Program.  While  private  investors  generally  have  the 
capability  to  assess  the  commercial  aspects  of  doing  business 
overseas,  they  may  be  hesitant  to  undertake  long-term  investments 
abroad,  given  the  political  uncertainties  of  many  developing 
nations.  To  alleviate  these  uncertainties,  OPIC  insures  U.S. 
investment  against  three  types  of  political  risks: 
inconvertibility;  expropriation;  and  war,  revolution, 
insurrection  and  civil  strife. 

Inconvertibility  coverage  protects  an  investor  against  the 
inability  to  convert  into  U.S.  dollars  the  local  currency 
received  as  profits,  earnings,  or  return  of  capital  on 
investment.  The  coverage  also  protects  against  adverse 
discriminatory  exchange  rates.  Conversion  of  local  currency  into 
U.S.  dollars  is  assured  only  to  the  extent  that  such  currency 
could  have  been  excahnged  for  dollars  at  the  time  the  insurance 
was  issued.  Protection  is  not  afforded  against  devaluation  of  a 
country's  currency. 

Expropriation  coverage  protects  an  investor  against  confiscation 
or  nationalization  of  an  investment  without  fair  compensation. 
Such  coverage  also  protects  U.S.  investors  against  losses  due  to 
a  variety  of  situations  described  as  "creeping  expropriation", 
i.e.,  a  set  of  actions  whose  cumulative  effect  is  to  deprive 
investors  of  their  fundamental  rights  in  the  investment. 

War,  revolution,  insurrection  and  civil  strife  coverage  protects 
an  investor  against  losses  due  to  war  (declared  or  not), 
revolution  or  insurrection.  In  addition,  coverage  is  available 
against  losses  due  to  "civil  strife"  -  politically  motivated 
violent  acts,  including  terrorism  and  sabotage. 

Finance .  American  investors  plannning  to  share  significantly  in 
the  equity  and  management  of  an  overseas  venture  can  often 
utilize  OPIC's  finance  programs  for  medium-  to  long-term 
financing. 
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OPIC's  financing  commitment  to  a  new  venture  may  extend  to,  but 
not  exceed,  50%  of  the  total  project  cost.  A  larger  participation 
may  be  considered  for  an  expansion  of  a  successful,  existing 
enterprise.  Investors  must  be  willing  to  establish  a  sound 
debt/equity  relationship  -  typically  in  a  ratio  of  60%  debt  to 
40%  equity.  Currently,  OPIC  provides  financing  through  two  major 
programs:  direct  loans  and  loan  guarantees. 

Direct  loans,  which  usually  range  from  $100,000  to  $4  million, 
are  available  only  for  ventures  sponsored  by,  or  significantly 
involving,  U.S.  small  businesses  or  cooperatives.  Interest  rates 
vary  according  to  a  project's  financial  and  political  risk. 

Under  the  Loan  Guarantee  Program,  OPIC  will  issue  a  guaranty 
under  which  funding  can  be  obtained  from  a  variety  of  U.S. 
financial  institutions.  The  guaranty  covers  both  commercial  and 
political  risks.  Typical  OPIC  loan  guarantees  range  from  SI 
million  to  $25  million.  Interest  rates  are  comparable  to  those  of 
other  U.S.  Government-guaranteed  issues  of  similar  maturity. 

Special  Programs .  For  most  American  businesses r  especially  those 
with  little  or  no  international  investment  experience,  access  to 
information  on  specific  investment  opportunities  and  the  business 
environment  in  the  developing  nations  is  critical  to  making  an 
investment  decision.  To  aid  American  firms  in  this  area,  OPIC 
offers  two  pre-investment  assistance  programs:  Investment 
Missions  and  Opportunity  Bank  Service. 

Each  year  dozens  of  American  business  executives  participate  in 
OPIC's  investment  missions  to  developing  nations.  On  these 
missions,  participants  can  obtain  first-hand  information  about 
investment  opportunities  through  personal  meetings  with  business 
leaders  and  key  government  officials  of  the  host  country. 

For  investors  seeking  opportunities  in  Third  World  countries, 
OPIC  offers  a  computer  data  system  that  can  match  an  investor's 
interest  with  specific  overseas  opportunities. 

This  service,  known  as  the  Opportunity  Bank  Program,  allows  U.S. 
firms  to  submit  a  dsecription  of  their  business,  the  type  of 
investment  sought,  and  the  developing  country  of  interest.  Upon 
request,  the  information  can  be  matched  against  similar 
information  submitted  from  foreign  businesses  seeking  American 
investors . 
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6.3  -  STATE  FINANCING  SOURCES.  The  fact  that  every  $1  billion  in 
exports  generates  20,000  jobs  has  led,  during  the  past  decade,  to 
an  increasing  number  of  states  that  have  begun  to  explore  and 
develop  innovative  ways  of  improving  their  state's  economic 
competitiveness  through  foreign  trade.  Among  such  states, 
Illinois  provides  a  notable  example  of  an  attempt  to 
put  the  export  financing  mechanism  in  the  hands  of  a  more 
accessible  segment  of   government,  the  state. 

The  Illinois  Export  Development  Authority  (IEDA),  modeled  after 
the  SAFE  Program  (State  Agenda  for  Exporting)  which  is  similar  in 
content  to  the  Trade  Expansion  Act  featured  in  the  "1983-84 
Source  Book  of  American  State  Legislation",  was  created  to 
provide  export  finance  to  small  and  medium-sized  businesses  on  a 
continuing  basis.  This  financing  is  available  in  the  form  of 
short-term  loans,  arranged  between  the  Authority,  a  participating 
financial  institution,  and  the  Illinois  exporter.  A  qualified 
exporter  could  borrow  up  to  90%  of  the  value  of  each  export 
transaction.  The  program  offers  a  variety  of  benefits  to  the 
small  and  medium-sized  exporter,  which  include   the  following: 

Availability  of  Financing.  For  the  first  time,  smaller 
businesses  will  be  able  to  finance  their  export  sales  with  their 
local  bank  or  other  financial  institution.  The  Authority  has 
designed  the  loan  programs  to  make  funds  available  quickly  and 
easily. 

Competitive  Total  Cost  of  Money.  The  Authority  funds  are  offered 
at  an  interest  rate  less  than  what  is  generally  available  in  the 
private  sector.  This  assures  that  the  Authority's  use  of  its 
funds  will  comply  with  various  treaty  obligations  of  the  United 
States  dealing  with  international  trade,  yet  provide  financing  to 
the  exporter  at  the  lowest  possible  cost. 

Fixed  Interst  Rate  for  The  Life  of  The  Loan.  The  Authority 
provides  90%  of  the  loan  at  its  interest  rate  and  10%  is  provided 
by  the  participating  financial  institution  at  its  interest  rate. 
The  resulting  blended  rate  is  less  tahn  that  which  may  be 
generally  available  through  traditional  financing  sources.  The 
rate  is  fixed  for  the  life  of  the  loan. 

Access  to  Funds  without  Restricting  Other  Resources.  The 
exporter  does  not  have  to  commit  new  or  existing  credit  sources 
to  secure  Authority  funding.  In  most  cases,  the  insured  export 
receivable  is  the  only  collateral  necessary. 
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Insurance  to  Protect  the  Exporter,  the  Financial  Institution ,  and 
the  Authority,  Each  transaction  is  insured  against  commercial 
and  political  risks  under  a  policy  arranged  by  the  Authority 
through  the  FCIA,  an  arm  of  Eximbank.  This  insurance  provides  for 
coverage  of  90%  of  the  gross  invoice  value  on  commercial  risks 
and  coverage  of  100%  of  the  gross  invoice  value  on  political 
risks.  Export  sales  to  customers  in  certain  countries  are  not 
eligible  for  insurance  and  funding  by  the  program. 

Minimal  Paperwork.  The  program  attempts  to  make  the  export  loan 
process  as  close  to  the  procedures  required  to  secure  a  domestic 
commercial  loan  as  possible.  Preparation  and  processing  of  the 
documentation  is  handled  by  the  Authority  staff  whenever 
possible . 

Pre-Shipment  and  Post-Shipment  Financing.  Pre-shipment  financing 
provides  the  exporter  with  working  capital  to  produce  the  goods 
or  services  identified  in  the  sales  contract  or  order.  Post- 
shipment  financing  allows  the  exporter  to  sell  his  goods  or 
services  at  competitive  prices  and  terms  without  the  commercial 
and  political  risks  associated  with  export  transactions. 

6.4  -  STATE  FINANCING  AUTHORITY  PROGRAM.  This  program, 
based  on  the  SAFE  model  and  recommended  by  MACITI  for  enactment, 
would  require  legislation  to  establish  a  state  export  development 
authority  empowered  to  provide  a  new  capital  source  for  pre- 
export  and  export  transactions  in  the  state.  The  legislation 
creating  the  authority  should  grant  the  power  to  issue  bonds 
which  would  not  constitute  a  state  debt.  This  would  allow  the 
state  to  develop  its  own  export  financing  strategy  and  to  do  so 
without  federal  participation,  although  the  authority  could  avail 
itself  of  any  federal  funds  or  programs  that  became  available. 

The  authority  would  utilize  existing  private  sector  banking  and 
insurance  organizations  to  act  as  a  new  and  accessible  market  for 
export  financing  and  would  provide  a  primary  source  of  new 
capital  in  pre-export  and  export  transactions.  Such  financing, 
presently  unavailable  to  smaller  firms,  would  help  them  meet 
labor  and  material  costs  in  filling  export  orders  and  would  allow 
the  financing  of  international  trade  receivables.  Also,  private- 
sector  insurance  organizations  may  be  used  to  fully  insure  these 
export  transactions  against  political  and  commercial  risks. 

The  authority  would  allow  the  smaller  firm  to  use  his  local  bank 
as  a  source  of  export  credit ,  providing  a  more  convenient  and 
expanded  access  to  credit.  Conversely,  the  bank  would  have  an 
additional  source  of  funds  and  would  be  allowed  to  charge  a 
maximum  fixed  rate  of  interest  set  by  the  authority  on  the 
authority's  amount  of  participation  (90%)  in  the  export 
transaction. 
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STATE  EXPORT  FINANCING  PROGRAMS 


PASSED  SAFE- 
TYPE  LEGISLATION 


AS   OF    JULY    1986 

PASSED  OTHER 
LEGISLATION 


LEGISLATION  INTRO-     NO  LEGISLA 
OUCED,  NOT  PASSED  DRAFTEli 


ALABAMA 

X 

' 1 

ALASKA 

v 

ARIZONA 

x 

ARKANSAS 

x 

CALIFORNIA 

X 

COLORADO 

x 

CONNECTICUT 

X 

DELAWARE 

X 

DC. 

FLORIDA 

X 

GEORGIA 

X 

HAWAII 

X 

IDAHO 

X 

ILLINOIS 

X 

INDIANA 

X 

IOWA 

X 

KANSAS 

A 

KENTUCKY 

X 

LOUS  I  AN  A 

X 

MAINE 

X 

MARYLAND 

x 

MASSACHUSETTS 

X 

MICHIGAN 

X 

MINNESOTA 

x 

MISSISSIPPI 

x 

MISSOURI 

X 

MONTANA 

A 

NEBRASKA 

x   1 

NEVADA 

X 

NEW  HAMPSHIRE 

- 

X 

NEW  JERSEY 

X 

NEW  MEXICO 

X 

NEW  YORK 

X 

NORTH  CAROLINA 

X 

NORTH  DAKOTA 

X 

OHIO            ^ 

X 

OKLAHOMA 

X 

OREGON 

X 

PENNSYLVANIA 

X 

i. 

RHODE  ISLAND 

X 

SOUTH  CAROLINA 

X 

SOUTH  DAKOTA 

X 

TENNESSEE 

X 

TEXAS 

X 

UTAH 

X 

VERMONT 

x 

VIRGINIA 

X 

WASHINGTON 

X 

WEST  VIRGINIA 

X 

WISCONSIN 

X 

WYOMING 

X 
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VII  -  LEGISLATIVE  FOREIGN  TRADE  ACTIVITIES.   Now,  more  than  ever, 
:ate  foreign  trade  activity  will  increasingly  affect  the  economy 
oecause : 

1.  structural  changes  in  the  economy  have  placed  a  high  priority 
on  factors  over  which  states  have  some  influence,  viz.,  human 
resources,  capital,  technology,  and  industrial  organization; 

2.  increasing  global  competitiveness  means  that  small  advantages 
in  cost,  quality,  or  marketing  can  make  a  big  difference  in 
market  share  -  states  affect  many  of  the  small  factors  that  can 
determine  marginal  competitive  advantage; 

3.  the  states,  in  most  cases,  are  in  a  better  position  than  the 
federal  government  to  deal  with  specific  businesses,  people,  and 
programs*.  (Scott  Fosler/National  Conference  of  State 
Legislatures ) . 

A  Little  Hoover  Report,  entitled  A  Review  of  the  Organization  and 
Administration  of  California ' s  Overseas  Trade  and  Investment 
Office,  stresses  that  legislatures  need  to  assume  a  more  visible 
and  coordinated  role  in  world  trade  policy.  Such  legislative 
involvement  would,  among  other  things,  ensure  that  the  state 
pursues  empirically  contested  trade  policies  leading  to  the 
business  community's  perception  of  a  more  sincere  level  of 
commitment  by  state  government  to  substantive  trade  policies  and 
programs . 

A  number  of  legislatures  have  committees  that  place  a  special 
emphasis  on  trade  -  Arkansas,  Calif ormia,  Florida,  Massachusetts, 
Michigan,  Oregon,  and  Washington  among  others  that  have  taken 
innovative  measures  to  create  an  effective  international  trade 
and  investment  environment.  Too  many  legislatures,  however, 
continue  to  play  an  essentially  reactive  and  fragmented  role  in 
foreign  trade  policy.  The  international  trade  development 
activities  of  state  legislatures  as  of  September  1986,  compiled 
by  Dan  Pilchner  of  the  National  Conference  of  State  Legislatures, 
are  given  below. 

7.1  -  Development  of  an  Explicit  Trade  Policy.  A  growing  number 
of  states  are  developing  explicit  trade  policies  either 
separately  or  as  part  of  a  larger  overall  state  economic 
development  strategy. 
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California.  A  major  report,  called  California  and  the  21st 
Century:  Foundations  for  a  Competitive  Socity,  was  recently 
issued  by  the  Senate  Select  Committee  on  Long  Range  Policy 
Planning  and  the  Joint  Committee  on  Science  and  Technology.  In 
addition  to  addressing  such  topics  as  agriculture,  human 
resources,  and  industrial  competitiveness,  the  report,  which  was 
prepared  with  the  assistance  of  Stanford  Research  International, 
examined  international  trade. 

The  trade  section  of  the  California  report  calls  for:  (1) 
unification  of  state  trade  programs  and  responsibilities  to  deal 
with  foreign  competition;  (2)  development  of  a  "comprehensive 
trade  policy"  that  stresses  assistance  to  small  and  medium-sized 
exporters;  (3)  a  view  of  trade  in  the  broader  context  of 
industrial  competitiveness;  (4)  enhancement  of  the  workforce's 
ability  to  function  in  an  international  global  economy  and 
society;  and  (6)  use  of  state  trade  programs  to  fill  the  gaps 
left  by  federal  programs. 

Senate  Bill  2227  would  require  the  state  to  adopt  a  trade  policy 
that  emphasizes  the  export  of  goods  and  services  and  it  would 
direct  the  California  governor  to  coordinate  state  programs  to 
implement  th3  policy. 

Hawaii.  HCR-13  requests  a  foreign  trade  action  plan  that  would 
include  the  current  "International  Services  Branch", 
educational/informational  services  for  the  state's  businesses, 
links  to  federal  programs,  export  trading  companies,  foreign 
investment,  trade  shows  and  trade  offices,  and  export  finance. 

Kansas.  The  new  State  Department  of  Commerce,  to  be  created  next 
year  from  the  existing  Department  of  Economic  Development  as  part 
of  a  major  economic  development  package  enacted  in  1986,  will  be 
requested  to  prepare  a  state  economic  development  plan.  The  plan 
and  the  state's  economic  development  efforts  will  be  overseen  by 
Kansas,  Inc.,  a  newly  created  public-private  entity  that  will 
advise  the  state  on  economic  development  strategies,  policies, 
and  programs. 

Oklahoma.  The  1986  World  Trade  Development  Authority  is 
required,  among  other  duties,  to  report  annualy  on  the 
"international  commerce  policies  and  programs"  of  the  state.  The 
Act  that  created  the  Authority  appears  to  have  been  modeled  on  a 
1985  Texas  bill. 

Texas.  The  1985  Texas  World  Trade  Development  Act,  among  other 
things,  created  a  Texas  World  Trade  Council  and  a  Texas  World 
Trade  Development  Authority.  Members  of  the  Council  include 
public  officials,  higher  education  representatives,  District 
Export  Council  representatives,  and  business  people  with 
international  trade  experience. 
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The  Act  charges  the  Council  with"developing  a  comprehensive  state 
international  economic  plan"  as  well  as  coordinating  existing 
state  resources  in  the  international  area.  The  Council  is  to 
report  every  two  years  on  this  plan  to  both  the  governor  and  the 
legislature.  The  Texas  World  Trade  Development  Authority  is 
charged  with  establishing  an  export  finance  program. 

Washington.  The  Washington  State  Economic  Development  Board, 
created  by  statute  in  1985,  is  scheduled  to  present  to  the 
governor  and  the  legislature  a  comprehensive  state  economic 
development  plan,  presumably  with  an  international  trade 
component . 

Wisconsin.  The  state's  Strategic  Development  Commission  report, 
issued  in  1995,  called  for  an  expanded  state  role  in  trade 
development  with  management  assistance  to  exporters,  a 
computerized  trade-lead  program,  and  a  "one-stop"  export 
assistance  center. 

7.2  -  Education  and  Trade.  An  increasing  number  of  states  are 
explicitly  using  higher  educational  institutions  to  (1)  improve 
the  international  business  education  of  their  students  to  improve 
their  abilities  to  function  in  the  highly  competitive  world 
economy  and  (2)  to  assist  in  some  manner  either  exporters  or 
specific  exporting  industries. 

The  Small  Business  Development  Center  (SBDC)  Program  of  the  U.S. 
Small  Business  Administration  ( SBA )  has  provided  one  avenue  for 
university  involvement  in  trade  development.  A  small,  but  growing 
number  of  SBDC's  have  in  recent  years  included  export  promotion 
functions.  For  example,  SBDC's  at  the  University  of  Alabama,  the 
University  of  Georgia,  and  Oregon  State  University  have 
international  trade  centers  that  assist  exporters. 

The  Oregon  Legislature  established  in  1985  an  international  trade 
institute  at  Portland  State  University  that  combines  both 
international  business  education  and  assistance  to  exporters.  The 
Kansas  Legislature  established  the  International  Trade  Institute 
in  1980  at  Kansas  State  University  to  help  Great  Plains  business 
and  agricultural  leaders  meet  the  challenges  of  world  trade. 

Additional  examples  of  recent  activities  by  states  in  trade 
education  include: 

California.  The  legislature  approved  in  1986  the  establishement 
of  the  Graduate  School  of  International  Relations  and  Pacific 
Studies  at  the  University  of  California  San  Diego  Campus.  Last 
year,  the  Center  for  Pacific  Rim  Studies  was  established  at  UCLA. 
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Iowa.  The  University  of  Iowa  is  reportedly  establishing  a 
Pacific  Rim  Studies  Program. 

Florida.  The  Legislature  in  1986  created  the  "Florida  Council  on 
Far  East  Research  and  Development"  within  the  State  Board  of 
Regents  to  coordinate  foreign  investment  with  the 
academic/research  facilities  of  the  State  University  System.  The 
goal  will  be  to  attract  foreign  firms  and  link  them  to  the 
development  and  application  of  new  technologies  at  the  state 
universities . 

The  Florida  Legislature  this  year  created  an  Office  of 
International  Education  within  the  state  Department  of  Education. 
The  Office  will  serve  as  a  clearinghouse  for  international 
education  resources. 

S-474  would  create  the  "Florida  International  Affairs  Act"  to 
encourage  international  activities  in  the  state  and  to  study  the 
establishment  of  a  "Hemispheric  Strategic  Studies  Center"  at  a 
Florida  higher  educational  institution. 

Virginia.  The  "Virginia  Center  for  World  Trade"  has  reportedly 
been  established  at  Old  Dominion  University  in  Norfolk. 

Washington.  The  legislature  in  1985  created  two  institutes  -  one 
to  promote  the  export  of  timber  products,  the  other  to  promote 
agricultural  exports  -  at  the  University  of  Washington  and 
Washington    State   University. 

7.3  -  State  Trade  Developments. 

Export  Finance 

Alabama.  H-728  and  S-473  would  create  the  Alabama  Competitive 
Export  Corporation  which  would  be  authorized  to  issue  bonds  to 
fund  such  programs  as  interest  subsidies,  grants,  loans,  and  loan 
guarantees. 

Connecticut.  S-107  was  enacted  as  Public  Act  86-347  to  implement 
the  Governor' 's  recommendation  for  an  exporter's  revolving  loan 
fund . 

Hawaii.  HR-77  urges  consideration  of  a  state  export  finance 
program  and  a  review  of  the  state  Department  of  Planning  and 
Economic  Development's  trade  efforts. 

Maryland.  S-902,  which  was  passed,  increased  from  80%  to  90%  the 
export  insurance  coverage  from  the  "Authorized  Purpose  Insurance 
Fund"  of  the  Maryland  Industriasl  Development  Financing 
Authority. 
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New  York.  A-2091  would  create  the  "Export  Trade  Revolving  Loan 
Fund".  A-3130  would  establish  the  New  York  State  Export 
Development  Corporation  to  foster  exports  by  providing  insurance, 
credit,  and  financial  counseling.  It  would  be  empowered  to  issue 
bonds  and  grant  tax  exemptions. 

Oklahoma.  The  enacted  1986  Oklahoma  World  Trade  Development  Act 
will  create  the  Oklahoma  World  Trade  Development  Authority.  The 
Authority  will  be  governed  by  a  nine-member  board,  to  be 
appointed  by  the  governor,  the  House  Speaker,  and  the  Senate 
President.  The  Authority  will  have  the  ability  to  issue  up  to  $20 
million  in  bonds  that  will  be  exempted  from  most  Oklahoma  state 
taxes  (except  for  inheritance,  transfer,  and  estate  taxes).  To 
assist  exporters,  the  Authority  will  provide  loan  guarantees 
loans-to-lenders  (banks),  and  insurance.  An  honorary  commercial 
attache  program  will  operate  under  the  Authority. 

Pennsylvania.  SB-1466  would  amend  the  Capital  Loans  Fund  Act 
to  allow  for  export  financing.  SB-270  would  create  the 
Pennsylvania  Trade  Authority  to  provide  export  financing. 

Executive  Agency  Organ izat ion/Reorganizat ion . 

Hawaii.  H-193  would  create  an  "International  Affairs  Office"  to 
promote  exports. 

Kansas.  As  part  of  its  1986  economic  development  package,  the 
Kansas  Legislature  converted  the  state  Department  of  Economic 
Development  to  a  new  state  Department  of  Commerce  with  new  goals 
and  activities.  HB-2951  also  established  a  new  Trade  Development 
Division  to  focus  solely  on  international  trade  -  as  well  as 
"interstate  trade".  The  Trade  Development  Division  will  help 
exporters  develop  expertise,  seek  out  new  markets  for  Kansas 
products,  and  recruit  foreign  investment. 

New  Hampshire.  H-496  would  establish  an  Office  of  International 
Trade  to  promote  exports. 

Oklahoma.  In  1985,  HB-1159  created  the  International  Development 
Division  within  the  state  Economic  Development  Commission,  as 
well  as  funded  an  overseas  trade  office  in  Tokyo.  The  new 
division  was  charged  with  promoting  exports,  recruiting  foreign 
investment,  promoting  international  tourism,  encouraging  cultural 
and  educational  exchanges,  hosting  foreign  visitors,  serving  as 
the  liaison  to  the  private  sector,  and  coordinating  the  state's 
international  trade  effort. 
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Legislative  Structure . 

Alaska.  HB-633  established  the  Alaska  Joint  Special  Committee  on 
Foreign  Trade. 

Kansas.  As  part  of  its  1986  economic  development  package,  the 
Legislature  created  separate  standing  economic  development 
committees  in  both  the  House  and  Senate.  HB-3132  will  also 
transform  the  1985-86  Legislative  Commission  on  Economic 
Development,  into  a  standing  joint  Economic  Development 
Committee.  The  Legislature's  purpose  was  to  give  greater 
visibility  to  economic  development  issues  and  increase 
coordination.  The  Legislative  Commission,  which  spearheaded  the 
1986  economic  development  package,  believed  that  economic 
development  issues  had  been  fragmented  among  existing  committees, 
thus  hampering  the  policy-making  process. 

Kentucky.  A  legislative  Special  Task  Force  on  International 
Trade  and  Development  was  approved  to  study  the  state's  trade 
expansion  effort. 

Tennessee.  HJR-596  would  create  a  joint  legislative  committee  to 
study  trade . 

Taxes  and  Trader- 
California.  After  years  of  dispute,  the  unitary  tax  issue  was 
finally  resolved  in  September  1986.  Under  the  enacted 
legisl  ion,  corporations  would  have  the  choice  of  either  paying 
tax  uncer  the  old  unitary  tax  or  they  could  pay  a  fee  of  up  to 
0.03%  of  payroll,  property,  and  income  in  the  state  plus  a  9.6% 
tax  on  a  percentage  of  their  total  U.S.  income. 

A-2955  would  allow  "Foreign  Sales  Corporations",  known  as  FISC's, 
to  determine  taxable  income  by  one  of  two  methods:  (1)  exempt 
foreign  trade  income  or  ( 2 )  modify  sales  factor  applicable  to 
unitary  apportionment  method. 

South  Carolina.  H-2695,  which  did  not  pass,  would  defer  payment 
of  state  income  tax  on  taxable  income  due  to  an  increase  in  gross 
income  from  "foreign  trading  receipts"  for  up  to  three  years 
until  an  exporter  ceases  to  export.  The  increase  in  gross  income 
would  not  exceed  35  million  for  an  exporter  to  qualify.  The 
exporter,  however,  would  pay  interest,  determined  by  a  "base- 
period  T-Bill  rate",  to  z'r.e    state  on  the  deferred  taxes. 
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Foreign  Trade  Zones . 

Wyoming.   Legislation  was  passed  that  designates  the  Wyoming 
Economic  Development  and  Stabilization  Board  as  the  state  agency 
that  can  apply  to  the  federal  government  for  foreign  trade  zone 
authority. 

Agricultural  Exports . 

California.  Following  legislation  enacted  last  year,  California 
in  January  1986  enacted  the  first  state-administered,  state- 
financed  agricultural  export  promotion  program.  The  "California 
Agricultural  Export  Program",  CAEP ,  is  modeled  on  a  program  of 
the  Foreign  Agricultural  Service  of  the  U.S.  Department  of 
Agriculture.  CAEP  provides  matching  grants  to  qualified  firms 
that  seek  to  promote  exports.  The  Legislature  appropriated  S2.1 
million  for  CAEP ' s  first  year  of  operation.  A  yearly 
appropriation  of  S5  million  will  be  made  in  each  successive  year 
through  1990. 

Wisconsin.  The  1985  special  legislative  session  on  economic 
development  approved  creation  of  a  "Center  for  International 
Agribusiness  Marketing". 

State  Overseas  Trade  Offices. 


California.  S-1121  would  establish  an  overseas  trade  office  in 
Tokyo  and  contracted  for  the  services  of  an  agent  in  the  People's 
Republic  of  China. 

Governor  Deukmejian,  however,  requested  in  his  budget  $700,000 
to  open  offices  in  Tokyo  and  London.  Each  four-person  office  will 
spend  50%  of  its  time  on  promoting  exports  and  50%  on  seeking 
foreign  investment. 

Michigan.   S-699  would  establish  a  Mideast  Office  in  Cairo. 

Oklahoma.  In  1985,  HB-1159  created  a  trade  office  in  Japan,  with 
$180,000  appropriated  for  its  operation. 

Wisconsin.  The  special  session  on  economic  development,  late  in 
1985,  authorized  creation  of  a  Frankfurt  office. 

Trade  Advisory  Councils . 

California.  S-2501  would  establish  a  California  "Advisory 
Council  on  Industrial  Competitiveness"  to  advise  the  Secretary  of 
Business,  Transportation,  and  Housing  on  industrial  competition 
and  to  coordinate  some  trade  programs  and  issues. 
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Maryland.  S-261    would   establish   the   Port    of   Baltimore 

Development  and   Trade  Council  to  advise  the   governor   and   the 

legislature  on  the  state's  role  in  planning  the  growth  of  the 
Port. 

New  Jersey.  An  International  Trade  Commission  was  approved  in 
1986.  Composed  of  representatives  from  the  private  and  public 
sectors,  it  will  advise  the  state  on  trade  policy  and  programs. 
Strong  interest  in  state  export  finance  is  reported  in  New 
Jersey. 

Kansas.  Although  not  a  trade-specific  body,  Kansas,  Inc., 
established  by  HB-2690  as  part  of  its  1986  economic  development 
package,  will  provide  some  of  the  functions  of  a  state  trade 
council.  Kansas,  Inc.  will  be  the  vehicle  to  bring  together  the 
academic,  business,  labor,  agricultural,  and  financial 
communities  to  engage  in  short-  and  long-range  economic  analysis 
and  planning. 

Trade  Centers 

Hawaii.   H-2818   would   establish   a   center   for    international 

business . 


Wisconsin.    A  "World  Trade  Center  Task  Force"  is   examining   the 
feasibility  of  establishing  a  trade  center  in  Milwaukee. 

Miscellaneous . 


California.  A-3697  would  require  the  California  World  Trade 
Commission,  in  cooperation  with  the  existing  Office  of 
California-Mexico  Affairs,  to  establish  the  "Mexico  Trade  and 
Economic  Development  Office"  to  improve  trade  and  relations. 

A-3252  would  require  the  California  World  Trade  Commission  to 
develop  model  cultural  exchange  programs  for  education  and 
provide  sector  associations  to  prepare  people  for  careers  -in 
trade  by  encouraging  specialized  international  trade  courses  and 
languages. 

S-2226  would  require  the  California  Department  of  Commerce  to 
establish  a  foreign  investment  and  information  program.  The 
program  would  include  a  service  and  product  supply  clearinghouse 
on  items  produced  in  other  states  or  nationa  that  could  be 
produced  in-state. 

S-2270   would   require   the  California  governor  to   be   a  "Trade 

Ambassador"   and   meet  annually  with  foreign   government  leaders 

and/or  trade  ministers  of  at  least  half  of  the  state's  leading 
trade  partners. 
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Several  bills  (A-3940  and  ACR-129)  emphasize  the  California  World 
Trade  Commission's  role  as  the  official  state  representative  to 
foreign  firms  and  nations,  to  monitor  overseas  developments,  and 
to  research  trade,  tourism,  and  foreign  investment.  A-2829  would 
establish  the  "International  Services  and  Relations"  Program  in 
the  CWTC  to  help  facilitate  official  visits  to  the  state  by- 
foreign  firms  and  nations.  Several  bills  woukld  require  the  CWTC 
to  examine  agricultural  trade  barriers  in  Europe  and  the  Middle 
East.  A-234  would  expand  the  duties  of  the  California  Institute 
for  Telecommunications  and  Information  Policy  Research  to  include 
trade  and  cultural  exchanges.  A-237  would  create  the  "Local 
International  Trade  Promotion  Grants  Act"  to  assist  local  trade 
associations  and  organizations. 

Hawii.   HCR-81  would  create  a  state  "Office  of  Protocol". 

Illinois.  H-2549  would  create  the  "China  Development 
Corporation"  to  identify  marketing  opportunities  in  the  PRC. 

Maryland.  HJR-24  requests  the  state  Department  of  Economic  and 
Community  Development  to  establish  an  honorary  commercial  attache 
program. 

New  York.  A-617  would  provide  $50,000  to  establish  a  "Caribbean 
Economic  Development  Center"  that  would  seek  grants  and  services 
from  federal  and  state  governments  to  develop  trade  and 
investment  between  New  York  and  the  Caribbean  nations. 

Oklahoma.  H-2017  would  establish  the  "Oklahoma  Export  Trade 
Company  Act " . 

7.4  -  Interim  Activities. 

Maine.  A  select,  joint  legislative  committee  is  examining  state 
economic  development  options. 

Iowa.  A  study  is  reportedly  underway  of  the  state's  economic 
development  agency. 

Kansas.   Public-private  task  forces,   under  the  direction  of   the 

Legislative   Commission  on   Kansas   Economic   Development,    are 

examining   agricultural  research,    state   university    funding, 

capital  markets,  tax  structure,  and  job  training/employment 
programs . 

Kentucky.  The  special  joint  legislative  committee  will  hold  a 
hearing  as  it  begins  to  examine  the  state's  trade  development 
efforts  and  effectiveness,  and  to  explore  legislative  options. 

Virginia.  A  legislative  committee  is  studying  the  state's 
economic  development  efforts. 
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VIII  -  PROPOSALS. 

8.1  -  Market  Surveys.  A  most  useful  tool  in  assisting  small  and 
medium-sized  firms  in  their  efforts  to  penetrate  foreign  markets 
is  the  preparation  of  individualized  marketing  plans  for  them. 
Rather  than  they  go  to  very-high  priced  consultants,  the 
Committee  could  bring  together  M.B.A.  students  who,  for  little  or 
no  cost,  can  make  substantial  contributions  to  the  marketing 
efforts  of  these  firms  by  identifying  and  analyzing  target 
markets  for  specific  product  lines. 

In  Connecticut,  students  selected  for  this  program  are  required 
to  take  two  export  marketing  courses  at  a  local  college, 
whereupon  they  enter  a  formal  internship  with  a  pre-selected 
company. 

By  making  use  of  its  resources,  the  Committee  itself  can  compile 
country-specific  and  industry-specific  market  surveys  useful  to 
many  companies  within  a  specific  industry. 

8.2  -  Monitoring  Trade  Leads.  For  centralized  information 
control  and  documentation  of  results,  the  Committee  has  found 
that  trade  lead  dissemination  either  by  direct  mail  or  in 
newsletters  must  be  followed-up  by  telephone  or  company  visits. 
These  efforts  must  be  persistent,  as  18  months  to  two  years  is  a 
typical  lag  time  between  exploration  of  a  foreign  market  and  the 
payoff  in  sales. 

8.3  -  Newsletters.  The  Committee  should  consider  the  publication 
of  a  newsletter  that  can  serve  to: 

*  introduce  the  state's  trade  services  to  companies; 

*  inform  companies  of  both  domestic  and  foreign  conferences   and 
trade  events; 

*  provide   information   on   targeted   foreign   markets,    trade 
legislation,  export;  and 

*  provide  specific  foreign  trade  leads. 

The  audience  for  the  newsletter  may  be  the  entire  business 
community,  manufacturers  only,  manufacturers  within  a  specific 
industry  group  only,  as  well  as  foreign  points  of  contact. 
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8.4  -  Directory.  The  Committee  proposes  the  publication,  in  the 
languages  of  our  leading  trade  partners,  of  a  directory  of 
Massachusetts  products  within  a  specific  industry  group,  coded  in 
six-digit  SIC.  It  would  also  contain  a  section  requesting  the 
foreign  buyer  to  indicate  the  products  of  interest  to  him  and  to 
give  a  brief  company  profile.  These  directories  would  be 
distributed  to  U.S.  embassies  abroad,  foreign  embassies  in  the 
U.S.,  foreign  chambers  of  commerce  in  the  U.S.,  U.S.  chambers  of 
commerce  abroad,  foreign  banks,  foreign  trade  associations,  and 
other  points  of  contact  with  overseas  buyers.  An  example  of  such 
a  directory  is  shown  in  Attachment  IX. 

8.5  -  Export  Financing.  As  mentioned  previously  in  this  report, 
the  Committee  recommends  and  will  lobby  for  the  establishment  of 
a  state  export  financing  authority.  The  details  of  a  bill 
establishing  it  will  be  presented  in  an  interim  report. 
Meanwhile,  the  Committee  plans  to  act  as  a  clearinghouse  for 
finance  programs  available  through  the  federal  government  which, 
at  present,  lacks  filed  staff  to  propagate  its  programs. 

8.6  -  Mentor  Program.  Such  a  program  would  match  new- to-export 
companies  with  experienced  exporters  in  similar  or  related 
industries.  These  exporting  firms  could  provide  guidance  and 
instructions  as  the  new-to-export  firm  proceeds  through  the 
export  process.  The  Committee  could  serve  as  a  matchmaker  and 
monitor  the  match. 

8.7  -  University/Industry  Collaboration.  Universities  are 
interested  in  translating  new  ideas  into  business  opportunities 
and  it  is  rare  that  they  can  take  something  to  the  stage  where  it 
can  really  become  a  product.  An  example  of  such  collaboration  is 
the  case  of  MIT  and  NEC,  a  world-renowned  Japanese  computer 
manufacturer . 

In  1961,  NEC  received  from  MIT  a  copy  of  a  paper  on  compatible 
time  sharing  systems  (CTSS)  by  Dr.  John  McCarthy.  The  concepts  in 
this  paper  formed  the  basis  of  the  distributed-function  time 
sharing  system  later  developed  at  NEC,  which  was  to  become 
Japan's  first  time  sharing  system  in  1967.  This  system  was 
developed  on  the  basis  of  MIT  technology. 

It   is  in  this  connection  that  the   Committee   plans  to   utilize 
the   academic/research   facilities  of  a  state  university  to   link 
both  domestic  and  foreign,   especially  Third  World,  companies  and 
governments   with   opportunities  in   joint   ventures,   licensing, 
technology  transfer,  and  reverse  investment. 
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8.8  -  Improved  Coordination.  The  Commonwealth's  trade-support 
network  lacks  a  systems  approach  for  coordinating  its  export 
programs  which,  in  some  cases,  either  are  the  same,  or  oriented 
to  different  types  of  users,  or  provide  different  parts  of  the 
same  services.  Not  only  should  all  state  trade-support 
organizations,  including  universities,  meet  in  joint  planning 
sessions,  but  they  should  enjoy  unrestricted  access  to 
each  other's  modem-linked  computer  databases  to  bring  about  the 
efficient  targeting  and  delivery  of  services  to  client  companies. 

8.9  -  Miscellaneous.    Other   concerns   the   Committee  will  study 

refer  to  the: 

(1)  coordinated  procedures  to  raise  awareness  of  the 
availability  of  federal  and  state  programs  and  to  encourage  their 
use  by  client  companies; 

(2)  establishement  of  a  state  program  to  improve  client 
companies'  accessibility  to  the  federal  trade  support  programs  of 
the  U.S.  Departments  of  Commerce,  Agriculture  and  Defense,  as 
well  as  of  Eximbank.,  OPIC,  AID,  World  Bank,  Inter-American 
Development  Bank,  Asian  Development  Bank,  and  the  African 
Development  Bank;  .  . 

(3)  creation  of  mechanisms  to  follow-up  after  the  initial 
provision  of  services  and  to  evaluate  their  effectiveness; 

(4)  co-location  of  federal  and  state-trade  development  offi<_as 
to  serve  as  one-stop  export  information  and  assistance  centers 
throughout  the  state; 

(5)  advocacy  of  state  trade  concerns  at  the  federal  level  (in 
1986,  California  became  the  first  state  to  place  a  full-time 
representative  in  Washington,  D.C.  to  advocate  state  trade  issues 
at  the  federal  level); 

(6)  establishment  of  state-supported  shared  Foreign  Sales 
Corporations  ( FSC ' s )  which  would  give  partial  federal  income  tax 
exemption  to  participating  exporters; 

(7)  establishment  of  an  Export  Development  Tax  Incentive  Program 
which  provides  deferrals  of  state  income  taxes  on  increases  in 
export  sales; 

(8)  establishment  of  a  Mew  England  Regional  Trade  Council 
similar  to  the  Mid -South  Trade  Council; 

(9)  use  of  state  universities  to  provide  short  courses  ( 1  to  2 
weeks)  in  export  marketing  for  small  and  medium-sized  company 
executives;  and 

(10)  encouragement  of  minority-owned  firms  to  export. 
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IX  -  SUMMARY  OF  COMMITTEE'S  ACTIVITIES 

9.1  -  Domestic  Market  Research 

9.1.1  -  Identifed  products  with  highest  export 

potential  (See  I.I,  page  3). 

9.1.2  -  Targeted  1549  companies  producing  those 

products . 

9.1.3  -  Created  databases  for  #'s  9.1.1  &  9.1.2. 

9.2  -  Foreign  Market  Research 

9.2.1  -  Identified  and  contacted  approximately 

8000  foreign  agents/distributors,  OEM's, 
end-users,  state  trading  companies,  and 
government  purchasing  agencies  interested 
m  purchasing  products  in  9.1.1. 

9.3  -  Market  Contact  Information 

9.3.1  -  generated   and   classified   1980   foreign 

trade  leads. 

9.3.2  -  assembling  trade  leads  in  11  separate 

volumes  each  covering  one  of  the  pro- 
ducts identified  in  9.1.1. 

9.3.3  -  approximately  2000  trade  leads  have  been 

transmitted     via     direct    mail     to 
approximately  300  companies. 

9.3.4  -  announcements  of  Committee's  services  and 

company   products   have   been   placed   in 
about  60  U.S.  Embassy  trade  publications, 
as  well  as  in  U.S.  chambers  of  commerce 
abroad . 

9.3.5  -  a  foreign  trade  show  handbook  has  been 

prepared . 

9.4  -  Outreach 

9.4.1  -  plans  are  under  consideration  for  company 
visitations  with  USDCC. 

9.4.1  -  industry  committees  are  being  assembled. 

9.4.2  -  the  Committee  has  co-sponsored  or  parti- 

cipated in  one  foreign  and  three  domestic 
conferences . 
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9.4.3  -   Most   West   and   East   European,    Latin 
American,  Caribbean,  African,  and  Asian 
embassies    and   consulates    have   been 
apprised  of  Committee's  activities. 

9.5  -  Export  Promotion 

9.5.1  -   the    Committee   participated    in    the 

reception    of    trade    missions    from 
Argentina,    Hungary,   Indonesia,   Italy 
(2),  Kenya,  and  Panama.  It  also  hosted 
individual  businessmen  from  Australia, 
Holland,   Japan,   Northern  Ireland,   and 
the  United  Kingdom. 

9.5.2  -   the  Committee  cooperated  with  USDOC  in 

promoting  five  foreign  trade  shows. 

9.5.3  -   the  Commitee  participated  in  one   trade 

study  mission  to  Northern  Ireland  and 
assisted    in    organizing   one    trade 
mission  to  the  Dominican  Republic. 

9.6  -  Joint  Ventures /Licenses 

9.6.1  -   371  foreign  requests  for   joint-venture 

and  licensing  opportunities  have  been 
received  by  the  Committee. 

9.6.2  -   the   Committee  is  placing   the   INPACT 

program   (See   4.1,   page   30)   as   the 
centerpiece  of  its  joint  venture/ licensing 
efforts . 
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ATTACHMENT  [ 


THE  U.S.A.  PAVILION 

Europe  Software 
Plus  '88 


International  Computer  Trade  Fair 


WHEN  IS  IT? 

WHERE  IS  IT? 

HOW  MUCH  DOES  IT  COST? 
WHAT  DOES  THE  PRICE  INCLUDE? 


Hay  25-27,  1988 

The  Royal  Netherlands  Industries  Fair  (Jaarbeurs) 
Utrecht,  The  Netherlands 

$2,400  for  3  X  4  Square  Meter  (9  X  12  Ft.) 


o 

0 

0 

o 
o 

0 
0 
0 
0 
0 
0 


Booth  Soace 

Carpet ing 

Name  S  i  gn 

Round  Table  and  Chairs 

Counter 

Lights 

Electric  1  ty 

Use  of  Hospitality  Lounge 

Listing  in  U.S.  Pavilion  Catalogue 

Listing  in  Official  Show  Olrectory 

Market  Promotion,  which  includes  mailing  of  the  U.S.  Pavilion  catalogue 

to  approximately  1,500  end-users  and  distributors 

Reception  for  Key  Contacts 


WHAT  ARE  THE  BEST  SALES  PROSPECTS? 


Oesktop  Publishing  Software.  CAO  Software.  Expert  Systems.  Graphic  Software.  Communications  Software, 
and  Application  Packages  for  Small  and  Medium  Business. 


WHY  SHOULD  YOU  ATTEND  EUROPE  SOFTWARE  '38? 


Eurooe  Software  for  8  years  has  been   th»  meeting  place  for  decision-makers  in  computer  software  and 
services.   It  is  the  only  fair  in  Europe  exclusively  for  software.   The  Outch  software  market  is  growing 
rapidly  with  new  groups  of  users.   In  view  of  the  increasing  importance  of  state-of-the-art  software  in 
the  whole  field  of  information  technology,  we  can  expect  a  growth  of  30X  annually,  with  the  strongest 
growth  in  application  packages.   In  terms  of  money,  some  4  billion  guilders  will  be  spent  on  software 
and  related  services  m  1988.   Don't  you  want  your  share  of  this  business? 


WHAT  OTHER  SUPPORT  SERVICES  ARE  AVAILABLE? 


Assistance  with  rental  of  equipment  to  demonstrate  software.  Arrangement  for  hotel  accommodations  at 
the  HOLIDAY  INN  in  Utrecht.   The  hotel  is  located  next  to  the  Utrecht  Central  Station  and  the 
exhibition  site.   The  room  rate  will  be  approximately  220  Outch  guilders  ($110  at  present  rate),  incl, 
breakfast.   Early  reservations  recommended. 


WHO  ATTENOEO  EUROPE  SOFTWARE  '37? 


Eurooe  Software  '87  covered  an  area  of  120.000  square  feet,  consisting  of  277  exhibitors,  representing 
2S2  foreign  companies,  anq  15.S19  trade  visitors  attended  the  show.   Thirty  U.S.  software  companies 
participated  in  the  U.S.A.  Pavilion. 


HOW  TO  PARTICIPATE? 


Contact:  The  Massachusetts  Committee  on  international  Trade.  State  House.  Room  185.  Boston 
Massachusetts  02133.  Attn:   Myron  Ricci.  tel  :  (617)  722-1364  or  1365. 
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Senate  Chairman 
ROYAL  L.  BOLLING,  SR. 


ATTACHMENT  II 

She  (Eninmimmealtlj  nf  iKafisarhuflPtts 

Committee  on  international  Trade  and  Investment 

ROOM  185   .   STATE  HOUSE  .   BOSTON.  MA  02133   .   U.S.A. 

(617)  722-1364 


Director 
MYRON  J.  RICCi 


November  9,  1987 


Edward  R  Christie,  VP  Mktg 
PIXLEY  RICHARDS  INC 
Collins  Rd 
Plymouth,  MA  02360 


Dear  Mr.  Christie: 

Chaired  by  Senator  Royal  L.  Boiling,  Sr.  and  under  the  auspices 
of  Senate  President  William  M.  3ulger  and  House  Speaker  George 
Keverian,  the  Massachusetts  Committee  on  International  Trade  and 
Investment  --the  first  such  legislative  body  in  the  United 
States--  seeks  to  promote  foreign  trade  on  behalf  of 
Massachusetts  industry. 

Accordingly,  we  would  like  to  develop  substantive  assistance 
programs  to  help  your  firm  either  enter  or  expand  foreign  markets 
via  export,  joint  ventures,  licensing  arrangements,  technology- 
transfer  opportunities,  and  investments. 

The  information  you  give  in  the  enclosed  questionnaire  will  make 
it  possible  for  us  to  analyze  your  current  export  status  and  make 
specific  recommendations  relative  to  initiating  or  increasing 
your  export  ^ales. 

Although  questions  on  sales  figures  are  optional,  answers  would 
be  most  helpful  for  our  analysis.  However,  we  do  not  ask  for  any 
data  you  consider  confidential. 

All  services  of  the  Massachusetts  Committee  on  International 
Trade  and  Investment  are  without  charge. 

Sincerely, 


Myron  J.  Ricci 
Director 


Encl:  (1) 
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ATTACHMENT  II 


EXPORT  MARKETING  QUESTIONNAIRE 
COMPANY  PROFILE 


Date 


Company  Name_ 
Address 


Telephone 


TLX/TWX/FAX 


Name  and  title  of  foreign  marketing  decision-maker 


1.   Is  your  facility  responsible  for  the  development  of  overseas 

business? yes    _no 

If  not,  which  facility 


2.  Annual  sales  ( Smillions )  up  to  5_ 

3.  Number  of  employees  in  Massachusetts 

PRODUCT  PROFILE 


5-75 


over  75 


Product  Description 


SIC  NUMBER 
( if  known ) 
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1.   Does  it  require  regular  servicing  and/or  replacement  parts? 
yes    _no   Please  describe  briefly 


2.  Is  your  product  patented  in  the  U.S.?   ^y«*     no 

3.  Do  you  offer  a  waranty?  yes   no 

DOMESTIC  MARKETING 

1.   What  are  your  domestic  distribution  channels? 
dealer /retailer 


_agent /representative 
__distributor 
_OEM 

^contract  sales 
_military 


^_end  user 

^catalog  sales 

_manuf acturer 
of  related  items 


2.   Which  related  products  are,  or  could  be,  marketed  through 
your  distribution  channels? 


3.   Do  your  distribution  channels  require  training?   _yes    __no 
If  so,  please  describe  briefly 


4 .   What 


your  minimum  order  quantities? 


5.  If  applicable,  what  is  the  shelf  life  of  your  product  ? 

6.  Is  demand  seasonal?   __yes    _no 
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7.   Do  you  advertise  domestically?   yes    _no  If  so,  how? 

Trade  journals  (please  list ) 


Other 


8.   Do  you  display  at  or  attend  trade  shows?  If  so,  which  ones? 


INTERNATIONAL  MARKETING 

1.   Please  indicate  by  (E)  those  countries  to  which  you  are  now 
exporting;  by  (P)  those  -ountries  to  which  you  are  not 
exporting,  but  which  offer  a  potential  for  your  products. 


NORTH  AMERICA  GROUP 

_Canada 
Mexico 

CENTRAL  AMERICA  GROUP 

_Guatemala 

_Belize 

_E1  Salvador 

_Honduras 

Nicaragua 

Costa  Rica 

Panama 


CARIBBEAN  GROUP 

Bermuda 

_Bahamas 
_Jamaica 

Haiti 

Dominican  Republic 

Barbados 

Trinidad  &  Tobago 

Netherlands  Antilles 

French  West  Indies 


SOUTH  AMERICAN  GROUP 

^Colombia 
_Venezuela 
_Guyana 
_Surinam 
"French  Guiana 

Ecuador 

_Peru 
^Bolivia 

Chile 

_Brazil 
_Paraguay 
_Uruguay 
^Argentina 

SCANDINAVIA  GROUP 

^Iceland 
_Sweden 
_Norway 
_Finland 

Denmark 
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MAIN  EUROPE  GROUP 

_United  Kingdom 
Ireland 

Spain 

_Portugal 
_  France 

Italy 

Netherlands 

^Belgium 

_West  Germany 

__Austria 

_Switzerland 

CMEA  GROUP  (EAST  EUROPE) 

U .  S  .  S  .  R . 

_Poland 

^Czechoslovakia 

_East  Germany 

_Hungary 

^Romania 

^Bulgaria 

OTHER  EUROPE  GROUP 

_Greece 
Yugoslavia 

__Turkey 

__Cyprus 

_Gibralter 
Malta 

MIDDLE  EAST  GROUP 

Lebanon 

__Israel 
_Jordan 
^Kuwait 
_Saudi  Arabia 
_Qatar 

_United  Arab  Emirates 
_Oman 
_Bahrain 
Syria 

_Iraq 


ASIAN  SUB-CONTINENT 
GROUP 

__India 

Pakistan 

Nepal 

Sri  Lanka 


SOUTHEAST  ASIA 
GROUP 

Thailand 

^Malaysia 

___Singapore 

^Indonesia 

_Philippines 

_Brunei 

_Burma 

FAR  EAST  ASIA  GROUP 

_Korea 

_Hong  Kong 

Taiwan 

Japan 

China  (PRC) 

OCEANA  GROUP 

_Australia 
_New  Guinea 
New  Zealand 

NORTH  APRICA  GROUP 

_Morocco 

_Tunisia 

_Libya 

Egypt 

Sudan 

AFRICA  GROUP 

Cameroon 

Senegal 

Mali 

Sierra  Leone 

Ivory  Coast 

_Ghana 

Togo 
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AFRICA  GROUP  (cont'd) 


Nigeria 
[Chad 
[Dahomey 
[Liberia 
"Burundi 

"Somali  Republic 
[Afars  &  Issas 
"Tanzania 
"Mozambique 
"French  Indian  Ocean 
"Botswana 
[Swaziland 
"Canary  Islands 
[Mauritania 
[Madeira  Islands 
"Congo  (Brazzaville) 

Uganda 

Comoros 

Zimbabwe 


Gabon 

_Upper  Volta 

_Angola 

_Zaire 

_Rwanda 

_Ethiopia 

__Kenya 

Mauritius 

Malagasy  Republic 

Republic  of  South  Africa 

_Zambia 

_Malawi 

_Equatorial  Guinea 

__Central  African  Republic 

_Benin 

_Dj  ibouti 

_Seychelles 

_Namibia 
Lesotho 


What  are  your  overseas  distribution  channels? 


_dealer/ retailer 
agent /representative 
distributor 
[OEM 

contract  sales 
military 


_end  user 
[catalog  sales 
[manufacturer 
"of  related  items 
subsidiary 


3.   Do  your  overseas  distribution  channels  require  training? 
yes     no   If  so,  describe  briefly 


4.   Do  you  advertise  overseas?   _yes    _no   If  so,  how? 


Trade  journals  (please  list) 


Other 


5.   Do  you  display  at  or  attend  any  overseas  trade  shows?   _yes 
no   Which  ones? 
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6.   Chief  problems  in  exporting: 

Export  documentation 

_Unable  to  get  favorable 
credit  terms 

Delay  in  transfer  of  funds 

Overseas  safety  requirements 

transportation  costs 

__Currency  fluctuations 

_High  foreign  duties/tariffs 

U.S.  export  licensing  difficulties 


Difficult  to 
service  product 

Language  barriers 

_U.S.  market  absorbs 
"entire  output 

Product  geared  to 
"U.S.  market 

Unable  to  find 
"proper  foreign 
reps /distributors 


7.   Is  your  company  interested  in  receiving  further  information 
concerning: 


__Export  licensing  regulations 

_Licensing/ joint  venture 
opportunities 

_Foreign  trade  leads 

__Visiting  foreign  trade 
delegations 

^Foreign  agent /distributor  searches 


_Export  conferences 

Trade  missions 

abroad 

_Foreign  trade  shows 

_Video /catalog 
shows  abroad 


8.  Do  you  have  any  immediate  problems/needs  with  which  we  might 
assist  you? 


Thank  you  for  completing  this  questionnaire. 

Please  return  to:   Mr.  Myron  J.  Ricci,  Director,  Committee  on 
International  Trade  &  Investment,  Room  185,  The  State  House, 
Boston,  MA  02133. 
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Raytheon  Company 
Executive  Offices 
141  Spring  Street 
Lexington  MA  02173 


517  362  6600 
Telex  92  3455 
Cable  Raytneonex 


Raytheon 


August  21 ,  1987 


Mr.  Myron  J.  Ricci 

Director 

Committee  -  International  Trade 

State  House 

Room  185 

Boston,  MA    02133 

Dear  Mr.  Ricci: 

Raytheon  would  like  to  thank  your  committee  for  extending  an 
interest  in  promoting  our  foreign  trade. 

I  am  enclosing  the  answered  questionnaire.   Hopefully,  our 
answers  will  be  of  assistance  to  you.   If  I  can  be  of  any  further 
asistance,  please  do  not  hesitate  to  call  me  at  860-2648. 

I  remain 

Sincerely  yours, 


yyj~^ 


Dennis  G.  Austin,  Manager 
Community  and  Legislative  Relations 
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Sea  Data,  Inc. 


A  Pacer  Systems  Company 

One  Bridge  Street  •  Newton.  MA  02158  USA 

617-244-8191  .  Tlx:951107  .  Fax:617-244-3624 


July   15,    1987 


Mr.    M.J.    Ricci 

Director 

Committee   on    International    Trade    &    Investment 

Room   185    State   House 

Boston,    Massachusetts      02133 

Mr.    Ricci: 

As  the  new  President  of  Sea  Data,  Inc.,  I  am  pleased  to  provide  the 
information  you  requested  and  would  be  happy  to  support  your  efforts  in 
any  way  possible. 

Please  don't  hesitate  Co  contact  me. 


Sincerely  yours, 


F.B.  MacPherson  III 

President 

Sea  Data,  Inc 


FBMidma 
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■ICC 


-<   92  2-iC 


AMR 


'60  MIDDLESEX  TURNPIKE*  BEDFORD   MASSACHUSETTS  01  730 


scanning  ElECTBON  MiCf>OSCOP€S 
«  0*y  instrumentation 
^ESEaoCm  and  Qualitv  CONtpol 

NSTCUVENTATlON 


July  15,  1987 


Mr.  Myron  J.  Ricci 

Director 

Massachusetts  Committee  on 

International  Tade  and  Investment 

Room  185 

State  House 

Boston,  MA  02133 

Dear  Mr.  Ricci: 

Enclosed  please  find  a  completed  copy  of  your 
Export  Marketing  Questionnaire  sent  with  your  letter 
dated  July  2,  1987. 

We  would  like  to  thank  you  for  including  us  in 
your  survey  and  look  forward  to  hearing  from  you  about 
the  results  of  your  marketing  efforts.  Please  feel  free 
to  contact  us  if  additional  information  is  required. 

Sincerely, 

Inc. 


lerald  T.  Cameron,  Sr. 
President 


GTC/mp 
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GTE  Laboratories  Incorporated 

40  Sylvan  Road 
Waltham,  MA  02254 
617  466-4202 


July  24,  1987 


Mr.  Myron  J.  Ricci 

Director,  Committee  on  International  Trade  and  Investment 

Room  185,  The  State  House 

Boston,  MA  02133 

Dear  Mr.  Ricct: 

I  am  responding  to  the  International  Trade  and  Investment  Committee's  questionnaire 
which  you  had  sent  to  us.  As  a  corporate  research  center  we  do  not  produce  products  or 
services  that  are  directly  sold  to  an  end  user.  Rather  we  do  front  end  research  and 
development  and  therefore  many  of  the  questions  in  the  committee's  survey  do  not  apply  to 
GTE  Laboratories.  I  have  tried  to  answer  them  as  meaningfully  as  possible. 

We  are,  however,  interested  in  foreign  licensing  opportunities  and  would  welcome  any 
support  and  cooperation  that  the  International  Trade  and  Investment  Committee  can  supply. 
If  we  can  be  of  any  further  assistance  to  the  committee's  work  please  do  not  hesitate  to 
contact  me. 

Sincerely, 

Robert  J.  Seymour   / 
Manager,  Business  Development 

enclosure: 

cc:  D.  Decker 
J.  Redmond 
F.  St  rouse 
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ATTACHMENT  III 

MATRIX  SOFTWARE  TECHNOLOGY  CORPORATION 


One  Massachusetts  Technology  Center 
Harborside  Drive 
Boston.  MA  02128 
(617)  567-0037 


The  Commonwealth  of  Massachusetts 

Myron  J.  Ricci,  Staff  Director 

Committee  on  International  Trade 

and  Investment 

Room  185,  State  House 

Boston  MA  02133 


December  3,  1987 


Dear  Mr.  Ricci: 

I  would  like  to  take  this  opportunity  to  extend  my  appreciation 

for  the  manner  in  which  you  have  extended  the  services  of  your  office 

to  Matrix. 

As  you  are  aware,  we  have  accelerated  our  activities  and  have  gainned 
considerable  market  penetration  internationally.  During  the  various  phases 
of  our  international  activities  we  were  constantly  confronted  with  issues 
and  problems  that  could  have  proved  counter-productive  to  our  objectives. 
It  was  most  gratifying  to  know  that  whenever  we  were  facing  difficulties 
we  were  able  to  contact  your  office  for  assistance  and  advice. 

You  are  providing  and  invaluable  service  to  the  Massachusetts  business 
community.  I  strongly  encourage  any  firm  contemplating  international 
activities  to  contact  you. 

The  Corrnni  tee  on  International  Trade  and  Investment  is  of  a  nature  which 
The  Commonwealth  of  Massachusetts  and  the  Massachusetts  business  community 
can  be  most  proud. 


7p-~- 


Rarlph  F.  Annese 

V.P.  International  Operations 


■a  nidnix 
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IrDataGeneral 

■MOO  Coroan  Onv«.  Mvaboro.  MA  0 1  530 

T^pharat6l7)  366-4911 


June  25,  1986 


Mr.  Myron  Ricci 

Committee  on  International  Trade 

Room  1 8  5 

State  House 

Boston,  MA  02133 


Dear  Mr.  Ricci; 


We  would  be  pleased  to  continue  to  receive  leads  on  potential 
Distributors  of  our  products  Woldwide.   Whilist  we  have  an 
established  network  of  Distributors  we  are  interested,  from 
time  to  time,  _n  finding  new  Distributors,  and  the  service 
you  provide  is  invaluable. 


Sincerely, 


I  Aa 


Michael  Acheson 

Director 

International  Marketing 


/cb 
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ANALOG 
DEVICES 


;NTERNATlONAL  OPERATIONS 


24  June  1986 

Mr.  Myron  J.  Ricci 

Committee  on  International  Trade 

I  Investment 
Room  135 
State  House 
8oston,  MA  02133 

Dear  Mr.  Ricci : 

Eric  Jansen  forwarded  your  May  29th  letter  and  copied  me  in  his  response  to 
you  dated  9  June. 

In  addition  to  Eric,  I  *ould  also  like  to  thank  you  for  thinking  of  us  and 
especially  the  high  teen  group  in  Massachusetts.  We'll  use  the  information 
you  supplied  to  us  and  let  you  <now  of  any  positive  results*. 

Best  regards, 


ANALOG  DEVICES^  INC. 


( 


/ 


Melvin  A.  Berger  . 
Export  Sales  Manager 


MAB: aw/6833 
Eric  Jansen 
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Analog  Devices  Inc. 


Route  1  Industrial  Park.  P  0    3ox  280.  Norwood.  Ma.   02062.  USA 
Tel:  (617)  329-4700.  Telex    924491,  Cable:  Analog 


IL 


iff  a 


27  June  1986 


Ms.  Melissa  Constable 

The  Commonwealth  of  Massachusetts 

Coranittee  on  International  Trade  and  Investment 

Roan  185 

State  House 

Boston,  MA  02133 

Dear  Ms.  Constable: 

During  discussions  over  the  phone  last  week  I  mentioned  to  you  that  we 
had  received  surprisingly  strong  interest  from  a  number  of  the  trade 
leads  that  you  had  provided  to  us  in  a  previous  correspondence.  A 
number  of  mail  inquiries  have  been  received  and  in  one  instance  we  have 
been  visited  by  one  of  the  named  organizations. 

Since  we  have  found  this  initial  round  to  be  productive  we  would 
appreciate  any  additional  contacts  that  you  might  provide. 

I  have  taken  the  liberty  to  provide  some  additional  material  on  OPTRA. 
Perhaps  it  will  aid  you  in  more  closely  describing  our  capabilities  and 
products. 

Very  truly  yours , 


James  R.  Eftgel 
President 


Enclosures:  About  OPTRA 

OPrPALTTE?"  Brochure 
OPTBAMETERf"  Brochure 
Teradyne  News  Release 


75 

West  Peabody  Office  Park         33  Pine  Street        Peadody.  MA  01960         617)535-7670       Telex  9103805252 


Artel  Communications  Corooraticn 
PO   3ox  100.  Mist  Side  Station 
/vorcester.  MA  Q1602  USA 
617)  752-5690 


June  23,  1986 


Mr.  Myron  Ricci 
Statehouse 
Room  185 
Boston,  MA  0  213  3 


Dear  Mr.  Ricci: 


As  I  mentioned  to  you  and  your  staff,  Artel  is  most  appreciative 
of  the  information  you  provide  for  us  concerning  international 
trade  opportunities. 

Artel  has  reached  a  stage  in  its  growth  where  we  are  £  :arting  to 
explore  international  relationships  therefore  we  would  like  to 
continue  to  receive  leads  from  your  organization. 


Sincerely, 

ARTEL  COMMUNICATIONS 


CORPORATION 


5) 


David  B. 
Director 


=6  s^r- 


Monk 

of  Distribution 


DBM:crb 
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Bowmar 


BOWMAR  INSTRUMENT  CORPORATION 


June  23,  1986 


Mr.  M.  Ricci 
Room  185 
State  House 
Boston,  MA  02133 

Dear  Mr.  Ricci: 

This  is  co  lee  you  know  chat  one  of  the  three  references  you 
passed  on  to  us  in  May  has,  in  fact,  contacted  us  for  further 
information  regarding  potential  sales  of  Bowmar  Instrument 
Corporation  equipment  in  Norway.   The  purpose  of  this  letter  is 
to  let  you  know  chat  we  would  appreciate  any  other  leads  which 
you  might  generate  on  our  behalf. 

Sincerely  yours, 

BOWMAR  INSTRUMENT  CORPORATION 


Charles  S.  Krakauer 
President 


CSK/tnt 
8186 
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531  MAIN  STREET  •  P  O    30X  i0  •  ACTCN    MASSACHUSETTS  01720  •  TELEPHCME   i617)  263-8365  •  TWX   (710)  347-1441 


Collaborative  Researcn,  inc. 

:29  Sonnq  Sireei  Le»mgton   MA  02i  "3 
TWX   7I0-326-760I 

61  T\  361-97Q0 


rxe  19,    1986 


-.  Myron  J.  Ricci,  Director 

e  Commonwealth  of  Massachusetts 

inmit tee  on  International  Trade 

md  Investment 

iom  185 

ate  House 

ston,  MA  02133 

ar  Mr.  Ricci: 

ank  you  very  much  for  referring  Hans  Rahn  &  Company,  Zurich,  to  us.  We  have 
itiated  contact  with  Mr.  Hoffenberg,  and  hope  this  will  lead  to  a  possible 
llaboration.   I  have  enclosed  a  copy  of  our  correspondence. 

appreciate  your  assistance  on  this  matter  and  would  welcome  any  other  referrals 
om  your  office  in  the  future. 

urs  truly, 

Ian' J.  Kelley 
les  Manager 


K:veb 

:  Dr.  Ron  DiPaolo 

Dr.  Orrie  M.  Friedman 

Ms.  Carolyn  Foley 
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International  Inc. 


fiberoptic  communications 


v  '•  tt 


24  June   1986 


Mr.  Myron   Ricci,    Director 

Massachusetts  Commission  for   International  Trade 

Room   18S 

The  State  House 

Boston,   MA   02132 

Dear  Mr.    Ricci: 

Previously   Fibronics  has  received  names  of  potentially   interested   foreign 
distributors  for  our  products. 

These  names   were  of  assistance  to  us  in   formulating  our  foreign   sales 
distribution  network. 

I   would  greatly  appreciate  it   if  you  would  continue  to  provide  information 
of  this  type  to  our  company. 

Very  truly  yours, 


\ 


""> 


Dr.   J.  Mcrris  Weinberg 
Chairman 


JMW:jps 
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325  Stevens  Street  •  Hyanms,  Massachusetts  02601  •  USA  •  Tei.  (617)  778-0700  •  Telex  951297 


SOUTE  ONE.  SOWIEY.  MASS.  019«9 
Ttl.  i6171  948-2501.  943-2811 


TRANSENE  COMPANY,  INC. 


May  21,  1986 

The  Commonwealth  of  Massachusetts 
Committee  on  International  Trade  & 

Investment 
Room  185 
State  House 
Boston,  MA  02133 
ATTN:  MYRON  J.  RICCI 

Dear  Mr.  Ricci: 

I  would  like  to  thank  you  at  this  time  for  your  sales  lead  to  DAE  BO 
INTERNATIONAL,  INC.  Seoul,  Korea.   We  have  sent  them  a  catalog   as 
suggested  in  your  letter  on  this  same  day.   We  will  keep  your  committee 
apprised  of  all  sales  leads  you  send  TRANSENE  COMPANY,  INC. 

Thank  you  once  again. 


Sincerely, 

Diane  M.   Mondalto 
International  Sales  Manager 
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*>  Research  Company,  Inc. 


CRYOGENICS 

MITALOCWAM    •    TRANSFER  EQUIPMENT 
RELATED  SCIENTIFIC  AWARATUS 


2  JEWEL  DRIVE 

P  O.  BOX  S9« 

WILMINGTON.  MA  0I«I7-0S9« 

TELEPHONE  («17|  637-8750 

TELEX  200079  CRYO 


June  26,  1986 


Ms.  Melissa  Constable 

Mass.  Committee  on  International  Trade 

Room  185 

The  State  House 

Boston,  MA  02133 

Dear  Melissa, 

It  was  a  pleasure  speaking  with  you  today.  In  accordance  with  our  conversation, 
I  am  pleased  to  enclose  a  copy  of  our  response  to  the  Swedish  lead  you  sent  us 
early  this  month. 

By  this  letter,  I  would  also  ask  that  you  continue  to  send  us  these  leads  as 
you  receive  them.  We  will  promptly  respond  to  any  and  all  inquiries. 

Thank  you  for  your  efforts  and  your  interest  in  Janis  Research  Company. 

Very  truV 


WRS:mp 

enc:  As  Stated 


444Jiara  R.  Shields 
resi'dent 


f 
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f 

XE  NON  Specialists  ifi  ine  Generation  of  Light 

A 


June  25,  1986 


Mr.  Myron  Ricci 

Committee  on  International  Trade 

Room  185 

THE  STATE  HOUSE 

Boston,  MA  02133 

Dear  Mr.  Ricci: 

Thank  you  for  forwarding  the  inte'—.ational  inquiries 
to  Xenon. 

We  have  acted  upon  chese  leads  and  would  appreciate 
receiving  more.  *  * 

Very  truly  yours, 

XENON  CORPORATION-? 


Louis  R.  Panico 
President 


LRP/sas 


32 

XENON  CORPORATION 

20  commerce  way  •  woburn.  massachusetts  01801  •  (617)938-3594 


laser  science.  / 


DC.  SO  2'TScec:  SyeerCar-orvgs.  Vassacnusens  02'39/~=,aOnone    51''  368-i350/ITT-Tix  443-0136 


July  18,  1986 


Mr.  Myron  Ricci 

Massachusetts  Committee  on  International  Trade 

Room  135 

State  House 

Boston,  MA  02133 

Dear  Mr.  Ricci: 

Thank  you  for  the  international  leads  you  have  sent  us.  We  have  already 
received  a  response  from  some  of  these  contacts.  We  would  appreciate  any  additional 
leads  which  you  could  send. 

Sincerely, 


3NT:bjg 


Bruce  N.  Thomson 
Director  of  Marketing 


i 
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JsUPERlOPfc 


June  26,  1986 


The  Commonwealth  of  Massachusetts 
Committee  on  International  Trade 
The  Statehouse,  Room  135 
Boston,  MA  02133 


Attn:  Ms.  Mellisa  Constable 


Dear  Ms.  Constable: 

I  wish  to  acknowledge  receipt  of  several  requests  for  product 
information  forwarded  by  your  committee  to  our  firm  and  express 
our  gratitude  for  them. 

It  is  certainly  reassuring  to  witness  state  involvement  in  pro- 
moting Massachusetts  firms  internationally.   I'm  sure  your 
efforts  will  yield  positive  results  for  the  state  economy.  Please 
feel  free  to  forward  any  future  requests  for  product  information 
directly  to  our  Customer  Service  Department  at  the  address  below. 


Sincerely, 


tor 


Kevin^  R.    Motjfan 
Export    Manager 


KRM:sp 
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SUPERIOR  Linear-Weld  Electronic  Equipment  Corp. 

Popes  isiand.  Rte  5  New  Beafora.  Massachusetts  :2740-~252 

'ei     61"!  999-3238   'TELEX  951550 

Member  ot 're  5iee  Grouo  o' Ccmoanies   London    England 


ATTACHMENT  IV 


DOCUMENTS 

on  the  Reorganization 

of  the  USSR  Foreign  Economic  Ties 


85 


Suooiement  to  Foreign  Trade.  No  5   1 987 


USSR  Ministry  of  USSR  Central  Board  of 

Pinance  Statistics 


February  27,  1987 

Accounting  and  Book-keeping  at  Joint  Ventures,  International 
Amalgamations  and  Organisations  Established  in  the  USSR 

Territory 

Decrees  of  the  USSR  Council  of  Ministers  of  January  13, 
1987  No.  48  "On  the  Establishment  in  the  USSR  Territory  and  Ope- 
ration .of  Joint  Ventures,  International  Amalgamations  and  Orga- 
nisations of  the  USSR  and  other  CMEA  Member  Countries"  and  of 
January  13,  1987  No.  49  "On  the  Establishment  in  the  USSR  Territory 
and  Operation  of  Joint  Ventures  with  the  Participation  of  Soviet 
Organisations  and  Pirms  from  Capitalist  and  Developing  Countries" 
stipulate  that  joint  ventures,  international  amalgamations  and 
organisations  undertake  operational  accounting  and  book-keeping 
in  pursuance  with  the  procedure  in  force  in  the  USSR  for  Soviet 
state-owned  enterprises.  Forms  of  such  accounting  and  book-keepint- 
shall  be  approved  by  the  USSR  Ministry  of  Finance  together  with 
the  USSR  Central  Board  of  Statistics. 

The  foregoing  Decrees  specify  that  joint  ventures,  internati- 
onal amalgamations  and  organisations  are  liable  under  the  USSR 
legislation  for-  accurate  and  authentic  accounting  and  book-keeping. 

In  conformity  with  the  abovementioned  the  USSR  Ministry 
of  Finance  and  the  USSR  Central  Board  of  Statistics  inform  on 
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the  following: 

1.  When  organising  primary  cost  and  financial  accounting 

joint  ventures ,  international  amalgamations  and  organisations 

.  must  use  model  forms  of  primary  documents,  approved  in  accordance 
.        •  •• 

with  the  established  in  the  USSR  procedure  for  relevant  Soviet 
state-owned  enterprises. 

2.  Accounting  is  carried  out  at  joint  ventures,  international 
amalgamations  and  organisations  according  to  forms  and  methods 
in  force  in  the  USSR  for  Soviet  state-owned  enterprises. 

3.  Accounting  and  book-keeping  at  joint  ventures,  internati- 
onal amalgamations  and  organisations  are  carried  out  by  accoun- 
tants       directed  by  the  accountant  general, 
whose  activities  are  governed,  by  the  Statute  '  on  Accountants 
General  approved  by  the  Decree  of  the  USSR  Council  of  Ministers 
No.  59  of  January  24,  1980. 

4.  Joint  ventures,  international  amalgamations  and  organisa- 

« 

tibns  when  recording  economic  operations  in  book-keeping  accounts 
should  do  it  in  conformity  with  the  Plan  of  book-keeping  accounts 
of  production  and  economic  activities  of  amalgamations,  enterprises 
and  organisations  and  its  implementary  regulations  approved  by 
the  Directive  of  the  USSR  Ministry  of  -Finance  No.  4  0  of  March 
28,  1985   upon  agreement  with  the  USSR  Central  Board  of  Statistics., 

The  following  specifics  of  activities  of  joint  ventures, 
international  amalgamations  and  organisations  should  be  taken 
into  account  when  applying  the  abovementioned  Plan  of  accounts: 

income  derived  from  selling  products,  labour 

and  services  shall  be  recorded  in   account  46  "Sale"; 

payments  of  profits  tax  and  salary  tax  shall  be  recorded 
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in  account  68  "Payments  to  the  budget"; 

payments  in  connection  with  the  compulsory  insurance  of 
joint  ventures*  property  effected  to  the  USSR  insurance  offices 
shell  be  recorded  in  account  69  "Insurance  payments"; 

contributions  of  partners  in  joint  ventures,  international 
amalgamations  and  organisations  shall  be  recorded. in  account 
85  "Authorised  fund".  These  contributions  should  be  recorded 
in  the  analytic  account  in  respect  of  every  partner  in  roubles 
and  in  foreign  currency; 

assets  of  the  reserve  and  other  funds  necessary  for  the 
operation  of  a  joint  venture  and  elevation  of  social  level  of 
its  personnel  shall  be  recorded  in  account  88  "Special -purpose' 
funds".  Movement  of  assets  in  regard  to  each  separate  fund  shall 
be  recorded  in  similar  subaccounts; 

movement  of  monetary  assets  (including  payments)  in  foreign 
currency  shall  be  recorded  in  the  framework  of  cost  accounting. 

5.  Accounting  of  export  and  import  operations  shall  be  carried 
out  in  accordance  with  the  procedure  established  for  foreign 
trade  associations   ministries  and  agencies. 

6.  Book-keeping  and  statistic  reports  must  be    filed 

by  joint  ventures,  international  amalgamations  and  orginisatiohs 
in  accordance  with  the  procedure  established  in  the  USSR  for 
relevant  Soviet  state-owned  enterprises. 
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May  4,  1987  No  124 

REGULATIONS 
,  .  on  Taxation  of  Joint  Ventures 

1.  General  Provisions 

1.  These  Regulations  define   the  procedure  of  settling  with 
budget  of  joint  ventures  as  well  as  with  foreign  part  - 
ners  in    joint  ventures  set  up  in  the  USSR  territory  in  compli- 
ance with  the  Enactment  of  the  USSR  Supreme  Soviet  Presidium 

of  January  13,  1987  "On  Questions  Concerning  the  Establishment 
in  the  USSR  Territory  and  Operation  of  Joint  Ventures,  Interna- 
tional Amalgamations  and  Organisations  with  the  Participation 
of  Soviet  and  Foreign  Organisations,  Firms  and  Management  Bodies", 
as  well  as  with  the  Decrees  of  the  USSR  Council  of  Ministers 
No. 48  of  January -13,  1987  "On  the  Establishment  in  the  USSR  Ter- 
ritory and  Operation  of  Joint  Ventures,  International  Amalgamation 
and  Organisations  of  the  USSR  and  other  CMEA  Member  Countries", 
and  No.  49  "On  the  Establishment  in  the  USSR  Territory  and  Opera- 
tion  of  Joint  Ventures  with  the  Participation  of  Soviet  Organisa- 
tions and  Firms  from  Capitalist  and  Developing  Countries". 

2.  These  Regulations  cover  .  the  procedure  of  taxation  of  pro- 
fits drawn  by  joint  ventures  set  up  in  the  USSR  territory  and 
situated  in  the  USSR  branches  of  joint  ventures  set  up  with  the 
participation  of  Soviet  organisations  and  management  bodies  in 
other  countries  from  their  activities  both  in  the  USSR  territory, 
on  its  continental  shelf,  in  the  USSR  economic  zone,  as  well 

as  in  the  territory  of  other  countries.  The' Regulations  are  also 
extended  to  the  taxation  of  profits  of  branches  of  joint  ventures 
situated  in  the  USSR  and  being  legal  entities. 

3.  Profits  tax  is  paid  by  joint  ventures  operating  on  a  pro- 
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2. 

fit-and-loss  basis  and  maintaining  independent  balance  and  account 
current  with  a  bank. 

4.  A  joint  venture  shall  pay  taxes  amounting  to  30  per  cent 
of  liable  to  a  tax  profits  according  to  the  procedure  stipulated 

in  Para.  6  of  this  Regulation. 

5.  Calculations  of  sums  to  be  paid  to  the  budget  as  taxes 
on  profits  and  payment  thereof  shall  be  effected  by  a  joint  ven- 
ture. A  joint  venture  is  liable  for  accurate  calculation,  timely 
payment  of  taxes  to  the  budget  and  timely  provision  to  finance 
bodies  of  prescribed  reports. 

II.  Calculation  and  Payment  to  the  Budget  of  Taxes  on  Profits 

6.  Liable  to  a  tax  profits  of  a  ioint  venture  shall  be  calculated 
as  a  difference  between  the  balance  profit    and  deductions  to 
the  reseve  and  other  funds  of  a  joint  venture  intended  for  the 
development  of  production,  science  and  technology*. 

The  amount  of  annual  deductions  tc  che  reserve  fund  shall 
be  defined  in  the  foundation  documents.  Deductions  to  the  reserve 
fund  shall  be  cut  when  it  totals  25  per  cent  of  the  authorised 
fund  of  a  joint  venture. 

The  list  of  other  funds  intended  for  the  development  of 
production,  science  and  technology,  as  well  as  the  procedure 
of  raising  and  spending  them  shall  be  stipulated  in  the  founda- 
tion documents  of  a  joint  venture. 

7.  The  amounts  of  advance  tax  payment  for  a  current  year 
shall  be  determined  by  a  joint  venture  on  the  basis  of  its  fiscal 
plan  for  the  current  year. 

The  ajnount  of  profits  under  the  plan  for  the  current  year 
and  amounts  of  advanced  payments  in  accord  to  dates  of  payment 
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are  notified  by  a  joint  venture  to  a  local  finance  body  not  late: 
than  January  15  of  the  current  year. 

Profits  tax  under  the  plan  for  the  current  year  shall  be 
transferred  to  the  USSR  State  budget  by  equal  instalments  in 
the  amount  of  25%  to  the  annual  amount  of  payment  not  later  than 
15  days  prior  to  the  expiry  of  each  quarter,  that  is  before  March 
15,  June  15,  September  15  and  December  15. 

8.  The  calculation  of  profits  tax  actually  drawn  for  an 
expired  calender  year  shall  be  effected  by  a  joint  venture  not 
later  than  March  15  of  the  year  following  the  year  of  account, 

on  the  basis  of  accounting  report  (balance)  for  the  expired  year. 
The  amount  of  additional  payment  according  to  the  recalculation 
is  transferred  to  the  USSR  budget  prior  to  April  1  following  • 
the  year  of  account. 

Where  as  a  result  of  auditing  of  a  joint  venture  by  a  finance 
body  or  auditing  firm  the  latter  recalculate  profits  tax,  the 
amount  of  profits  tax  charged  by  the  finance  body  shall  be  paid 
to  the  budget  within  5  days  since  the  date  of  receipt  of  the 
notification  from  the  finance  body. 

An  overpayment  of  the  tax  can  either  be  added  to  the  current 
year  tax  payments,  or  returned  within  5  days  to  the  payer  at 
the  latter* s  request. 

9.  A  joint  venture  shall  be  obliged  prior  to  March  15  fol- 

to 
lowing  the  year  of  account  submit  to  its  local  finace  body  the 

annual  accounting  report  (balance),  calculation  of  taxes  accor- 
ding to  the  form  attached  thereto  as  Annex  1,  as  well  as  other 
materials  at  the  request  of  finance  body -necessary  to  calculate 
profits  tax. 
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10.  Profits  tax  of  joint  ventures  shall  be  paid  in  roubles; 
the  amount  of  tax  is  to  be  allocated  to  the  USSR  budget 

Section  12,  Para.  25  entitled  -Other  revenues"  of  the  classi- 
fication of  revenues  and  expenses. 

When  a  profits  tax  is  transferred  to  the  budget  the  following 
record      should  be  made  in  the1  column  "Type  of  payment"  on 
the  face  page  of  payment  order:  "Tax  on  profits  of  joint  venture". 

11.  if  the  payment  of  profits  tax  to  the  budget  is  overdue 
a  joint  venture  shall  pay  a  fine  amounting  to  0.05  per  cent  to 
the  overdue  sum  every  day  following  the  assigned  date  of  payment 
till  the  date  of  actual  payment  of  the  tax. 

Overdue  sums  of  the  tax  shall  be  exacted  in  accordance  with 
the  procedure  specified  for  -foreign  legal  entities  by  the  Rules 
for  Exacting  Overdue  Taxes  and  Non-tax  Payments  of  January  26, 
1981,  endorsed  by  the  Decree  of  the  Presidium  of  the  USSR  Supreme 
Soviet  (see:  BeflouocTH  BepxoBHoro  CoBeTa  CCCP,  1981  r. ,  JP  4, 
ct.  122). 

III.  Taxation  of  the  Part  of  Profits  of  Poreign  Partners  in 
a  Joint  Venture  when  Transferred  Abroad 

12.  If  transferred  abroad,  the  part  of  the  profit  due  to 

a  foreign  partner  in  a  joint  venture  shall  be  liable  to  a  tax  in  the  amount 
of  20  per  cent  of  that  part  unless  a  different   arrangement  is 
stipulated  by  an  agreement  between  the  USSR  and  the  partner's 
country. 

13.  A  joint  venture  files  with  the  USSR  Bank  for  Foreign 
Trade  an  application  for  the  transfer  of  the  part  of  profits 
abroad  simultaneously  with  the  payment  order  for  the  carrying 
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5. 

to  the  USSR  budget  of  the  tax  in  the  currency  of  transfer. 

The  tax  on  the  part  of  profits  of  a  foreign  participant 
in  a  joint  venture  to  be  transferred  abroad  is* to  be  allocated 
the  USSR  budget  Section  12,  Para.  25  entitled 

"Other  revenues"  of  the  classification  of  revenues  and  expenses. 

When  the  tax  on  the  part  of  'profits  to  be  transferred  abroad 
is  carried  to  the  budget,  the  following  record      should  be 

made  in  the  column  "  lype  of  payment"  on  the  face  page  of  payment 

foreign 
order:  "Tax  on  profits  of  partner  in  the  joint  venture". 

14.  A  foreign  partner  in  a  joint  venture  enjoying  under 
international  agreements  of  the  USSR  the  right  to  have  taxes 
mentioned  in  Para.  12  of  these  Regulations  cut  down,  must  file 
with  the  Administration  for  State  Revenues  of  the  USSR  Ministry 
of  Finance  an  application  for  the  return  of  the  amount  of  tax, 

or  a  part  of  it  according  to  the  form  attached  as  Annex  2  to  chese 
Regulations.  Such  an  application  should  be  accompanied  with  a 
copy  "of  the  document  testifying  the  payment  of  taxes  when  profits 
due  to  a  foreign  partner  in  a  joint  venture  were  transferred 
abroad. 

An  application  should  be  filed  prior  to  the  expiry  of  one 
year  since  the  tax  was  exacted.  Applications  filed  upon  the  expiry 
of  this  period  shall  not  be  considered. 

The  USSR  Ministry  of  Finance  shall  on  the  basis  of  filed 
documents  adopt  a  decision  on  the  return  of  the  tax  or  its  part 
to  "a  foreign  partner  in  a  joint  venture  according  to  the  estab- 
lished procedure. 

IV-  Exemptions   in  regard  to  the  Taxation  of  Joint  Ventures 

15.  A  joint  venture  shall  be  exempt  from  a  profits  tax  during 
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the  initial  two  years  of  operation. 

16.  The  USSR  Ministry  of  Finance  is  authorised  to  cut  down 
the  amount  of  tax  payments,  or  completely  exrmpt  individual  joint 

.ventures  from  taxes.  To  enjoy  such  exemption  a  joint  venture 
shall  submit  to  its  local  finance  body  together  with  the  documents 
enumerated  in  Para.  9  of  these  Regulations  an  application  for  the 
extension  of  tax  exemption  substantiating  the  necessity  to  have 
such  exemption.. 

A  finance  body  upon  the  receipt  of  this  application  shall 
check  up  as  to  whether  it  is  well-grounded  and  send  the  submitted 
materials  as  well  as  its  resolution  to  the  USSR  Ministry  of  Fi- 
nance. 

A  decision  on  this  issue  is  made  by  the  USSR  Ministry  of 
Finance  within  one  month  since  the  receipt  of  all  documents  men- 
tioned thereabove. 

V.  Auditing  by  Finance  Bodies  of  Accurate  Calculation  and  Timely 
Payment  to  the  Budget  of  Profits  Tax  by  a  Joint  Venture  and 
of  Tax  on  the  Part  of  Profits  of  a  Foreign  Partner 
in  a  Joint  Venture  when  Transferred  Abroad 

17.  Local  finance  bodies  are  obliged: 

to  audit  accurate  calculation  and  timely  and  full  payment 
to  the  budget  of  profits  taxes  as  well  as  timely  reporting  on 
the  part  of  taxpayers  in  the  prescribed  manner; 

to  audit  accurate  and  timely  payment  to  the  budget  of  taxes 
on  the  part  of  profits  of  a  foreign  partner  in  a  joint  venture 
when  they  are  transferred  abroad; 

to  instruct  employees  of  enterprises  subjected  to  auditing 
and  paying  to  the  budget  profits  taxes  on  issues  pertaining  to 
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payments  of  joint  ventures  to  the  budget. 

On  the  basis  of  information  received  from  a  joint  venture 
on  the  amount  of  profits  under  the  .plan  for  the  current  year 
and  amounts  of  advanced  payments  of  taxe-  in  conformity  with 
dates  of  payment  a  finance  body  shall  open  a  personal  account 
where  all  advance  amounts  of  taxes  are  set  down  and  carried  to, 
as  well  as  all  the  results  of  recalculations  are  fixed. 

Finance  bodies  have  the  right  to  require  additional  materials 
from  taxpayersjwhen  auditing  payments  of  profits  tax. 

18.  On  the  receipt  from  a  joint  venture  of  an  annual  accoun- 
ting report  (balance)  and  tax  calculation  a  finance  body  must 

and 
audit  the  accuracy  of  calculated   paid  sum  of  profits  tax  and 

where  there  are  mistakes  in  the  tax  calculation  -  notify  the 

joint  venture  on  the  results  of  auditing  within  15  days  since 

the  receipt  of  above  materials. 

Additional  tax  payments,  counting    of  overpaid  taxes  towards 

the  current  year  payments  or  returning  them  are  effected  according 

to  Para.  8  of  these  Regulations. 

VI.  Appealing  against  Actions  of  Finance  Bodies 

19.  A  joint  venture  has  the  right  to  appeal  against  actions 
of  finance  bodies  in  connection  with  charging  of  taxes.  An  appeal 
is  lodged  with  the  finance  body  auditing  the  tax  calculation 
within  one  month  since  the  date  of  notification  of  the  finance 
body  received  b>  a  joint  venture  on  the  results  of  auditing. 
Where  a  joint  venture  fails  to  notify  within  the  prescribed  period 
on  its  disagreement  with  the  auditing  results,  the  amount  of 
taxes  shall  be  considered  as  final  and  actions  of  finance  bodies 
cannot  be  claimed. 
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A   finance  body  must  pass  a  judgement  on  the  appeal  of  a 
joint  venture  within  one  month  since  the  date  of  application. 

A  joint  venture  is  entitled  to  appeal  against  the  judgement 
of  a  finance  body  to  the  USSR  Ministry  of  Finance  within  one 
month. 

Lodging  of  an  appeal  does  not  mean  that  the  appellant  may 
stop  paying  the  tax. 
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Annex  1 

to  the  Regulations  of  the  USSR  Ministry 

of  Finance 

No.  124  of  May  4,  1987 


The  stamp  of  a  join^ 
venture 


Calculation  of  Profits  Tax 
for  19... 


Items 

Plan 

Reported 

by  the  payer 

by  the  finance 
body 

1.  Balance  profits 

2.  Deductions  to: 

-  reserve  fund 

-  funds  intended  for  the 

development  of  produc- 

tion, science  and  tech- 

nology 

1» 

3.  Taxed  profits 

• 

4.  Tax  rate 

• 

5.  Amount  of  payments  charged 

as  taxes  for  the  period 

under  review 

• 

6.  Additional  payments 

7 .  Overpayment 

• 

i 

The  date  prescribed  for  the  annual  balance  

Director  General  of  Director  of  Finance   Body 

Joint  Venture        (signature)  (signature) 

Chief  Accountant      (signature) 

The  seal  97 
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Annex  2 


to  the  Reflations  of  the  USSR  Ministry 

of  Finance 


APLICATION 


for  the  Return  of  Tax  Cnarged  from  the  Part  of  Profits 
of  the  Poreign  Partner  in  the  Joint  Venture  when  Transferred 

Abroad 

1 .  Applicant  '  s  full  name: 

2 .  Applicant  '  s  country  of  permanent  residence  and  address: 

In  pursuance  of  the  Agreement  between  the  USSR  and 
(the  full  name  of  the  country  and  the  full  title  of  the  agreement 

of  ,  19  $    I  request  you  kindly  to  return  the  amount 

of  tax  charged  when  a  part  of  profits  of  the  Joint  Venture  was 
transferred  from  the  USSR: 


Name  and  address  of 
joint  venture 

Profits 
transferred 
on  (the  date) 

Amount 
transferred 
.(before  tax) 

Amount 
of  tax 

Amount  to 
be  returned 

1 

2 

3 

4 

5 

By  this  I  confirm  the  authenticity  of  above  data.  Please, 

transfer  the  returning  amount  to  the  account  No with 

(the  name  of  the  Bank). 


Date  and  place  .of 
the  aplication 


Signature 
Seal 


The  competent  body  (the  name  of  the  country)  confirms: 
1)  the  applicant  indeed  is  a  permanent  resident  of  (the 
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name  of  the  country)  in  the  meaning  of  the  Agreement  between 

the  USSR  and  ( tne  name  of  the  country  and  the  full  title  of  the 

agreement)  of  ,  19   . 

2)  profits  of  the  applicant  received  thereby  from  the  USSR 

are  liable  to  a  tax  in  (the  name  of  the  country). 

Date  and  place  Signature 

of  filling  in  Seal 

Note: 

1.  This  application  is  done  in  triplicate:  one  copy  is  sent 
to  the  Administration  of  State  Revunues  of  the  USSR  Ministry 
of  Finance,  the  second  -  to  a  competent  boby  in  the  applicant's 
country,  the  third  is  retained  with  the  applicant. 

2.  The  application  should  be  filed  with  the  Administration 
of  State  Revenues  of  the  USSR  Ministry  of  Finance  prior  to  the 
expiry  of  one  year  since  the  date  of  charging  the  tax.  Applications 
filed  after  this  date  shall  not  be  considered.  An  applicant  may 
wish  to  indicate  in  one  application  several  amounts  to  be  returned. 

3.  Instead  of  lodging  the  application  himself  a  beneficiary 
may  duly  authorise  a  person  to  do  so.  In  this  case  an  applicant 
should  present  officially  registered  power  of  attorney. 
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Pebruary  12,  1987  No  34 

REGULATIONS 

ON  REGISTRATION  OF  JOINT  VENTURES,  INTERNATIONAL 

AMALGAMATIONS  AND  ORGANISATIONS  ESTABLISHED  IN  THE  USSR 

TERRITORY  WITH  THE  PARTICIPATION  OP  SOVIET  AND  POREIGN  PIRMS  AND 

MANAGEMENT  BODIES 

1.  General  provisions 

1.  These  Regulations  define  the  procedure  of  registration 
of  joint  ventures,  international  amalgamations  and  organisations 
set  up  in  the  USSR  territory  in  compliance  with  the  Decree  of 
the  USSR  Council  of  Ministers  No.  48  of  January  12,  1987  "On 
the  Establishment  in  the  USSR  Territory  and  Operation  of  Joint 
Ventures,  International  Amalgamations  and  Organisations  of  the 
USSR  and  other  CMEA  Member  Countries'*,  as  well  as  the  Decree 

of  the, USSR  Council  of  Ministers  No.  49  of  January  13,  1987  "On 
the  Establishment  in  the  USSR  Territory  and  Operation  of  Joint 
Ventures  with  the  Participation  of  Soviet  Organisations  and  Firms 
from  Capitalist  and  Developing  Countries". 

2.  Joint  ventures,  international  amalgamations  and  organisa- 
tions, established  in  the  USSR  territory  with  the  participation 
of  Soviet  and  foreign  organisations,  firms  and  management  bodies 
and  branches  of  joint  ventures  and  organisations  are  subject 

to  registration. 

3.  State-owned,  co-operative  and  other  social  enterprises 
and  economic  organisations  are  prohibited  to  conclude  any  transac- 
tions or  agreements  with  joint  ventures,  international  amalgamati- 
ons and  organisations  prior  to  the  registration  thereof. 

USSR  banks  shall  open  settlement  and  current  accounts  for 
joint  ventures,  international  amalgamations  and  organisations, 
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2. 

provide  monetary  assets  thereto,  render  credits  and  settle  ac- 
counts thereof  only  after  they  are  registered  in  the  prescribed 
manner. 

4.  Registration  is  undertaken  by  the  Administration  for 
State  Revenues  of  the  USSR  Ministry  of  Finance. 

5.  Registration  is  performerd  on  the  basis  of  written  applica- 
tion and  notarized  copies  of  the  following  documents: 

a)  in  regard  to  joint  ventures,  international  amalgamations 
and  organisations  of  the  USSR  and  other  CMEA  member  countries: 

-  interstate  or  intergovernmental  treaty  on  the  establishment 
cf  joint  ventures,  international  amalgamations  or  organisations; 

-  where  joint  ventures  are  set  up  -  extracts  from  the  deci- 
sion of  the  USSR  Council  of  Ministers;  where  international  amalga- 
mation and  organisation  are  set  up  -  extracts  from  the  decision 
of  relevant  standing  boby  of  the  USSR  Council  of  Ministers; 

-  foundation  documents,  charter  and  agreement  on  the  set-up; 

b)  in  regard  to  joint  ventures  with  the  participation  of 
Soviet  organisations  and  firms  from  capitalist  and  developing 
countries: 

-  extracts  from  the  decision  of  the  USSR  Council  of  Ministers 
on  the  set-up  of  a  joint  venture; 

-  foundation  documents; 

c)  in  regard  to  branches  of  joint  ventures  and  organisations: 

-  foundation  documents  of  joint  venture  or  organisation; 

-  statute  on  the  set-up  of  branches  approved  by  the  superior 
body  of  a  joint  venture  or  organisation. 

The  general  procedure  of  registration  is  applied  to  the 
registration  of  set-up  in  the  USSR  branches  of  joint  ventures 
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and  organisations  estaDlished  with  the  participation  of  Soviet 
organisations  in  the  territory  of  other  co-untries. 

Joint  ventures,  international  amalgamations  and  organisations 
are  obliged  at  a  request  cf  the  Administration  of  State  Revenues 
of  the  USSR  Ministry  of  Finance  to  submit  also  other  documents 
confirming  the  data  incorporated  into  the  register. 

A  joint  venture,  international  amalgamation  and  organisation 
indicate  in  the  application  on  registration  an  official  person 
authorised  to  present  to  the  USSR  Ministry  of  Finance  all  infor= 
mation  necessary  for  registration. 

6.  A  joint  venture,  international  amalgamation  and  organisa- 
tion are  obliged  to  notify  in  good  time  the  USSR  Ministry  of 
Finance  on  all  alterations  in  the  foundation  documents,  or  other 
alterations  and  supplements  being  subject  to  registration. 

1,    The  Administration  of  State  Revenues  of  the  USSR  Ministry 
of  Finance  shall  inform  the  finance  body  which  audits  the  pay- 
ments of  a  joint  venture  to  the  budget  about  the  registration 
of  the  latter. 

8.  Provisions  of  these  Regulations  defining  the  registrati- 
on of  set-up  and  liquidation  of  joint  ventures,  international 
amalgamations  and  organisations  are  extended  to  branches  of  joint 
ventures  and  organisations,  as  well  as  to  joint  ventures,  interna- 
tional amalgamations  and  organisations  established  in  the  USSR 
territory  with  socialist  - non-CMEA  member  countries  (with  due 
regard  to  the  peculiarities  of  applying  the  Decrees  of  the  USSR 
Council  of  Ministers  mentioned  in  Para.  1  of  these  Regulations 
and  determined  by  the  State  Foreign  Economic  Commission  with 
the  USSR  Council  of  Ministers). 
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II.  Registration  Procedure 

9.  Ater  the  documents  submitted  for  registration  are  checked 
as  to  whether • they  are  complete  and  corr'-tly  drawn  up,  the  Ad- 
ministration of  State  Revenues  of  the-  USSR  Ministry  of  Finance 
shall  register  a  joint  venture,  international  amalgamation  or 
organisation.  A  new  page  shall  be  opened  for  each  of  them  in 
the  registration  book,  to  be  filled  in  with  the  data  envisaged 
by  columns  of  the  register  (see:  Annexes  1,  2,  3  and  4  to  these 
Regulations ) . 

Upon  the  registration  a  joint  venture,  international  amalga- 
mation or  organisation  shall  receive  the  certificate  of  registra- 
tion confirmed  with  the  signature  of  the  Director  of  the  Admini- 
stration of  State  Revenues  of  the  USSR  Ministry  of  Finance  or 
his  deputy  and  the  seal  of  the  Administration  of  State  Revenues 
(see:  Annex  5  to  these  Regulations). 

On  the  basis  of  this  certificate  a  joint  venture,  internati- 
onal amalgamation  or  organisation  shall  publish  a  notification 
on  its  establishment.  Information  filled  in  the  register  and 
published  shall  be  considered  as  known  to  third  persons  and  dis- 
putes arising  thereout  shall  not  be  settled  by  the  USSR  Ministry 
of  Finance. 

Alterations  subjected  to  registration  shall  be  recorded 
in  the  register  according  to  the  general  procedure. 

Each  record  in  the  register  as  well  as  alterations  of  and 
supplements  to  it  shall  be  con-firmed  with  the  signature  of  the 
director  of  the  Administration  of  State  Revenues  of  the  USSR 

■ 

Ministry  of  Finance  or  his  deputy  and  the  seal  of  the  Administra- 
tion of  State  Revenues. 


103 


5. 

10.  All  pages  in  the  registration  book  should  have  numbers, 
be  strung  through  and  authenticated  with  the  seal  of  the  Adminis- 
tration of  State  Revenues  of  the  USSR  Minir.try  of  Finance  and 
the  signature  of  the  director  of  the  Administration  of  State 
Revenues  or  his  deputy. 

Records  in  the  register  shall  be  made  abriged  and  accompanied 
with  references  to  the  documents  on  the  basis  of  which  they  made. 
Alterations  of  records  snould  be  stipulated. 

11.  Joint  ventures,  international  amalgamations  and  organisa- 
tions shall  be  registered  in  separate  books  of  register.  Joint 
ventures  with  the  participation  of  Soviet  and  foreign  organisa- 
tions and  management  bodies  shall  be  registered  in  the  first 
book,  international  amalgamations  of  the  USSR  and  other  C.MEA 
member  countries  -  in  the  second,  joint  organisations  of  the 

USSR  a'nd  other  CMEA  member  countries  -  in  the  third,  and  branches 
of  joint  ventures  and  organisations  -  in  the  forth. 

12.  When  a  joint  venture,  international  amalgamation  or 
or"'  nisation  is  liquidated  it  shall  be  obliged  to  submit  a  rele- 
vant application  to  the  Administration  of  State  Revenues  of  the 
USSR  Ministry  of  Finance.  The  registration  in  this  case  shall 

be  carried  out  on  the  basis  of  extract  from  the  agreed  minutes 
of  the  meeting  of  superior  body  of  a  liquidated  entity  or  extract 
from  the  decision  of  the  USSR  Council  of  Ministers. 

Extracts  from  the  register  on  the  registration  of  a  joint 
venture,  international  amalgamation  or  organisation  in  such  in- 
stance shall  be  returned  to  the  Administration  of  State  Revenues 
of  the  USSR  Ministry  of  Finance,  and  a  relevant  record  is  made 
in  the  register  to  this  effect. 

T 
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6. 

13.  All  documents  submitted  for  registration  shall  be  filed 
in  a  separate  dossier  with  the  Administration  of  State  Revenues 
of  the  USSR  Ministry  of  Finance. 

14.  In  case  an  extract  from  the  register  is  lost  its  duplicate 
can  be  issued  only  upon  a  request  of  superior  body  of  a  joint 
venture,  international  amalgamation  or  organisation. 

15.  Finance  bodies  on  the  instruction  of  the  USSR  Ministry 
of  Finance  check  joint  ventures,  international  amalgamations 
and  organisations  as  to  whether  the  information  recorded  in  the 
register  meets  the  requirements  of  foundation  and  other  documents. 
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INSTITUTE 
COMPANY 


Contact  Projector 


Telephone 


Short  titl*  of  project 


mx  *  rt  >w  n  nc  n  i      v 


Technische  Universitat  Graz 

Institut  fiir  Elektro-  und  biomedizinische  Technik 

Inffeldgasse  18    A-8010  Graz 


Dipl.Ing.Dr.  Gerd  Wieszpeiner,  Dipl.Ing.  R.  Grlibler 
Tel.  0316/7061/7388 


Single-chip  heart  monitor 


Cooperating  partner 


Brief  description 


For  measuring  heart  rate  from  the  ECG  a  CMOS 
single-chip  microcomputer  has  been  developed.  The  ECG 
is  processed  on-line  in  a  pattern  analysis,  thus 
ensuring  maximum  suppression  of  ECG  artefacts.  Safe 
measurement  of  heart  rate  with  alarm  signal  on 
exceeding  of  limit  values  in  agitated  persons. 
Front-end  processor  for  electro-cardiographs.  Size 
2x2  cm,  power  consumption  1  mA/3  V. 


Target  of  your  project 


Heart  monitor  for  series  production 


Application* 


Emergency  medicine,    sport,    rehabilitation,    heart   rate 
measurement    and  monitoring 


Stage  of  development 


□  Concept 


D  Laboratory  version 
IS  Prototype 


D  Zero  senes 

D  Series  production 


Desired  cooperation 


□  Know  how  Contract 
G3  Sales  licence 
53  America 


G  Development  licence 


S3  World-wide 


D  Production  licence 
D  Europe 

□ 


SttbudimiQ  umimooM 


Fonds  zur  Fdrderung  der  wissenschaf tlichen  Forschung 
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ATTACHMENT  VI 

INPACT 
BUSINESS  IDEA 

Marketing  and  further  development  of  operating  system  software 
for  industrial  microprocessor  applications  operating  in  multi- 
processor, real  time,  local  area  network  environment. 

PREFERRED  PARTNER 

A  software  company  that  wants  to  get  into  this  business  or  wants 
to  expand  its  hardware  business  to  the  same  customer  group. 

WHY  JOINT  VENTURE 

-  software  products  at  this  level  require  close  customer-vendor 
relationship  both  pre-  and  post-sale 

-  application  area  very  wide,  local  partner  needed  to  be  able  to 
cover  this  field 

-  local  technical  expertise  is  a  must 


BUSINESS  IDEA 

Assembly  and  marketing/selling  of  advanced  car  washing  machines/ 
washing  lines. 

PREFERRED  PARTNER 

A  company  with  manufacturing  capacity  and  obsolete  product  range. 
WHY  JOINT  VENTURE 

-  company  wants  to  reduce  risk  by  going  along  with  a  local 
company  to  avoid  mistakes  that  would  otherwise  be  made 

-  local  assembly  operation  is  wanted  in  order  to  avoid  freight 
costs  and  possible  future  trade  barriers 

-  company  wants  to  improve  its  market  position  and  needs  a 
partner  to  do  this 
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issued  by  the  Agency  tor  internal, onai  ^eveiocr-e^ 

A.I.D.  Financed  Export  Opportunities     Trade  information  tor  us.  Suppliers 


SBC 
88-1 


DATE 


ATTACHMNET  VII 


October    2.     1987 
M/L 

Entire  Mailing   List 


Offic*  of  Small  and  Disadvantaged  Business 
Utilization/ Minority  Resource  Center 


Washington,  DC  20523 
Area  Code  703  875-1590 


PLEASE  READ  ALL  EXPLANATORY  NOTES  CAREFl'Ll.Y 

A  I  0.  ha*  a  policy  of  obtaining  maximum  possible 
competition  lor  procurements  All  qualified  suppliers 
are  encouraged  to  participate  A  ID  will  not  finance 
anv  procurement  in  which  boycott  or  other  restrictive 
irade  practices  are  applied 

An  A  ID  Geographic  Code  is  used  to  indicate  ihe 
permitted  source/origin  lor  each  commodity  procure- 
ment A  listing  ol  Geographic  Codes  1 000  899.  935  ami 


)4l )  and  their  definitions  published  in  A  I  D  Small 
Husini'ss  Memo  86  3  dated  May  22.  1986.  is  available 
!rom  ihis  otfice 

v»  hen  making  offers  or  bids  to  purchasers  for  items 
Ijublisfird  herein   suppliers  are  requested  to  include 
ihe  U  S  Department  ol  Commerce  Schedule  B  Num- 
ber! s » lor  ihe  producil  s )  offered 

Ml  ihe  mlormaiion  available  except  as  otherwise 


noted,  has  been  reproduced  herein  Questions  or 
requests  for  additional  details  should  be  directed  to 
ihe  purchaser  (NOT  TO  AID),  citing  all  reference 
numbers  given  Inquiries  about  this  notice  must  refer 
to  the  SBC  number  (located  upper  right)  and  item 
number.  Suppliers  not  tamiliar  with  general  AID.  pro- 
curement procedures  should  contact  this  office  for 
Assistance. 


ITEM  ONE        -     WHEEL  LOADERS;    EXCAVATOR;  GROUTING  LIMITS 
ITEM  TWO        -     TEXT  BOOK   PRINTING   AND  BINDING    


EGYPr 
HONDURAS 


Item  I 


***********»*******# 


Country: 
Authority: 
Source/ Origin: 

IFB  Mo.: 
Purchaser: 


Ar  io  Rerxin.LC  of  Eg/ot 

C.I. P.    dearie   263-K-612 

A.I.D.  leograonic  Code  000  (U.S.  Only) 

-II  DAM/  3  2-  i  1  /ARE 

Hign  Dam  Company  for  Ci/il  Works,  Ministry  of  Irrigation,  El  Fayoum  St., 

3ar  £1  3a  Uti,   Maadi,  Cairo,   A.R.E. 


3id  Opening  Date: 
Commodity: 


Novenoer   24,    198  7 

2  WHEEL  LOADERS 

1  EXCAVATOR 

2  GROUTING  UNITS 


NOTE:     Beginning  Octooer  5,    1987,   a  single  copy  of  the  Invitation  for  Bii  (IFB),  including  all  of  the 
terms  and  conditions  and  specifications,  -uy  De  ootained  by  written  request  accompanied  by  a  cneck  or 
money  order  in  the  amount  of  $20.00,  non-refundaole,  payaole  to  tne  Emoassy  of  the  Aran  Republic  of 
Egypt.     Requests  snail  be  addressed  to  tne  Embassy  of  the  Arao  Repuolic  of  Egypt,   2232  Massachusetts 
Avenue,  N.W.,  Washington,  D.C.     20008.     Please  assure  tnat  your  complete  ousiness  address,  city  state, 
zip  code,  telephone  number,  and  teLex/caole  number  is  included  with  your  request.     TELEPHONE  REQUEST 
WILL  NOT  BE  HONORED. 

The  Government  of  Egypt  and  t.ie  Agency  for  International  Development  encourage  and  welcome  in  tnis 
activity  the  participation,  to  tne  fullest  extent  possiDle,  of  minorities  and  women  both  as  individuals 
and  as  members  of  the  contracting  and  suocontracting  firms.     In  tnis  respect,   it  is  anticipated  tnat 
the  prime  contractor  will  make  every  effort  possiole  to  identify  and  make  maximum  practical  use  of  sucn 
personnel  and  firms. 

******************** 

Item  2 


Country: 
Source/Origin: 
IFB  No.: 
Purchaser: 


Bid  Opening  Date: 

Delivery: 

Commodity: 


Hondur  as 

A.I.D.  Geograpnic  Code  000  (U.S.)  and  Central  American  Common  Market 

Honduras  88-001 

Acquisition  Management  Office,  USAID/Honduras,  APO,  Miami,  FL     34022, 

Christine  E.  Lyons,  Tel.  No.  0-11-504-32-1120,  ext.   2461,  Telex  No.  1593 

USAID/HO/ James  C.  Athanas,  Tel.  NO.  0-11-504-32-3120  Ext.  2454 

Novemoer  5,    1987 

C.I.F.  Tegucigalpa,  Honduras 

rEXTBOOK  PRINTING  AND  BINDING,   Lot  1:      300,000  each,    first  grade  Spanish 
Language  textocoks;  Lot  2:     300,000  first  grade  Spanisn  Social  Studies 
books;  Lot  3:     300,000  first  grade  Spanish  Natural  Science  Books;  Lot  4: 

300,000  eacn  first  grade  Spanisn  Math  booxs. 
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--over- 


i^^3^»  United  Nations 
UN  I  DO  Industrial  Development 
^§2^  Organization 
INVESTMENT  PROMOTION  SERVICE 


ATTACHMENT  VIII 


CALENDAR  OF  INVESTMENT  PROJECT  PROMOTION  FORLMS 

AND  RELATED  MEETINGS 


Date 


Country! les ) / 


Locat  ion 


Region 

1987 

January  19-22 

BANGLADESH 

Dhaka 

April  1-8 

CHINA 

Hanover  F 

May  24-27 

PHILIPPINES /ASEAN 

Ma  n  i  la 

May  25-29 

INDIAN  OCEAN 
COUNTRIES 

(1 

Maur  i  t  i  us 

June  10-12 

TUNISIA 

Tuni  s 

October  12-15 

POLAND 

Wa  r  s  aw 

November  2-5 

EGYPT 

Cairo 

November  10-12 

THAILAND 

Bangkok 

November  23-27 

INDONESIA 

Jakarta 

1988 


May** 


** 


PHILIPPINES 


ARGENTINA 


Man  i  I  a 


Buenos  Ai  res 


** 


BOLIVIA 


La  Paz 


**  _ 


(1  - 


Exact  dates  not  yet  scheduled 

Comoros,  Kenya,  Madagascar,  Maldives,  Mauritius,  Seychelles, 
Tanzania  (Zanzibar),  Sri  Lanka 


11/1  3/8 


109 


1660  L  Street  N.W.  •  Suite  215  •  Washington.  DC.  20036 
Telephone:  (202)  659-5165  •  Tele*  9102406649  IPS  WSH 


I 


FURIHRI 


TE  ANFRAGE  BITTE  DIESES  FORMULAR  BENUTZEN. 


r»v 


S\ 


& 


%^ 


^  COy^ff^Sia^ilses  spezieil  fur  ihre  erste  Anfrage  bestimmte  Formular  voiistandig 
'^\\ai>^bK^lann  unser  Computer  Ihre  Bedurfmsse  an  emscniagige  New  Yorker 
P)     ^i£^        Herstellerfirmen  und  Exportunternehmen  weiterieiten 

i&* 


ATTACHMENT  IX 


MASCHINEN-  ODER  DRUCKSCHRIFT  BITTE. 


IHRI 101 MTIPIKATIONSNUMMIN 


ire BanKveromdung.     Bayer ische  Vereinsbank,    Altenstadt 


Firmen  in  den  uSA  Oder  anaeren  landerm  mit  aenen 

Sie m Gescnattsoezienung stenen  Teledyne   Lanis   Machine   Co.,    Waynesboro,    ?A,    USA 


Wir  smd  em      3  Herstei'er     Z  importeur      3  Vertneosunternenmen      __  P'ovisionsvenreter     rj  Sonstiges  Unternenmen 


vVenn  Sie  eme  Herstenerfirma  smd.  geoen  Sie  oitte  die  Hauoterzeugnisse  i.hrer  Fertigung  an 


Wenn  Sie  erne  imporrtirma.  em  Vertnebsunternehmen  Oder  em  Provisionsvertreter  smd.  gePer  Sie  bitte  an.  mit  weichen  Erzeugnissen  Sie  sicn 
nauptsachiicn  pefassen 

Werkzeugmaschinen 


vVir  naoen  emen  World  Traders  Oata  Report  uDer 
unsere  Firma  oei  der  amenkaniscnen  Botscnaft  Oder 
oeim  amenkaniscnen  Konsuiat  nmteriegt,    □  Ja     8  Nem 


U'nsere  lanmcne  Gesamtemfunr  aus  aiier 

vVeit  m  US  Dollars  oetragt  etwa:       4Q0  ,  000 


Unsere  gewormncnen  ZaniungsDedmgungen      a  Akkreditiv     □  SonstigeiPitte  angeoeni 


Firmenname. 
Anscnnft 


Kurt  Muller  Maschinen-AG 


Hauptstr.   3 


Stadt  und  Postieiizani. 


D-7919   Altenstadt 


.Land. 


BundesreDublik   Deutschland 


mrName     Klaus  Mtiller 


sieiiung     Generaldirektor 


5  .     Tag 


Mai     Monat 


1982    Janr 


Wir  smd  mteressiert  an:  Q  Ankauf     3  Vertrieo     Q  Provisionsvertretung  foigender  Erzeugnisse 


FUHREN  SIE  HIER  JEDES GEWUNSCHTE  ERZEUGNIS  AN,  INOEM  SIE  DIE  IM  VERZEICHNIS  LINKS  NEBEN 
OEM  ENTSPRECHENOEN  ERZEUGNIS  ERSCHEINENOE  SECHSSTELUGE  KENNZIFFER  EINTRAGEN. 


2  8  1  3  3    0 

3  5  4  5  17 

2  5  4  5  13 

3  5  4  5  5    2 


3  5  4  5    5    3 

3  3  6  10    3 

3  9  4  9    3    7 

3  9  4  4    16 


3    9    4    4    2    5 


(bitte   wenden) 


<ennziffem  fur  weitere  Erzeugnisse  Oder  BescnreiPungen  von  merit  im  Verzeicnms  aufgefunrten  a'odukten  geben  Sie  Pitte  auf  der  Ruckseite  an 
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BENUTZEN  SIE  DIESEN  RAUM  ZUR  ANGABE  VON  KENNZIFFERN  WETTERER  ERZEUGNISSE,  AN  DENEN  SIE 

INTERESSIERT  SIND,  ODER  ZUR  BESCHRE1BUNG  VON  NICHT IM  VERZEICHNIS  AUFGEFUHRTEN 
PRODUKTEN.  IN  LETZTEREM  FALLE  MACHEN  SIE  BITTE  AUSFUHRLICHE  ANGABEN.  WENN  MOGLICH  AUF 

ENGUSCH,  UND  GEBEN  SIE  NUR  EIN  ERZEUGNIS  PRO  ZEILE  AN. 


,Fur  armucne  verm«f*« 


Small  toolholders  for  various  carbide  inserts 


Too  ladders  for  cut-off  blades 


m 


& 


& 


^^ 


.^^- 
^&* 


e 


s? 


<<m 


Wenn  Sie  mehr  Platz  brauchen,  verwenden  Sie  bitte  Ihren  Geschaftsbriefbogen. 


SENDEN  SIE  DIESES  FORMULAR  PER  LUFTPOST 
N  IHREM  FIRMENUMSCHLAG  AN: 
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LIST  OF  PRODUCTS 


ELECTRICAL  AND  ELECTRONIC 

MACHINERY.  EQUIPMENT  AND 

SUPPLIES 


366201 

366232 
361301 
366202 

366203 

364701 
361201 
369201 
369401 
367919 
366204 


366205 

367901 

366206 

369305 
369901 

369301 

364801 

362302 

362303 
362301 

364802 
362201 
369402 
362101 
367902 
365101 

369402 

364702 

364716 
369401 
369403 

364703 
366101 

361202 
364803 


363601 

361203 
363101 


369201 
369202 
369203 
369101 
369404 


362901 

369405 

369902 
364704 
363401 
362902 
363402 
363403 
364408 
364705 

363404 

364501 


ACCELERATING  WAVEGUIDE 

STRUCTURES 
ACCELERATORS.  LINEAR 
AIR  CIRCUIT  BREAKERS 
AIR  TRAFFIC  CONTROL  SYSTEMS 

ANO  EQUIPMENT.  ELECTRONIC 
AIRCRAFT  CONTROL  SYSTEMS. 

ELECTRONIC 
AIRCRAFT  LIGHTING  FIXTURES 
AIRPORT  LIGHTING  TRANSFORMERS 
ALKALINE  BATTERIES 
ALTERNATORS.  AUTOMOTIVE 
AMPLIFIERS.  PARAMETRIC 
AMPLIFIERS:  OTHER  THAN  RADIO. 

PUBLIC  ADDRESS.  AND  MUSICAL 

INSTRUMENT 
ANTENNAS.  RADAR  ANO 

COMMUNICATIONS 
ANTENNAS.  RECEIVING: 

AUTOMOBILE.  HOME.  PORTABLE 
ANTENNAS.  TELEVISION 

TRANSMITTING 
APPARATUS.  ELECTROMEDICAL 
APPLIANCE  COROS  FOR  ELECTRIC 

RONS.  GRILLS.  WAFFLE  IRONS. 

ETC 
ARC  LAMP  UNITS. 

ELECTROTHERAPEUTIC  (EXCEPT 

.NFRA-RED  ANO  ULTRA-VIOLET) 
ARC  LAMPS.  EXCEPT 

ELECTROTHERAPEUTIC 
ARC  WELDERS. 

TRANSFORMER-REC'lFiER 
ARC  WELDERS.  'RANSFORMERS 
ARC  WELDERS   GENERATOR    *  C 

ANO  OC. 
AREA  ANO  SPORTS  LUMINARIES 
ARMATURE  RELAYS 
ARMATURES.  AUTOMBILE 
ARMATURES.  INDUSTRIAL 
ATTENUATORS 
AUDIO  ELECTRONIC  SYSTEMS 

(EXCEPT  COMMUNICATION) 
AUTOMBILE  ARMATURES 
AUTOMOBILE  HEADLIGHTS  ANO 

SPOTLIGHTS 
AUTOMOBILE  SPOTLIGHTS 
AUTOMOTIVE  ALTERNATORS 
AUTOMOTIVE  ELECTRICAL 

EQUIPMENT 
AUTOMOTIVE  LIGHTING  FIXTURES 
AUTOTRANSFORMERS  FOR 

TELEPHONE  SWITCHBOAROS 
AUTOTRANSFORMERS.  ELECTRIC 
AVIATION.  RUNWAY  APPROACH. 

TAXI  ANO  RAMP  LIGHTING 

FIXTURES 


B 


8AG  SEAMING  ANO  CLOSING 

MACHINES  (SEWING  MACHINERY) 
BALLASTS  FOR  LIGHTING  FIXTURES 
BARBECUES.  GRILLS.  ANO 

BRAZIERS  FOR  OUTDOOR 

COOKING 
BATTERIES.  ALKALINE 
BATTERIES.  CARBON-ZINC 
BATTERIES.  MERCURY 
BATTERIES.  STORAGE 
8ATTERY  CABLE  WIRING  SETS  FOR 

INTERNAL  COMBUSTION 

ENGINES 

battery  chargers.  rectifying 

or  nonrotating 
3attery  charging  generators. 

automobile  and  aircraft 
bells.  electric 
bicycle  lamps 
8lankets.  electric 
blasting  machines.  electrical 
8len0ers.  electric 
3l0wers.  portable  electric 
3oar0s.  terminal 
boat  ano  ship  lighting 

fixtures 
bottle  warmers.  household: 

electric 
80udoir  lamps 


365103      30XES    JUKE 

364401      3CXES    -UNCTION    OUTLET, 

SWITCH,  ANO  FUSE  (ELECTRIC 

WIRING  DEVICES) 
362202     BRAKES.  ELECTROMAGNETIC 

366207  BROADCASTING  EQUIPMENT.  RADIO 

AND  TELEVISION 
363405     BROILERS.  ELECTRIC 

362401  BRUSH  BLOCKS.  CARBON  OR 

MOLOED  GRAPHITE 

362402  BRUSHES  ANO  BRUSH  STOCK 

CONTACTS.  CARBON.  GRAPHITE. 
ETC-ELECTR1C 

366208  BURGLAR  ALARM  APPARATUS. 

ELECTRIC 
36 1 302     BUS  BAR  STRUCTURES 
364301     BUS  BARS  (ELECTRICAL 

CONDUCTORS! 

363602  BUTTON  SEWING  MACHINES 

363603  BUTTONHOLE  ANO  EYELET 

MACHINES  ANO  ATTACHMENTS. 
DOMESTIC  ANO  INDUSTRIAL 


363406  CAN  OPENERS.  ELECTRIC 

362903  CAPACITORS.  A  C    FOR  MOTORS 

ANO  FLUORESCENT  LAMP 
BALLASTS 

367501  CAPACITORS,  ELECTRONIC    FIXED 

ANO  VARIABLE 

364302  CAPS  AND  PLUGS,  ATTACHMENT 

ELECTRIC 

362403  CARBON  SPECIALTIES  FOR 

ELECTRICAL  USE 
369202     CARBON-ZINC  BATTERIES 

362404  CARBONS.  ELECTRIC 
362406  CARBONS  L.GHT'NG 
369302     CARDIOGRAPHS 

366102     CARRIER  EQUIPMENT    TELEPHONE 
ANO  TELEGRAPH 

363407  CASSEROLES   ELECTRIC 
367301      CATHOOE  RAY  TUBES 
367427     CELLS.  SOLAR 

363408  CHAFING  DISHES.  ELECTRIC 
364601      CHANDELIERS.  COMMERCIAL 
364502     CHANOEUERS.  RESIDENTIAL 
369903     CHIMES.  ELECTRIC 

363409  CIGAR  LIGHTERS.  ELECTRIC 
3634  10     CIGARETTE  LIGHTERS.  ELECTRIC 
361303     CIRCUIT  BREAKERS.  POWER 
3674  10     CIRCUITS.  INTEGRATED 
367925     CIRCUITS   PRINTED 

366209  CITIZEN  BANO  RAOIOS 

366210  CLEANING  EQUIPMENT. 

ULTRASONIC 
364706     CLEARANCE  LAMPS  ANO 

REFLECTORS.  MOTOR  VEHICLE 
3662  1 1  CLOSED  CIRCUIT  TV  EQUIPMENT 
3634  1  1     COFFEE  MAKERS.  HOUSEHOLD: 

ELECTRIC 

367701  COIL  WINOINGS.  ELECTRONIC 

367702  COILS.  CHOKES  ANO  OTHER 

ELECTRONIC  INOUCTORS 

362102  COILS.  FOR  MOTORS  AND 

GENERATORS 
369406     COILS.  IGNITION:  AUTOMOTIVE 

362103  COLLECTOR  RINGS.  FOR  MOTORS 

ANO  GENERATORS 

364601  COMMERCIAL  CHANOEUERS 

364602  COMMERCIAL  LIGHTING  FIXTURES 

366212  COMMUNICATION  EQUIPMENT  ANO 

PARTS.  ELECTRONIC  (EXCEPT 
TELEPHONE.  TELEGRAPH) 

366213  COMMUNICATION  EQUIPMENT. 

MOBILE  ANO  MICRO-WAVE 
■  362  104     COMMUTATORS.  ELECTRIC  MOTOR 

367903  COMMUTATORS.  ELECTRONIC 
366248     COMPASSES.  RADIO 
367917     COMPONENTS.  MICROWAVE 
367401      COMPUTER  LOGIC  MOOULES 
366105     CONCENTRATORS.  MESSAGE 

362904  CONOENSERS  FOR  MOTORS  ANO 

GENERATORS 

367502  CONOENSERS.  FOR  ELECTRONIC 

PRODUCTS 

364402     CONOUITS  ANO  FITTINGS. 

ELECTRICAL 

364303  CONNECTORS  ANO  TERMINALS  FOR 

ELECTRICAL  DEVICES 
367801      CONNECTORS.  FOR  ELECTRONIC 

APPLICATIONS 
361313     CONNECTORS.  POWER 

367904  CONSTANT  .MPEDANCE 

TRANSFORMERS 
364  304     CONTACTS.  ELECTRICAL 


364804 


36  1304 
361204 
367402 

362203 


362204 
367953 
364305 
362105 

362106 

363412 

i 
363102 

I 

1 364306 
369908 
367905 
367906 

367907 

367923 
363413 
362905 

361205 

364307 

361305 
364308 
366214 


366103 

366259 
364805 

363414 

363415 
367908 
363416 
364503 
366215 


364309 
366216 
367421 
367403 

367436 
367439 
366217 
363901 

367404 
367405 
361305 
361206 

364707 
364708 
369904 

366218 


361207 

363301 

3634  17 
i 
363302 


367909 
362107 

362108 


CONTROL  CONSOLES  FOR  STAGE 

OR  STUOIO  LIGHTING 

SEQUENCES 
CONTROL  PANELS.  ELECTRIC 
CONTROL  TRANSFORMERS 
CONTROLLED  RECTIFIERS.  SOUO 

STATE 
CONTROLS  ANO  CONTROL 

ACCESSORIES.  INDUSTRIAL. 

ELECTRIC  ANO  ELECTRONIC 
CONTROLS.  RESISTANCE  WELDER 
CONTROLS.  VOICE 
CONVENIENCE  OUTLETS.  ELECTRIC 
CONVERTERS.  FREQUENCY 

(ELECTRIC  GENERATORS) 
CONVERTERS.  PHASE  ANO  ROTARY 

(ELECTRICAL  EQUIPMENT) 
COOKING  APPLIANCES. 

HOUSEHOLD:  ELECTRIC 
COOKING  EQUIPMENT. 

HOUSEHOLD 
CORO  CONNECTORS.  ELECTRIC 
COROS.  EXTENSION 
CORES.  MAGNETIC 
CRYOGENIC  COOLING  DEVICES 

(CRYOSTATS.  ETC  )  FOR 

INFRARED  DETECTORS.  MASERS 
CRYSTALS  ANO  CRYSTAL 

ASSEMBLIES.  RADIO 
CRYSTALS.  PIEZOELECTRIC 
CURLING  IRONS.  ELECTRIC 
CURRENT  COLLECTOR  WHEELS. 

FOR  TROLLEY  RIGGING 
CURRENT  LIMITING  REACTORS. 

ELECTRICAL 
CURRENT  TAPS.  ATTACHMENT 

SLUG  ANO  SCREW  SHELL  TYPES 
CUTOUTS.  DISTRIBUTION 
CUTOUTS.  SWITCH  ANO  FUSE 
CYCLOTRONS 


DATA  SETS.  TELEPHONE  ANO 

TELEGRAPH 
DECODERS.  T:ME 
OECORATIVE  AREA  uGHTING 

FIXTURES  (EXCEPT  RESIDENTIAL) 
DEEP  FAT  FRYERS    HOUSEHOLD 

ELECTRIC 
OEHUMIOIFiERS    OOM.  ELECTRIC 
OELAY  LINES 
DESK  FANS.  ElE:"RIC 
DESK  LAMPS   RESIDENTIAL 
DETECTION  APPARATUS 

ELECTRONIC  ANO  MAGNETIC 

FIELD.  ANO  LIGHT  ANO  HEAT 
OIAL  LIGHT  SOCKETS.  RADIO 
DIGITAL  ENCODERS 
OlOOES.  PARAMETRIC 
OlOOES.  SOLID  STATE 

(GERMANIUM.  SILICON   ETC  ) 
DIODES.  TUNNEL 
OlOOES.  ZENER 
DIRECTION  FINOERS   RADIO 
DISHWASHING  MACHINES. 

HOUSEHOLD 
OlSPLAYS.  LCD 
OlSPLAYS.  LED 
DISTRIBUTION  CUTOUTS 
DISTRIBUTION  TRANSFORMERS, 

ELECTRIC 
DOME  LIGHTS.  AUTO 
DOME  LIGHTS.  AUTO 
OOOR  OPENING  ANO  CLOSING 

DEVICES.  ELEC'RIC 
DOOR  OPENING  CONTROL  DEVICES. 

RAOlO  ANO  PHOTOELECTRIC 

CELL  OPERATED 
DOORBELL  TRANSFORMERS. 

ELECTRIC 
DRIERS.  LAUNDRY    HOUSEHOLO 

ANO  COIN-OPERATED 
DRIERS   HAND.  FACE.  ANO 

HAIR-ELECTRIC 
DRY  CLEANING  ANO  LAUNDRY 

MACHINES.  HOUSEHOLD 

INCLUOING  COIN-OPERATED 
DUPLICATORS.  TAPE 
DYNAMOS.  ELECTRIC  (EXCEPT 

AUTOMOTIVE) 
DYNAMOTORS 


361202 
369902 
363401 
363402 
363405 
362404 
363407 
369903 
369905 
361208 

361309 

369910 

369911 

363437 

363441 

j  364315 

I  363444 

i  363446 

|  363449 

364317 

363451 

363453 

369906 

363106 

364304 

367948 

369303 

362906 

362304 

369907 

362305 
362405 


369304 
362202 
362205 

369305 
369306 
367302 

366219 


366220 
366221 
367101 

367303 


367910 


367903 
I  367406 
367703 
367704 
367705 
367911 

: 

364101 

I 

I 

366216 
!  366239 

366245 
i  369312 

366255 
I  362109 
| 

369908 


364403 
366222 
363419 


361209 


367912 
369909 
367703 
366223 
364709 
364102 

364806 


electric  autotransformers 
electric  bells 
electric  8lankets 
electric  blenoers 
electric  broilers 
electric  carbons 
electric  casseroles 
Electric  chimes 
electric  fence  chargers 
electric  furnace 

transformers 
electric  fuses 
electric  gongs 
electric  grids 
electric  knives 
electric  percolators 
electric  plugs 
electric  radiators 
electric  roasters 
electric  shavers 
electric  sockets 
electric  teakettles 
electric  toothbrushes 
electric  warm  air  furnaces 
electric-household.  ranges 
electrical  contacts 
electrical  transducers 
electrocardiographs 
electrochemical  generators 

(fuel  cells) 
electrode  holders.  for 

electric  welding  apparatus 
electrodes.  cold  cathooe 

fluorescent  lamp 
electrooes.  electric  welding 
electrooes.  for  thermal  ano 

electrolytic  uses:  carbon 

ano  graphite 
electroencephalographs 
electromagnetic  brakes 
electromagnetic  clutches 

ano  brakes 
electromedical  apparatus 
electromyographs 
electron  beam  (beta  ray) 

generator  tubes 
electron  beam  metal  cutting. 

forming  ano  welding 

machines 
electron  beam  welders 
electron  linear  accelerators 
electron  tubes.  radio  ano 

television  receiving 
electron  tubes:  transmitting. 

industrial.  ano  special 

PURPOSE 
ELECTRONIC  CIRCUITS.  EXCEPT 

SEMICONDUCTOR  OR  SOUD 

STATE 
ELECTRONIC  COMMUTATORS 
ELECTRONIC  OEVICES.  SOLIO  STATE 
ELECTRONIC  FILTERS 
ELECTRONIC  INOUCTORS 
ELECTRONIC  TRANSFORMERS 
ELECTRONIC  TUBE  PARTS.  EXCEPT 

GLASS  BLANKS 
ELECTROTHERAPEUTIC  LAMP 

UNITS  FOR  ULTRA-VIOLET  ANO 

INFRA-RED  RADIATION 
ENCODERS.  DIGITAL 
EQUIPMENT.  MULTIPLEX 
EQUIPMENT.  RAOAR 
EQUIPMENT.  RADIUM 
EQUIPMENT.  SONAR 
EXCITER  ASSEMBLIES  (MOTOR  ANO 

GENERATOR  PARTS) 
EXTENSION  COROS 


FACE  PLATES  (WIRING  DEVICES) 
FACSIMILE  EQUIPMENT.  RADIO 
FANS.  ELECTRIC 

-OUSEHOLD-EXHAUST  ANO 

VENTILATING  (EXCEPT  ATTIC 

FANS) 
FEEDER  VOLTAGE  REGULATORS 

ANO  BOOSTERS  (ELECTRIC 

TRANSFORMERS) 
FERRITE  ELECTRONIC  PARTS 
FILAMENTS.  FOR  ELECTRIC  LAMPS 
FILTERS.  ELECTRONIC 
FIRE  ALARM  APPARATUS.  ELECTRIC 
FLASHER  LIGHTS.  AUTOMOBILE 
FLASHLIGHT  BULBS. 

PHOTOGRAPHIC 
FLASHLIGHTS 
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ATTACHMENT    X 

BUSINESS    AND     INVESTMENT    ASSISTANCE    FROM    THE    MASSACHUSETTS     COMMITTEE 
ON    INTERNATIONAL   TRADE   AND    FOREIGN    INVESTMENT 

The  Massachusetts  Legislature  has  created  the  Committee  on  In- 
ternational Trade  &  Investment  to  promote  trade,  investment, 
licensing  arrangements,  and  reverse  investment.  It  maintains 
close*  day-to-day  working  relationships  with  those  Massachu- 
setts industries  whose  products  have  high  export  potential. 
They  include:  fiber  optics;  lasers  (industrial  and  medical); 
microelectronics;  photovoltaics ;  medical  equipment  and  sup- 
plies; computer  hardware/software;  metalworking  tools;  tele- 
communications equipment;  scientific  and  engineering  instru- 
mentation; and  fish.  All  business  inquiries  from  organiza- 
tions and  businessmen  seeking  to  develop  profitable  business 
relations  or  invest  in  Massachusetts  will  receive  prompt  at- 
tention by  the  appropriate  Massachusetts  industrial  group. 
Address  your  inquiries  to:  Mr.  Myron  J.  Ricci,  Director,  Mas- 
sachusetts Committee  on  International  Trade  and  Investment, 
Room   135,     The    State   House,     Boston,    MA      02133. 

SWITZERLAND 


Massachusetts  -  El  Estado  de  Massachusetts  desea  hacer  saber  su  dis- 
ponibilidad  para  atender  consultas  requiriando  nombres  y  direcciones 
da  empresas  axportadoras  da  aparatos  medicos,  microlectronica,  gene- 
radores  i otovoltaicos,  computadores,  maquinas-herramientas,  equipos 
da  talecomunicaciones,  instrumentos  cientificoa  y  prof esionales  y 
productos  del  oar  ublcados  dentro  de  su  jurisdiccion,  como  asl  tam- 
hien  consultas  sobra  empresas  inversoras  y  licencias  de  fabrica- 
cion.  Direccion  postal;  Massachusetts  Committee  on  International 
Trade  &  Investment,  Room  135,  The  State  House,  Boston,  MA  02133 
(At./   Sr.   Myron  J.    Ricci,    director).      Telex*   no. 

URUGUAY 
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THE  COMMONWEALTH   OF  MASSACHUSETTS 
-  CommittM  on  International  Trade  and  investment 
(USA) 

Start  holm.  Boston.  Ma  02133.  USA.  mformuit  o  zainte* 
i-«scwaniu  orzadsif  oicrjTw  z  Masaecnusarca  orooonuia  icn  wv- 
roov  r*  tervnt*  Poiski.  Qfaroware  a  nanaouiaca  orooukty: 
tacnnika  twiatfowodowa.  lasa/v  lorzemysfowe  i  maovane). 
mikrc*tktronika.  wvoov  ^otoaiaktrycsna.  sorzet  madycz- 
nv  <  zaooaxirania  narowara  i  softwara.  urzaoaania  do  oorrso- 
ki  mrraJ!.  sorzet  watomunikacvinv.  oorzyrzaeowania 
komrotna/tacnnicznt/nauKOwa/iaooraTOrvina. 

15-JP-6 


POLAND 


L'Etat  du  Massachusetts  a  cree  un  comite  pour 
la  promotion  des  investissements.  des  echan- 
ges  internationaux  et  des  accords  de  licence. 
Ce  comite  a  developpe  des  relations  etroites 
avec  les  responsables  d'industnes  de  haute 
technologie  :  fibres  optiques.  lasers  a  usage 
industnei  ex  medical,  microelectronique,  pho- 
tovoltaique.  fournitures  et  equipements  medi- 
caux.  materieis  informatiqucs  et  logiciels. 
machines-outils.  telecommunications,  engi- 
neering et  instrumentation  scientifique. 
Pour  tout  renseignement  complementaire 
ecrire  a  Mr.  Myron  j.  Ricci.  Director.  Massa- 
chusetts Committee  on  International  Trade 
and  Investment  Room  185  The  State  House 
Boston.  MA  02133. 


FRANCE 
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Foreign  Opportunities 
Abound 


There  are  literally  hundreds  of  foreign 
companies  looking  for  Massachusetts 
high  technology  products,  according  to 
Myron  J.  Ricci.  director  of  the 
Massachusetts  Committee  on  Interna* 
aortal  Trade  and  Investment. 

Ricci  has  been  bestowed  with  the 
enormous  task  of  Linking  those  com- 
panies up  with  appropriate  sources  of 
supply  in  Massachusetts. 

The  committee,  formed  in  November 
1983.  targets  local  high-tech  companies 
having  high  export  potential.  They  in- 
clude manufacturers  in  such  industries 
as  fiber  optics,  lasers,  microelectronics, 
teiecommunicadons  and  process  control 

According  to  Ricci.  the  following 
countries  have  requested  information 
about  Massachusetts  high  technology 
products: 

Engiiteertng/scientifia'anaiytical/labor- 
atoryipnxxss  control:  Belgium:  Finland; 
France:    Greecer   India:    Indonesia; 


Ireland:  Italy:  Kenya:  Malta: 
Netherlands:  Norway:  Portugal:  Saudi 
.Arabia:  United  Kingdom:  West  Indies: 
Denmark:  and  Pakistan. 

Medical  Instrumentation:  Denmark: 
Egypt:  Germany;  Ireland:  Israel:  Italy; 
Kuwait:  Mexico;  Netherlands;  Norway; 
Portugal*  China;  Spain:  and  Switzerland. 

EUctivmaOptoelectnmics:  Argentina: 
France;  India;  Ireland;  Israel:  Italy; 
Kuwait;  Mexico:  Netherlands: 
Singapore:  and  Switzerland. 

Telecommunications:  Argentina; 
.Australia;  Israel*  Kuwait;  Malta;  Mex- 
ico: China;  Portugal  and  Switzerland. 

Requests  have  been  received  for  the 
following  industric-v  marine  com- 
munications: fiber  optics;  computer 
hardware  and  software:  photovoltaics 
and  genetic  engineering. 

For  information  on  specific  oppor- 
tunities contact  Myron  Ricci,  Commit- 
tee on  International  Trade  and  Invest- 
ment, Room  185,  State  House,  Boston. 
MA  02133.  ~ 
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MASSACHUSETTS 


ROOM     I  85      St»TE    HOUSE 
BOSTON     ^ A   02  '  33 

Telephone 
(617)     722-1364 

S«not«  Chairmon 
80YAL  L   BOUJNO.    S«. 

Director 

my«on  i.  nca 


COMMITTEE  ON    INTERNATIONAL 
TRADE  AND   INVESTMENT 


digicalna    rafunuia 
^s2Yf  refcvenstekn  ikk 
dataicr  ingutrustning 
appareil   d'e'clairge 
luchtvocht igneldsmeter 
Elektronengleichnchter 
contador   de    la   velocidad 
zdro]    obdelnfkov/ch   kmitu 
rivelatore   di   espolsione   alfa 
pomieszczenie   dz'i^wKoszczelne 
cTiTM^eatoe      aanoHHHictae*      ycTpoicrBO 


SECTION    II 


ABOUT  THIS  BOOKLET 


The  foreign  agents/distributors  listed  in  this 
booklet  have  informed  our  Committee  that  they 
are  most  interested  in  medical  and  "surgical 
instrumentation  and  supplies  produced  in  the 
Commonwealth  of  Massachusetts.  Some  companies 
have  requested  specific  products,  indicated  by 
an  asterik  |*|  and  given  on  pages  14/15.  How- 
ever, the  majority  are  eager  to  investigate  a. 
wide  range  of  medical  instrumentation. 


We  recommend  that  you  send  these  companies  your 
product  literature /catalogs,  export  price  lists 
and  all  other  relevant  information;  moreover, 
we  ask  that  you  refer  to  the  Committee  in  your 
correspondence  with  them. 

It  is  the  hope  of  Senator  Royal  Boiling,  Sr., 
Chairman  of  the  Committee,  as  well  as  of  Senate 
President  William  Bulger  and  House  Speaker 
George  Keverian  that  these  leads  will  enhance 
your  international  marketing  efforts. 
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SECTION  II 


COUNTRY  INDEX 
MEDICAL-SURGICAL  INSTRUMENTS  &  SUPPLIES 


Country  Pag 

NORTH  AMERICA  GROUP 

Mexico 1 

CENTRAL  AMERICA  GROUP 

Costa  Rica 1 

Panama 1 

Honduras 2 

CARIBBEAN  GROUP 

Trinidad 2 

We s t  Indies 2 

SOUTH  AMERICAN  GROUP 

Colombia 3 

Venezuela 3 

Peru 3 

Bolivia 3 

Argentina 4 

SCANDINAVIA  GROUP 

Sweden 4 

Norway 4 

Finland 4 

MAIN  EUROPE  GROUP 

United  Kingdom 5 

Ireland 5 

Spain 5 

Portugal 6 

France 6 

Italy 7 

Netherlands 8 

Belgium 9 

Federal  Republic  of  Germany 9 

Austria 10 

Switzerland 11 

country  index/medical  -  1 
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MEDICAL-SURGICAL  INSTRUMENTS  &  SUPPLIES  (cont'd) 


CMEA  GROUP  (EAST  EUROPE) 

Czechoslovakia 12 

Hungary 12 

OTHER  EUROPE  GROUP 

Greece 12 

Turkey 13 

MIDDLE  EAST  GROUP 

Israel 13 

Jordan 15 

Kuwait 15 

Saudi  Arabia 15 

Lebanon 16 

NORTH  AFRICA  GROUP 

Morocco 16 

Tunisia 18 

Egypt 18 

Sudan 20 

ASIAN  SUB-CONTINENT  GROUP 

India 20 

Pakistan 20 

SOUTHEAST  ASIA  GROUP 

Thailand 21 

Malays  ia 21 

Singapore 21 

Indonesia 22 

Philippine  Republic 22 

FAR  EAST  ASIA  GROUP 

Korea 22 

Hong  Kong 23 

OCEANA  GROUP 

Australia 24 


country  index/medical-2 


118 


MEDICAL-SURGICAL  INSTRUMENTS  &  SUPPLIES  (cont'd) 


AFRICA  GROUP 

Senegal 24 

Sierra  Leone 25 

Ivory  Coast 25 

Ghana 25 

Nigeria 25 

Zaire 27 

Z  imbabwe 2  7 

Ethiopia 28 

Kenya 29 

Zambia 29 

Liberia 29 


country  index/medicai-3 
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MEDICAL-SURGICAL  INSTRUMENTS  &  SUPPLIES 


SPECIFIC  PRODUCTS  WANTED 


Lead  # 

Company 

1) 

BARROS : 

2) 

EPHSA: 

3) 

INDUSTRIA 

5) 

AGLA: 

12) 

DISPOS. : 

23  ) 

CHRISTIAN 

36) 

DELHOMME : 

38) 

SOCIETE: 

40) 


54) 
55) 


CHIRUGICA. 


46) 

DRAGER: 

47) 

COPHARM: 

50) 

STOPLER: 

HOYER: 


GKF: 


Products  Wanted 

medical  lasers;  broncoscopes ; 
gastroscopes ;  cistoscopes. 

laser  endoscopic  instrumentation. 

anesthesia  apparatus;  electrocardiogarphs . 

surgeon  gloves,  equipment. 

glucometers ,-  flame  photometers. 

medical  lasers;  evoked  potential  and 
brain-mapping  equipment. 

instrumentation  for:  clinical  chemistry; 
hematology;  bacteriology;  cardiology. 

medical  &  biological  systems  for  in  vivo 
counting;  diagnostic  apparatus;  blood 
pressure  apparatus;  otoscopes;  x-ray 
equipment;  electrocardiographs. 

high-power  electrosurgical  units, 
fully  transistorized  with  monopolar- 
bipolar-microbipolar  capabilities  in 
cuts  and  coagulation. 

laboratory  &  electronic  medical 
monitoring  equipment. 

products  for  the  operating  and 
sterilization  areas. 

cardiovascular  equipment;  oxygenators; 
ENT  surgery;  neurosurgery;  maxillo  facial 
equipment . 

equipment  for:  cardiology;  anesthesia; 
intensive  care;  surgery. 

surgical  disposables. 
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SPECIFIC  PRODUCTS  WANTED 


57) 


VOELKER : 


58) 

SCI  PRODS 

59) 

STERIMED: 

60  ) 

HAMCO: 

61) 

32  ELEC: 

63) 

BIEBER: 

65) 

BLATTER: 

67) 

FREBAG : 

69) 

STOLZ: 

76) 

NICOS  ATH 

83) 

ELECTRO: 

95) 

AL-NAHIR: 

127  ) 

INDE: 

145) 

AIRCAN: 

149) 

TAMEX: 

152) 

186) 


DUPONT : 
UNIMARK: 


breathing  devices;  emergency  &  rescue 
equipment  used  by  paramedics  or  in  emer- 
gency rooms. 

basic  medical  research  instrumentation. 

disposables . 

cross  flow  filtration  (for  blood  plasma 
filtration  for  pharmacies). 

medical  electronics/lasers. 

therapy  &  rehabilitation  products. 

rehabilitation  equipment. 

medical  lasers. 

medical  lasers. 

medical  lasers. 

oxygen  regulators  &  concentrators. 

diagnostic  reagents  for  blood  banks. 

HMR  units  for:  body  scanning;  echo- 
graphy; ultrasonography;  therapy  units. 

diagnostic  ultrasound  equipment. 

pacing  machines;  cardiac  monitors; 
cardiovascular  disposables;  pipettes; 
chemistry  analyzers;  EIA  kits;  gamma 
counters;  gamma  cameras. 

diagnostic  apparatus. 

medical  electronics;  laboratory 
incubators;  cardio-pulmonary  equip.; 
anesthetic  apparatus;  ICU  apparatus. 
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FOREIGN  AGENTS /DISTRIBUTORS 


NORTH  AMERICAN  GROUP 
Mexico 

1)  Dr.  E.  Barros  Castelazo,  Director 
BARROS  CASTELAZO,  S.A.  de  C.V. 
Puebla  Num.  109  Esq.  Cordoba 
Mexico  7 ,  D. F. ,  MEXICO 

TLX:  1772198 

Wanted:   medical  lasers ;  broncoscopes ;  gastroscopes ; 
cistoscopes . 

2)  Lie.  Adriana  De  la  Torre,  Marketing  Manager 
EPHSA 

M.A.  De  Quevedo  No.  1024 

04040-Mexico,  D.F.,  MEXICO 

TLX:  1764306 

Wanted:   laser  endoscopic  instrumentation. 

3)  Hector  Moreno  Zagaroza,  Director 
INDUSTRIA  HOSPITALARIA  INTERNATIONAL  S. 
Manuel  Acuna  60 

Col.  Jacarandas 

09280-Mexico,  D.F.,  MEXICO 

Wanted:   anesthesia  apparatus ;  e lectrocardiographs . 

CENTRAL  AMERICAN  GROUP 

Costa  Rica 

4)  Walter  Reiche,  Vice  Manager 
0.  FISCHEL  R.  Y  CIA. ,  S.A. 
Apartados  434-10174 

San  Jose,  COSTA  RICA 
TLX:  2379 

Panama 

5)  Ricardo  Rene  Candanedo,  Manager 
AGLA,  S.A. 

Aptdo.   Postal  4215  Panama  5,  PANAMA 
TLX:  2319 

Wanted:   surgeon  gloves ,  equipment ,  sutures ; 
glass  oral  _&  rectal  thermometers . 
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Panama  (cont'd) 

6)  Absalon  Rodriquez  De  Leon,  President 
ALLIED  INTERNATIONAL  PRODUCTS 

P.O.  Box  6-2520 
El  Dorado,  PANAMA 
TLX:  3010 

7)  Nuria  A.  Dominguez,  Sales  Manager 
IMPORTADORA  D.M.D.,  S.A. 
Apartado  8556,  Zone  A,  PANAMA 

8)  Rene  R.  Avila,  Vice-Presidente  Ejecutivo 
PROMED  INTERNACIONAL,  S.A. 

Apartado  6281  Panama  5,  PANAMA 
TLX:  3431 

9)  C.  Sanchez,  President 
ROMED  INTERNATIONAL,  S.A. 
Apartado  6281 

Panama  5,  PANAMA 
TLX:  3431 

Honduras 

10)  J.B.  Handel  B.,  Director 
REPRESENTACIONES  HANDAL ' S  S.  DE  R.L. 
Apartado  Postal  No.  5 
Tegucigalpa,  D.C.,  HONDURAS 

TLX:  1364 

CARIBBEAN  GROUP 
Trinidad 

11)  Dr.  D.  McDavidson,  Director 
P.O.  Box  1283 

Port  of  Spain,  TRINIDAD 
Wanted:   joint  ventures . 

West  Indies 

12)  Bernard  J.  March,  Director 
DISPOSABLES  LTD. 

66  1/2  Half  Way  Tree  Road 

Kingston  10,  WEST  INDIES 

Wanted:   delivery  beds ;  glucometers ;  flame  photometers 
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SOUTH  AMERICAN  GROUP 
Colombia 

13)  H.F.  Pinzon,  Director 
REPRESENTACIONES  CAPITAL  LTDA. 
Carrera  13,  No.  27.00,  Oficina  914 
Bogota,  COLOMBIA 

TLX:  42021 

Venezuela 

14)  Ing.  Alessandro  Garino,  President 
ALPI  INGENERIA  DE  SISTEMAS,  C.A. 
Apartado  Postal  68359 

Caracas,  VENEZUELA 
TLX:  24416 

15)  Constantme  Traicovich,  President 
FABRICAS  QUIMICAS  AYACUCHO  C.A. 
Edif.  Santiago  De  Leon,  Oficina  81 
Av.  Casanova,  Sabana  Grande 
Caracas,  VENEZUELA 

Peru 

16)  Pedro  Minetti,  Assistant  Manager 
AHSECO  PERU  S.A. 

P.O.  Box:  Apartado  4438 
Lima,  PERU 
TLX:  25742 

Bolivia 

17)  Jose  E.  Hereida  M. ,  Director 
AMERICAN  OVERSEAS  TRADING 
P.O.  Box  5276 

Santa  Cruz,  BOLIVIA 

18)  Rene  Parrado  Soliz,  Director 
REIMPEX 

Edificio  Petrolero,  Piso  9,  Of.  3 
Av.  16  De  Julio  1616,  P.O.  Box  6128 
La  Paz,  BOLIVIA 


3  medical 


124 


MEDICAL- SURGICAL  INSTRUMENTS  &  SUPPLIES 


Argentina 

19)  Managing  Director 

AVEDIS  DE  OHANESSIAN  HNOS . ,  S.A. 
Lafuente  1175,  ARGENTINA 

SCANDINAVIAN  GROUP 

Sweden 

20)  Jan  Petterson,  Director 
BERGMAN  &  BEVING  AB 
Box  10024 

100  55  Stockholm,  SWEDEN 

21)  Steffan  Bengtsson,  Marketing  Manager 
LIC  MEDICAL 

S-171  83  Solna,  SWEDEN 
TLX:  173  72 

Norway 

22)  Ole  J.  Nilsen,  Managing  Director 
KEBO  LABS  A/S 

Postboks  64 

2013  Skjetten,  NORWAY 

TLX:  76229 

Finland 

23)  Kari  Sora,  Department  Manager 
CHRISTIAN  NISSEN/BERNER  LTD. 
Elimaenkatu  20 

00510  Helsinki,  FINLAND 

Wanted:   medical  lasers ;  evoked  potential  and 
bra in -mapping  equipment . 

24)  Pentti  Hyvonen,  Deputy  Managing  Director 
ORIOLA  OY 

P.O.  Box  8 

02101  Espoo  10,  FINLAND 

TLX:  12-1631 


4  medical 


125 


MEDICAL-SURGICAL  INSTRUMENTS  &  SUPPLIES 


MAIN  EUROPEAN  GROUP 
United  Kingdom 

25)  M.A.E.  Johnson,  Product /Applications  Manager 
KeyMed  INDUSTRIAL 

KeyMed  House,  Stock  Road 
Southend-on-Sea,  Essex  SS2  5QH 
UNITED  KINGDOM 
TLX:  995283 

Ireland 

26)  P.J.  Cahir,  President 
P.J.  CAHIR  COMPANY 

27  College  Park 
Terenure-Dublm  6,  IRELAND 

Spain 

27)  Antonio  Matachana,  President 
ANTONIO  MATACHANA,  S.A. 

Via  Augusta  11 

08006  Barcelona,  SPAIN 

28)  M.A.  Perez  Bardon,  Development  Manager 
HUCOA  ERLOSS,  S.A. 

Paseo  De  la  Castellana  241 
28046-Madrid,  SPAIN 
TLX:  23655 

29)  Miguel  Lopez,  Director 
INVESTIGACION  TECNICA  INDUSTRIAL,  S.A. 
Almana,  110  ( Esquma  Juan  XXIII) 
28040  Madrid,  SPAIN 

TLX:  43224 

30)  Placido  Gato,  Director 
REGO  &  CIA. ,  S.A. 
C/San  Romualdo  n1  26 
Madrid  17,  SPAIN 
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Portugal 

31)     Managing  Director 
ALVES  &  CA. 
Largo  do  Chiado,  12-1 
1200  Lisboa,  PORTUGAL 
TLX:  14826 


32 )  Managing  Director 
MULTIRADIX  S.A.R.L. 

Rua  Marques  De  Fronteira,  111 
R/C.-D.  e  ESQ.  113-A-B 
1000  Lisboa,  PORTUGAL 
TLX:  13  454 

33)  Eugenio  B.  Nunes,  Marketing  Director 
ROCHA  NEVES,  LDA. 

Rua  Passos  Manuel  67-A 
1100  Lisbon,  PORTUGAL 
TLX:  14838 

34)  G.  Saldanha  Da  Gama,  Director 
SOCIEDADE  DE  GASES  E  PRODUCTOS  QUIMICOS 
A.  Infante  D.  Henrique-CABO  RUIVO 

POB:  21121 

1128  Lisbon  CODEX,  PORTUGAL 

TLX:  16517 

France 

35)  Mr.  Lagarde ,  Commercial  Manager 
L.T.A.  INDUSTRIES 

3,  Boulevard  Malesherees 
75008  Paris,  FRANCE 

36)  J.F.  Mollard  MD,  Scientific  Director 
R.  DELHOMME  ET  CIE 

32  Av.  de  St-Mande 

B.P.  35 

75562  Paris  CEDEX  12,  FRANCE 

TLX:  670652 

Wanted:  instrumentation  for:  clinical  chemistry; 

hematology;  bacteriology;  respiratory 

therapy;  and  cardiology. 
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France  ( cont ' d ) 

37)  Daniel  Lombardi,  President 
S.A.  TOURY 

92,  Rue  Victor  Hugo 

94200  Ivry-sur-Seine ,  FRANCE 

38)  Michel  Delloue,  Commercial  Manager 
SOCIETE  ROBERT  &  CARRIERE 

9  Bis,  Ave.  Maurice  Ravel 

92160  Antony,  FRANCE 

Wanted:   medical  &  bilogical  counting  systems  for  in 
vivo  counting ;  diagnostic  apparatus ;  blood 
pressure  apparatus ;  otoscopes  ;  x-ray 
equip . ;  electrocardiographs . 

Italy 

39)  Piero  Artom,  Commercial  Manager 
BAIF  INTERNATIONAL  PRODUCTS  S.N.C. 
Via  G.  Alessi  1/5A 

L6128  Genoa,  ITALY 
TLX:  275851 

40)  The  Managing  Director 
CHIRUGICA 

4 ,  Via  Russo 

40068  San  Lazzaro  di  Savena  (BO),  ITALY 

TLX:  511880 

Wanted:   high-power  electrosurgical  units , 

fully  transistorized  with  monopolar- 
bipolar-micro bipolar  capabilities  for 
cuts  and  coagulation . 

41)  G.P.  Frigerio,  Marketing  Manager 
COMESA  S.P.A.  -  MILANO 

Via  Fogazzaro  36 
20135  Milano,  ITALY 
TLX:  326812 

42)  L.F.  Ciceri,  VP/Marketing 
EUROSPITAL  PHARMA 

Via  Flavia  122 

34147  Trieste,  ITALY 

TLX:  460305 
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Italy  (cont'd) 

43)  Franco  Aiolfi,  President 
GRUPPO  FLOW 

Via  Lambro  23/25 

20090  Opera  (MI ) ,  ITALY 

TLX:  32002671 

44)  P.I.  Lomazzi,  Group  Business  Director 
KONTRON  INSTRUMENTS 

Via  G.  Fantoli,  16/15 
20138  Milano,  ITALY 
TLX:  312288 

45)  The  Managing  Director 
PHARMACHIM  ENGINEERING  SF 
9  Via  Appian 

20121  Milano,  ITALY 
TLX:  324205 

Netherlands 

46)  M.F.  de  Vlieger,  Managing  Director 
DRAGER  NEDERLAND  B.V. 
Edisonstraat  53 

Postbus  310 

2700  AH  Zoietermeer,  THE  NETHERLANDS 
TLX:  32522 

Wanted:   laboratory  and  electronic  medical 
monitoring  equipment . 

47)  Irwan  Rachman,  Marketing  Director 
COPHARM 

Postbus  2 

1390  AA  Abcoude,  THE  NETHERLANDS 
Wanted:   products  used  in  the  operating' and 
sterilization  areas . 

48)  A.G.M.  Kok,  Department  Head 
LAMERIS  INSTRUMENTEN  B.V. 
Biltstraat  449 

3572  AW  Utrecht,  THE  NETHERLANDS 
TLX:  47383 

49)  Ing.  B.K.  Portanje,  President 
PORTANJE  MEDISCHE  ELEKTRONIKA  B.V. 
Postbus  10 

3980  CA  Bunnik,  THE  NETHERLANDS 
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Netherlands  (cont'd) 

50)  D.J.  Bal,  Commerciasl  Vice  President 
STOPLER  INSTRUMENTEN  &  APPARATEN  B.V. 
St.  Laurensdreef  22 

Postbus  2445 

3500  GK  Utrecht,  THE  NETHERLANDS 

TLX:  47055 

Wanted:   cardiovascular  equipment ;  oxygenators ; 

ENT  surgery,  neurosurgery,  and  maxillio 

facial  surgery  equipment . 

Belgium 

51)  Jose  M.  Polis,  General  Manager 
DECKERS,  N.V. 
Interleuveniaan  12 

B-3030  Heverlee/Leuven,  BELGIUM 

52)  R.  Mellaerts,  Director 
E.  FUETER  &  CO. 
Avenue  Louise,  263 
1050  Bruxelles,  BELGIUM 

53)  J.  Alexander,  Deputy  Sales  Manager 
HOSPITHERA 

Rue  Emile  Feron  70 

1060  Bruxelles,  BELGIUM 

Federal  Republic  of  Germany 

54)  ppa.  G.  Dissenbacher  &  Renate  Harden 
Managing  Directors 

CARL  A.  HOYER  GMBH 
Parkallee  44 

D-2800  Bremen  1,  FEDERAL  REPUBLIC  OF  GERMANY 
TLX:  246572 

Wanted:   equipment  for ;  cardiology;  anesthesia; 
intensive  care ;  surgery. 

55)  A.  Strosberg,  Director 

GKF  -  GES.  F.  KRANKENHAUSBEDARF  MBH 

Burgbongurt  31 

D-4050  Moenchengladbach  3,  FEDERAL  REPUBLIC  OF  GERMANY 

TLX:  8529248 

Wanted:   surgical  disposables . 
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Federal  Republic  of  Germany  (cont'd) 

56)  Wolfgang  Brauer,  Manager 

MEDAP  MEDIZINISCHE  APPARATE  GMBH 
Daimlerstrasse  20 
D-6380  Bad  Homburg  1 
FEDERAL  REPUBLIC  OF  GERMANY 

57)  Dieter  Voelker,  President 
M.I.V.  VOELKER  GMBH 
Ulzburger  Strasse  476 

D-2000  Norderstedt,  FEDERAL  REPUBLIC  OF  GERMANY 
Wanted:   breathing  devices ;  emergency  and 

rescue  equipment  used  by  paramedics  or 

in  emergency  rooms . 

58)  i.A.  Richard  Stern,  President 
SCIENCE  PRODUCTS  TRADING  CO.  GMBH 
Gunthersburgallee  8 

6000  Frankfurt  1,  FEDERAL  REPUBLIC  OF  GERMANY 
Wanted:   basic  medical  research  instrumentation 


59)  H.M.  Weidmann,  Director 
STERIMED 

Fasanenweg  13-17 

Postfach  215 

6600  Saarbrucken  3,  FEDERAL  REPUBLIC  OF  GERMANY 

TLX:  4  421  420 

Wanted:   disposables . 

Austria 

60)  Prok  N.  Hammer,  President 
'HAMCO'  GEORG  HAMBURGER  U.  CO.  KG. 
Oeverseestrasse  37 

A-1150  Vienna,  AUSTRIA 

TLX:  132109 

Wanted:   cross  flow  filtration  ( for  blood 

plasma  filtration  in  pharmacy) . 

61)  Terence  Ch.  Zygelman,  President 
32  ELECTRONICS 
Faberstrasse  29G 

A-6230  Brixlegg,  AUSTRIA 

Wanted:   medical  electronics/lasers. 
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Switzerland 

62)  A.  Bollinger,  President 
A.  BOLLINGER  A.G. 
Forchstrasse  4 

CH-861  Uster,  SWITZERLAND 
TLX:  57  769 

63)  Adolf  Bucher,  President 
BIEBER  REHAB  A.G. 
Lorrainestrasse  52 
CH-3000  Bern  11,  SWITZERLAND 
TLX:  912  33u 

Wanted:   therapy  &_  rehabilitation  products . 

64)  Donald  Utrcska,  Director 
DUMARK,  SA 

Ave  du  Village 

1295  Nies,  SWITZERLAND 

65)  Ernst  K.  Blatter,  President 
E.  BLATTER  &  CO. ,  INC. 
POB:  566 

8038  Zurich,  SWITZERLAND 

TLX:  58867 

Wanted:   rehabilitation  equipment . 

66)  Edgar  Pilger,  President 

EDGAR  PILGER  ING.  BURO  FUR  MEDIZINISCHE  ELEKTRONIK 

Frongartenstrasse  16 

CH-9000  St.  Gallen,  SWITZERLAND 

TLX:  071-22  30  16 

67)  Hugo  K.  Frei,  President 
FREBAG  AG 

Postfach  230 

Waldmatstrasse  2 

CH-8135  Langnau  a. A.,  SWITZERLAND 

Wanted:   medical  lasers . 

68)  Joseph  Schweiger,  Director 
UNIGRAPHICA  AG 
Heligkreuz  28 

FL-9490  Vaduz,  Principality  of  Lichtenstein 

SWITZERLAND 

TLX:  88  92  73 
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Switzerland  (cont'd) 


69)     Dr.  Beat  Ineichen,  Marketing  Manager 
W.  STOLZ  AG 
Taf ernstrasse  15 

5405  Baden-Dattwil,  SWITZERLAND 
TLX:  82  50  88 
Wanted:   medical  lasers . 

CMEA  GROUP  (EAST  EUROPE) 

Czechoslovakia 

70  )     Managing  Director 
CHIRANA 

Vrbovska  cesta  2 
921  75  Piestany,  CZECHOSLOVAKIA 

71)  Vaclav  Klecka,  Division  Director 
PHOENIX  PRAHA  AB 

Sadova  11 

701  00  Ostrava  1,  CZECHOSLOVAKIA 

TLX:  52504 

72)  J.  Dvorzak,  Manager 
ZENIT  PRAHA 

Na  Strzi  63 

140  62  Praha  4,  CZECHOSLOVAKIA 

TLX:  121900 

Hungary 

73)  Sandor  Kadar,  Director 
MTESZ 

Kossuth  Lajoos  ter.  6-8 
Budapest-1055,  HUNGARY 

OTHER  EUROPE  GROUP 

Greece 

74)  Demetrios  Matsias,  Sales  Manager 
ANEX-GREECE 

POB:  8  3  59 

Omoma-Athens,  GREECE 
TLX:  219809 
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Greece  ( cont ' d ) 

75)  Ath.  Trochalitis,  Director 
BIOFORMA  SA. 

124  Kifisias  Ave 
Athens  11526,  GREECE 
TLX:  216014 

76)  Mrs.  Olga  Tsolaki,  Managing  Director 
NICOS  ATH.  PAPAPOSTOLOU  LTD. 

45,  Pr.  Nicolau  St. 
Thessolomki  353,  GREECE 
TLX:  (041)  315 
Wanted:   medical  lasers . 

77)  Mrs.  M.  Ghikas,  Managing  Director 
OPTICA 

25,  Smolensky  St. 

GR-114  73  Athens,  GREECE 

TLX:  214979 

Turkey 

78)  Enis  Tulca,  Managing  Director 
CAVIT  TULCA 

POB:  174  Besiktas 
Isatnbul,  TURKEY 

79)  Ahmet  Sirra  Erdemir,  Managing  Director 
TEKNIM 

Teknim  Bldg.,  Iran  Caddesi  No.  7 
Kavaklidere,  Ankara,  TURKEY 
TLX:  42155A 

MIDDLE  EAST  GROUP 

Israel 

80)  A.  Gazit,  Joint  Managing  Director 
AMOS  &  YEHUDA  GAZIT  LTD. 

29,  Carlebach  St. 
POB:  20321 

Tel  Aviv  61202,  ISRAEL 
TLX:  341377 
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Israel  (cont'd) 

81)  S.W.  Glassner,  Manager 
C.T.S.  LIMITED 

POB:  10 

Tel  Aviv  6100,  ISRAEL 

82)  Lior  Varshavsky,  President 
EALY  HOLDINGS  LTD. 

POB:  32213 

Tel  Aviv,  ISRAEL 

83)  M.  Rosenzweig,  Director 
ELECTROSIGNAL 

42  Geula  St. 

Tel  Aviv,  ISRAEL 

TLX:  361461 

Wanted:   oxygen  regulators  and  concentrators 

84)  H.H.  Aldor,  Director 
LEVANT  X-RAY  LTD. 
POB:  400 

Herliye  46103,  ISRAEL 
TLX:  34954 

85)  Gabriel  Fischer,  Director 
MEDI-FISCHER  ENGINEERING  LTD. 
POB:  1123 

Tel  Aviv  61111,  ISRAEL 
TLX:  341667 

86)  Zvi  Berovits,  Director 
MTI  ENGINEERING  LTD. 
182,  Ben  Yehuda  St. 
POB :  16  34  9 

Tel  Aviv  61162,  ISRAEL 
TLX:  342200 

87)  Ms.  A.  Yael,  Director 
H.G.  POLLAK  LTD. 

2,  Kaufman  St.;  POB:  50355 
Tel  Aviv  68012,  ISRAEL 
TLX:  32371 

88)  Avraham  Jaeger,  Director 
YAGEV  LTD. 

POB:  15 

Ramat  Hasharon  47100,  ISRAEL 

TLX:  342444 
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Jordan 

89)  Rafiq  G.  Khoury,  Director/Medical  &  Surgical  Dept 
G.M.  KHOURY 

POB:  306 
Amman,  JORDAN 
TLX:  21603 

Kuwait 

90)  Abdulla  Mohammed  Al  Khulaifi,  Director 
ABDULLA  MOHAMMED  AL  KULAIFI  CO. 

POB:  3454-13035,  Safat 

KUWAIT 

TLX:  22843 

91)  The  Managing  Director 
ABDULMAJEED  AL-GHARABALLY  &  CO. 
POB:  101,  Safat 

KUWAIT 
TLX:  22075 

92)  Jaber  Eid  Al  Ali,  General  Manager 
AL-JALEEB  GENERAL  TRADING  CO. 
POB:  23037,  Safat 

KUWAIT 

93)  Dr.  Mohamed  Sabawi,  Deputy  Managing  Director 
AL-SABAH  &  SABAWI  CO.  W.L.L. 

POB:  23909,  Safat 

KUWAIT 

TLX:  22630 

94)  Husam  Zayed,  Sales  Manager 
FADDAN  CO.  W.L.L. 

POB:  5874,  Safat 

KUWAIT 

TLX:  22485 

Saudi  Arabia 

95)  Dr.  M.  Bahy  Ayoub,  President 
AL-NAHIR  EST. 

POB:  3395 

Riyadh,  SAUDI  ARABIA 

TLX:  4  02  08  3 

Wanted:   diagnostic  reagents  for  blood  banks . 
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Saudi  Arabia  ( cont ' d ) 

96)  Mirza  Zahid  Ali  Baiq,  Marketing  Manager 
AL-ZAID  EST. 

POB:  88315 

Riyadh  11662,  SAUDI  ARABIA 

TLX:  4  0  6924 

97)  Managing  Director 
TERYAK  COMPANY 
POB:  55889 

Riyadh  11544,  SAUDI  ARABIA 

Lebanon 

98)  Mr.  M.A.  Fanous ,  Director 
OMAR  FANOUS  &  SONS  EST. 
POB:  11-3130 

Beirut,  LEBANON 
TLX:  43002 

NORTH  AFRICA  GROUP 

Morocco 

99)  Jamil  Bouhlal,  President 
CHIMICOLOR 

Sahat  Dakar 
Casablanca,  MOROCCO 
TLX:  23079 

100)  Jamil  Bouhlal,  President 
CHIMILABO 

193,  Avenue  De  L'Armee  Royale 
Casablanca,  MOROCCO 
TLX:  21748 

101)  Antoine  Gallago,  Manager 
C.H.O.B. 

16,  Rue  De  Vesoul 
Casablanca,  MOROCCO 
TLX:  23770 

102)  Menahem  Murciano,  Manager 
CLINICA 

6  Rue  Caporal  Gastous 
Casablanca,  MOROCCO 
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Morocco  (cont'd) 

103)  Paul  Butaye,  Director 
COGEDIR 

B.P.  156,  51  Rue  D'Agadir 
Casablanca,  MOROCCO 
TLX:  27737 

104)  Hubert  Astruc,  Manager 
ETABLISSEMENTS  GERMAIN  BOYER 
103  Blvd  Moulay  Youssef 
Casablanca,  MOROCCO 

TLX:  23669 

105)  Mohamed  Baby-Berrada ,  President 
INDUSTRIE  HOSPITALIERE 

44,  3d  Rachidi 
Casablanca,  MOROCCO 
TLX:  22826 

106)  Dr.  Abdelmalek  Belkhayat,  Manager 
MINHOL 

118,  Rue  De  Tours 
Casablanca,  MOROCCO 
TLX:  22826 

107)  Jean  Claude  Frendo,  Director 
SANASH 

7  Rue  De  Pont-A-Mousson 
Casablanca,  MOROCCO 
TLX:  24887 

108)  Jean-Marie  Heissat,  Director 
SMOA 

80  Route  Des  Ouled-Ziane  B.P.  2216 
Casablanca,  MOROCCO 
TLX:  2177  5 

109)  Mohamed  Benglilou,  President 
SODIMAP 

18,  Bd.  Hassan  Seghir 
Casablanca,  MOROCCO 
TLX:  23685 
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Morocco  ( cont ' d ) 

110)  Said  Bougraine,  Director 
SUD-MEDICAL 

74,  Rue  De  Fourat ,  Maarif 
Casablanca,  MOROCCO 

111)  Abdelkrim  Lahlou,  President 
TECHNICA 

18,  Rue  Mezergues 
Casablanca,  MOROCCO 
TLX:  23602 

112)  Michel  Salas ,  Director 
TELECMA 

99  Blvd.  D'Ou]da 
Casablanca,  MOROCCO 
TLX:  24752 

Tunisia 

113)  Amor  Checia,  Chairman 

SOCIETE  D' APPAREILLAGE  MEDICAL  ET  HOSPITALIER  SAMOS 
9,  Avenue  Khereddinne  Pacha 
B.P.  No.  7  Tunis-Belvedere 
1012  Tunis,  TUNISIA 
TLX:  12523 

Egypt 

114)  Mohamed  Nosseir,  Chairman 
ALKAN  LTD. 

2,  El  Messaha  Square,  Dokki,  Giza 
Cairo,  EGYPT 
TLX:  93644 

115)  M.  Shafik  Gabor,  Director 
ARTOC  SUEZ  TRADING  CO. 

15  Giza  St;  POB:  1666 

Post  Code  11511  Cairo,  EGYPT 

TLX:  23573 

116)  Dr.  Abdallah  Debakey,  Director 
DEBAKEY  BROTHERS  CO. 

13,  Ghornata  St.,  Roxy,  Heliopolis 
Cairo,  EGYPT 
TLX:  94256 
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Egypt  (cont'd) 

117)  Dr.  Moahamed  Debakey,  Director 
EASTERN  TRADING  &  SUPPLY  CO. 
30  Anas  Ebri  Malek  St.,  Agouz 
Cairo,  EGYPT 

TLX:  92764 

118)  Fayez  Guindy,  Managing  Director 
EGYPTIAN  ENGINEERING  &  INDUSTRIAL  OFFICE 
POB:  1613  (18  Hoda  Shaarawi  St) 

Cairo,  EGYPT 
TLX:  92693 

119)  Dr.  Ihab  El  Ayouti,  General  Manager 
IMS 

32  Tag  El  Dm  El  Soboki  St.  Ard  El  Golf  Heliopolis 
Cairo,  EGYPT 
TLX:  92483 

120)  Mohamed  Nagui,  Director 

OPTICAL  &  SCIENTIFIC  CO.  "OPTOSCIENT" 
POB:  200;  10,  26  July  St. 
Cairo,  EGYPT 
TLX:  93606 

121)  Mohamed  Shawki  Mohsen,  Chairman 
SEPEI  LTD. 

30,  Abdel  Rahim  Sabri  St.,  Dokki 
Cairo,  EGYPT 
TLX:  92598 

122)  Yousri  A.  Soudodi,  Manager 
SUELCOM 

POB:  582;  13  Chamber  of  Commerce  St. 
Alexandria,  EGYPT 
TLX:  54477 

123)  Ala  Zahran,  Chairman 
ZAHRAN  ENGINEERING  CO. 

14  May  Street,  Smouha 
Alexandria,  EGYPT 
TLX:  54154 

124  )    Dr.  Fathy  Zein 
ZEINSON  COMPANY 

15  Bam  Akil  St.;  Saraya  El  Kuba 
Cairo,  EGYPT 

TLX:  03031 
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Sudan 

125)  John  N.  Sitinas,  Chairman 
ATLAS  TRADING  COMPANY  LTD. 
POB:  1024 

Khartoum,  SUDAN 
TLX:  289 

126)  Dr.  Yousif  Bassili,  Director 
CHEMICO  ENTERPRISES 

POB:  217  7 
Khartoum,  SUDAN 
TLX:  22626 

ASIAN  SUB-CONTINENT  GROUP 

India 

127)  Romesh  Kumar,  President 
INDE  ASSOCIATES 

POB:  60  36 

202  Vikram  Tower,  Rajendra  Place 
New  Deihi-110008,  INDIA 
TLX:  031-62126 

Wanted:   NMR  units  for  body  scanning,  echography, 
ultrasonography;  therapy  units . 

128)  R.  Muarlidharan ,  Manager 
SYSTRONICS 

89-92  Naroda  Industrial  Area 
Dist.  Ahmedabad,  INDIA 
TLX:  0121  386 

Pakistan 

129)  Sajid  Khan,  Senior  Executive 
AZAM  CORPORATION 

26,  Shaheed-e-Millat  Road 

Karachi-5 

POB:  3509,  PAKISTAN 

TLX:  412412 

130)  Jamel  A.  Mehboob,  Director 
SAQQAF  ENTERPRISES 

POB:  10  39  2 
Karachi-2,  PAKISTAN 
TLX:  24308 
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SOUTHEAST  ASIAN  GROUP 
Thailand 

131)  Phaison  Bulpankdi,  President 
UDOM  INTERNATIONAL  CO.,  LTD. 
3  Soi  Pradit 

Surawongse  Road 
Bangkok  10500,  THAILAND 
TLX:  81022 

Malaysia 

132)  S.T.  Yang,  Manager/Medical  Instruments 
GENERAL  SCIENTIFIC  COMPANY  SDN.  BHD. 
No.  7,  Jelan  222,  46100  Petaling  Jaya 
Selangor,  MALAYSIA 

TLX:  37443 

133)  Lai  Sze  Cheak,  Executive  Director 
LAI  CHONG  MING  HOLDINGS  SDN.  BDH. 
6005  Blue  Bay  Mansion 

Jalan  Tong  Shin 

Kuala  Lumpur  05-08,  MALAYSIA 

134)  W.L.  Yeoh,  Sales  Executive 
INDUSNIAGA  (M)  SDN.  BHD. 
Lot  12-01,  12th  Floor 

Wisma  Stephens  Jalan  Raja  Chulan 
50200  Kuala  Lumpur,  MALAYSIA 
TLX:  31684 

135)  Hoe  Mun  Lin,  Dales  Manager 

SUL  SUPPLIES  (MALAYSIA)  SDN.  BHD. 

No.  71A  Jalan  Lazat  Satu 

Taman  Gembira 

POB:  3  8 

Pejabat  Pos  Jalan  Kelang  Lama 

58700  Kuala  Lumpur,  MALAYSIA 

TLX:  37148 

Singapore 

136)  Philip  Lim,  Marketing  Manager 
SIBER  HEGNER  (S.E.A.)  PTE.  LTD. 
Block  209,  Henderson  Road,  Unit  4 
Henderson  Industrial  Park 
Singapore  0315,  SINGAPORE 

TLX:  26087 
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Indonesia 

137)  Andreas  Wahyudi,  Manager 
C.V.  ARIEF 

Jl.  Moch.  Ramdhan  32 
Bandung,  INDONESIA 

138)  Mrs.  Maria  Widjaja,  Director 
P.T.  REXAFARM 

Jalan  Raya  Kebon  Jeruk  No.  10  (Batusari) 
Jakarta  Barat  11530,  INDONESIA 
TLX:  45283 

139)  Djoko  Kusumowidagdo ,  President 
P.T.  SANGA  KENCANA  INTERNATIONAL 
Arthaloka  Building,  7th  Floor 
Jin.  Jendral  Sudirman  2 
Jakarta,  P.O.  Box  4497 
INDONESIA 

TLX:  46441 

Philippine  Republic 

140)  Eduardo  R.  Turbanos ,  President 
ULTRADE,  INC. 

117  Pampano  St.,  Ph  3E1 
B-l,  L-23;  Dagat-dagatan 
Caloocan  City,  PHILIPPINES 

FAR  EAST  ASIAN  GROUP 

Korea 

141)  Chung  Hueng,  President 
OYANG  CORPORATION 

164,  Angukdong,  Chongroku 
Seoul  110,  KOREA 

142)  Ki-Woong  Sung,  President 

P.C.  INTERNATIONAL  CORPORATION 

Rm.  202,  Jeul  Bldg.,  63  Changsa-Dong 

Chongno-ku,  Seoul,  KOREA 

TLX:  29271 
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Korea  (cont'd) 

143)  Pak  Jun  Sang,  President 
SEOUL  CENTRAL  CORPORATION 
Rm.  1007,  Miwan  Bldg. 

43,  Yeduido-dong,  Youngdeungpo-ku 
Seoul  150,  KOREA 
TLX:  28796 

Hong  Kong 

144)  Attar  Koo ,  Technical  Engineer 
ADVANTEK  INTERNATIONAL  LIMITED 
Flat  B,  12/F,  Lee  May  Building 
788-790  Nathan  Road 
Kowloon,  HONG  KONG 

TLX:  38800 

145)  Allen  Yeung,  Manager 

AIRCAN  SCIENTIFIC  ENGINEERING  LTD. 

Room  701,  Shmg  Loon  Bldg.,  7/F 

24025  Stanley  Street 

HONK  KONG 

TLX:  72439 

Wanted:   diagnostic  ultrasound  equipment 

146)  Joseph  Ki,  Manager 
CHINA  TRANSFER  LIMITED 
23  Leighton  Road 

Vulcan  House  5/F.,  Room  C 
HONG  KONG 

147)  Timothy  T.M.  Cheng,  Director 
CREAMATE  CO. ,  LTD. 

Rm.  1407  Hit  Lee  Commercial  Bldg. 
30-36  Shau  Kei  Wan  Road,  HONG  KONG 
TLX:  65086 

148)  Stephen  Au,  Manager 
DASWELL  HOLDINGS  LIMITED 
9th  Floor,  Foo  Heng  Bldg. 
122-125  Queen's  Road,  Central 
HONG  KONG 

TLX:  65552 
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Hong  Kong  (cont'd) 

149)  D.O.  Tarn,  Director 
TAMEX  (HONG  KONG)  LTD. 
G.P.O.  Box  7800,  HONG  KONG 
TLX:  37033 

Wanted:   pacing  machines ,  cardiac  monitors ,  other 

cardiovascular  disposables ;  pipettes ;  chemistry 
analyzers ;  EIA  Kits ;  gamma  counters ;  gamma 
cameras . 

OCEANA  GROUP 

Australia 

150)  Les  Randell,  Managing  Director 
ANSETT  TECHNOLOGIES 

P.O.  Box  4 

Niddrie,  Victoria  3042 

AUSTRALIA 

TLX:  31157 

151)  Nick  Reid,  Managing  Director 

CROTHALL  HOSPITAL  SERVICES  ( AUST )  PTY.  LTD. 
10th  Floor,  83  Mount  Street 
North  Sydney,  NSW,  2060  AUSTRALIA 

152)  Edward  Simpkinson,  Manager 
DUPONT  (AUSTRALIA)  PTY.  LTD. 
168  Walker  St. 

North  Sydney  NSW  2060,  AUSTRALIA 

TLX:  2  0  685 

Wanted:   diagnostic  apparatus . 

AFRICAN  GROUP 

Senegal 

153)  Antoine  Raphael,  Director 
DAKAR  -  LABO 

B.P.  795  (160  Avenue  Du  President  Lamine  Gueye ) 
Dakar,  SENEGAL 
TLX:  446 
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Senegal  ( cont ' d ) 

154)    Serigne  Fall,  Chairman 
INTER  INVESTISSEMENTS 

B.P.  1543  (7  Rue  Masclary  X  Allees  Canard) 
Dakar,  SENEGAL 
TLX:  3145 

156)  Dr.  Omar  Badji,  Director 

SOCIETE  POUR  LA  PROMOTION  DE  L ' ELEVAGE  EN  AFRIQUE 
B.P.  1538  (41  Rue  Carnot ) 
Dakar,  SENEGAL 

Sierra  Leone 

157)  F.E.D.  Cline-Thomas ,  Director 
SCI-TECH  LTD. 

POB:  1176;  1  Bathurst  St. 
Freetown,  SIERRA  LEONE 
TLX:  3296 

Ivory  Coast 

158)  Lalagues  Paul,  President 

S.I.V.D.A. 

131,  Boulevard  De  Marseille 

01  Bp.  1753 

Abidjan  01,  IVORY  COAST 

TLX:  3621 

Ghana 

159)  Kassem  Akil  Issa,  Director 
ENGINEERING  DEVELOPMENT  CO.  LTD.  ( ENDECO  ) 
Kimberley  Avenue;  POB:  2165 

Accra,  GHANA 

160)  Nat.  0.  Afadie,  Director 
PRO-CON  LTD. 

POB:  1404  (Al-40  Community  8) 
Tema,  GHANA 

Nigeria 

161)  G.  Eleonu,  Director 
CHEMEX  (NIGERIA)  LIMITED 
POB:  808;  169  Ikwerre  Road 
Port  Harcourt,  NIGERIA 
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Nigeria 

162)  A.O.  Durotoye,  Manager 

DATEL  MEDICAL  &  SCIENTIFIC  INSTRUMENTS  COMPANY 
POB:  7840;  Secretariat  Post  Office 
Ibadan,  Oyo  State,  NIGERIA 
TLX:  20311 

163)  Emerson  U.  Udobong,  Director 
EMERCHANTILE  INDUSTRIES  (NIG.)  LTD. 
119  Oron  Road;  P.M.B.  1192 

Uyo,  Cross  River  State,  NIGERIA 

164)  Moazulike  Amechi,  Director 
IKECHE  &  TAVIK  LTD. 

Amine  Industrial  Estate,  POB:  23 
Ukpor,  Anambra  State,  NIGERIA 

165)  Alhaji  M.T.  Bello,  Chairman 
KUFENA  TRADING  COMPANY  LTD. 

No.  1,  Old  Motor  Park,  Main  St.,  POB:  369 
Zaria,  Kaduna  State,  NIGERIA 


16.6)    S.A.  Ayansina,  Managing  Director 
LABSENCO  NIGERIA  LTD. 
Science  House 
Km.  8  Old  Lagos  Road 
POB:  3178 

Mapo-Hill,  Ibadan,  NIGERIA 
TLX:  31153 

167)  Namnso  Etuk,  Director 
MANSFIELD  NIGERIA  LTD. 
15  Itu  Street;  POB:  646 
Calabar,  NIGERIA 

168)  Pius  N.  Maduchukwun,  President 
MIEPROHASON  TRADING  COMPANY 

20  William  Street,  POB:  811 
Lagos,  NIGERIA 

169)  Alhaji  D.  Mohammed,  General  Manager 
NIGERIA  NATIONAL  SUPPLY  CO.  LTD. 

P.M.B.  12662  Apapa,  29  Burma  Road,  Apapa  Lagos 
Lagos,  NIGERIA 
TLX:  21560 
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Nigeria  (cont'd) 

170)  Dr.  A.O.  Sogbesan,  Director 
PHARMO-STERILE  PRODUCTS  LTD. 
132,  Obafemi  Awolowo  Way 
Ikeja,  POB:  7909,  Lagos 
Lagos  State,  NIGERIA 

TLX:  20117 

171)  Unwana  B.  Imoh,  President 
SCIENTIFIC  APPARATUS  MART  LIMITED 
P.M.B.  1043;  Uyo,  Cross  River  State 
NIGERIA 

Zaire 

172)  Paul  Sieber,  Manager 
DESCO  S.P.R.L. 

B.P.  8396;  Avenue  Ipenge ,  Building  Moanda 
Gombe ,  Kinshasa 
Kinshasa  1,  ZAIRE 
TLX:  21222 

173)  Clovis  J.  Fays,  Director 
INTER-I.P.T.C. 

B.P.  8922  Avenue  Uvira  No.  660  Kinshasa/Gombe 
Kinshasa  I,  ZAIRE 
TLX:  21211 

174)  Andre  Verdoodt ,  Manager 
KIN  MEDICAL 

5  3  Avenue  Tombalbaye 
B.P.  13196  Kin  I  Kinshasa 
Kinshasa,  ZAIRE 
TLX:  21587 

Z  imbabwe 

175)  Frank  J.  Mills,  Executive  Officer 
3M  ZIMBABWE  (PVT.)  LTD. 

PO  Box  Ay  64 

Amby,  Harare,  ZIMBABWE 

TLX:  4597 

176)  D.R.  Meyer,  Manager 
ESCHMANN  ZIMBABWE  (PVT.)  LTD. 

POB:  2918  (St.  Andrews  House,  40  Samora  Machel  Ave) 
Salisbury,  ZIMBABWE 
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Z  imbabve  ( cont ' d ) 

177)  J.H.  Parrott,  Director 

MCDONALD  MEDICAL  &  DENTAL  SUPPLIES  ( PVT . )  LTD 
POB:  3590 
Harare,  ZIMBABWE 
TLX:  4224 

178)  John  Coles,  Managing  Director 
PROTEA  MEDICAL  SERVICES  (PVT.)  LTD. 
POB:  2766 

Harare,  ZIMBABWE 
TLX:  4102 

179)  B.  Wilkins,  Chief  Buyer 
FLEXIBLE  PACKAGING  (PVT.)  LTD. 
P.O.  Box  8008 

Belmont,  Bulawayo,  ZIMBABWE 
TLX:  3138 

Ethiopia 

180)  Captain  Hailu  Kebede ,  Director  General 
CENTRAL  MEDICAL  STORES  CORPORATION 
POB:  9  76 

Addis  Ababa,  ETHIOPIA 

181)  Hussien  Mustafa,  General  Manager 
CENTRAL  SURGICAL  DEPOT 

POB:  16 

Addis  Ababa,  ETHIOPIA 

182)  Begashw  Abebe ,  Manager 
ETHIO  PEST  CONTROL  PVT.  LTD. 
POPB:  5020 

Addis  Ababa,  ETHIOPIA 

183)  Janne  Olson,  Manager 
FREXPO  PRIVATE  LTD.  CO. 
POB:  56  31 

Addis  Ababa,  ETHIOPIA 
TLX:  21271 

184)  Tilahun  Lulseged,  Manager 
KARL  POLLAK 

POB:  5  576 

Addis  Ababa,  ETHIOPIA 
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Kenya 

185)  A.J.  Kimatrai,  Director 
LABOMET  LIMITED 

Moi  Avenue,  POB :  40874 
Nairobi,  KENYA 
TLX:  22419 

186)  S.M.  Kambo,  Director 
UNIMARK 

POB:  22200 

Nairobi,  KENYA 

Wanted:   medical  electronics ;  laboratory  incubators ; 

cardio-pulmmary  equipment ;  anesthetic  machines  ; 

ICU  machines . 

Zambia 

187)  M.H.  Kabondo,  Manager 

HUSSA  IMPORTERS  OF  ZAMBIA  LTD. 

POB:  50575  (8484  Hussa  House,  Lumumba  Road) 

Lusaka,  ZAMBIA 

TLX:  43860 

188)  M.  Tembo,  Director 
NATIONAL  DRUG  COMPANY  LTD. 
POB:  31343  Freedom  Way 
Lusaka,  ZAMBIA 

TLX:  45780 

Liberia 

189)  Jacob  N.  Cisco,  Director 
NATIONAL  MEDICAL  SUPPLY  DEPOT 
POB:  7  9 

Monrovia,  LIBERIA 

190)  Jittu  Sarna,  Director 

PAN  AFRICAN  CHEMICALS  CORPORATION 
POB:  2014;  Randall  Street 
Monrovia,  LIBERIA 
TLX:  4302 
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CZECH 


Reditel    podniku 


Vazeny  pane  fediteli, 

Ve  stale  Massachusetts  byl  nedavno  vytvofen  Vijbor  Mezinarodniho  Obchodu 
a  Investice,  jehoz  ucelem  je  podporovat  rozvoj  obchodu,  investice,  ziske- 
vani  licenci  a  podnecovani  vzajemne  spoluprace 

V  teto  souvislosti  si  nase  spolecnost  vytvorila  prime  a  caste,  to  jest  na 
denni  bazi,  pracovnf  kontakty  s  massachusettskyrm  obchodnimi  spolecno- 
stmi,  ktere  maji  zajem  vyvazet  sve  vyrobky  do  vasi  zeme.  Tyto  produkty 
zahrnuji:  ELEKTRONICKE  A  OPTICKO-ELEKTRONICKE  (FIBR  OPTIKA/LASERY) 
SOUCASTKY,  TESTOVA,  MERICI  A  VYROBNI  ZARiZENI,  VEDECKE  PRl'STROJE, 
PRISTROJE  PRO  KONTROLNI  PROCESY,  TELEKOMUNIKACNI  PRISTROJE  A 
LEKARSKE  PRISTROJE,  POCITACE,  PERIFERALNI  &  UDAJOVE  TRANSMISIVNI 
PRl'STROJE   A   SOFWAROVE  PROGRAMOVE   SOUCASTKY. 

V  pripade,  ze  mate  zajem  o  tyto  produkty,  bud'te  tak  laskav  a  sdelte  nam 
vase  specificke  pozadavky,  ktere  my  predame  dotycnym  massachusettskym 
obchodnim  spolecnostem.  Ujistujeme  vas,  ze  vase  zadost  bude  vyrfzena 
bez  prodleni.  Veskere  tiskoviny  tykajici  se  vQrobku,  o  ktere  mate  zajem, 
vcetne  cenovych  katalogu  a  tiskovin  s  podrobnymi  informacemi,  vam  budou 
zaslany  na  pozadani. 

S  pranim  vseho  nejlepsiho  pro  vzajemne  plodnou  spolupraci. 

S  pozdravem 


Myron  J.  Ricci 
Reditel 
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FRENCH 


Monsieur , 

La  Legislature  du  Massachusetts  a  cree  le  "Committee 
on  International  Trade  and  Investment"  (Comite  pour  le 
Commerce  International  et  pour  1 ' Investissement )  afin 
d'encourager  les  relations  commerciales ,  les  investissements ,  les 
conditions  d ' autorisation  de  licenses,  la  coparticipat ion  dans 
les  entreprises  par  les  industries  de  haute  technologie  en  renom 
au  Massachusetts. 

Dans  ce  but,  nous  avons  etabli  d'etroites  relations 
d'affaires  avec  des  compagnies  du  Massachusetts  qui 
souhaiteraient  avoir  leurs  produits  representes  sur  le  marche  de 
votre  pays.  Ces  produits  comprennent :  des  parties  composantes 
electroniques  et  optoelectroniques ,  (fibres  optiques/  lasers),  de 
l'outillage  de  verification,  de  mesure  ou  de  product ion; des 
instruments  scientif iques  d'analyse  (process  control),  de 
telecommunication  et  instruments  medicaux;  instruments  pour 
la  biotechnologie ;  et  les  ordinateurs,  les  dispositifs 
peripheriques  et  de  transmission  d ' informations  et  logiciel 
( software ) . 

Si  vous  etes  interesses  par  ces  produits,  veuillez 
nous  faire  savoir  avec  precision  quels  sont  vos  besoins 
particuliers  et  nous  serons  heureux  de  les  communiquer  aux 
compagnies  interesse'es  du  Massachusetts.  Votre  demande  fera 
l'objet  de  notre  attention  immediate.  Nous  tenons  e'galement  a 
votre  disposition,  catalogues,  litterature  descriptive,  liste  de 
prix  ou  toute  autre  information  que  vous  jugeriez  neccessaire. 

En  esperant  vous  lire  tres  prochainement ,  veuillez 
agreer  Monsieur,  mes  salutations  distinguees. 


Myron  J.  Ricci 
President 
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GERMAN 


Sehr  geehrte  Herrn , 

Das  Parlament  des  Bundesstaates  Massachusetts  hat  zur 
Foerderung  des  Aussenhandels  ihrer  weltbekannten  technischen  und 
wissenschaf tlichen  Erzeugnissen  ein  spezielles  Komitee  gebildet  - 
"The  Commitee  on  International  Trade  and  Investment".  Die  Aufgabe 
dieses  Komitee ' s  beschraenkt  sich  nicht  auf  Ausfuhr,  sondern 
schliesst  die  Foerderung  von  Lizenzvertaegen ,  Invest it ionen  und 
Interessengemeinschaf ten  ein. 

Massachusetts  ist  ein  hoch-industrielisierter  Staat , 
besonders  in  den  elektronischen  und  wissenschaf tlichen  Sektoren, 
zusammengeballt  in  dem  Guertelgebiet  urn  Boston  herum.  Die 
Produktenpalette  unfasst,  unter  anderen,  elektische  und 
elektronische  Bauteile  und  deren  entsprechende  Produktions- 
machinen;  das  opto-elektronische  Gebiet  (Fiber  optics/  Laser)  sei 
hier  besonders  erwaehnt ;  weiterhin  sind  die  Gebiet  der 
Laboratoriumgeraete ;  der  Pruefungs  -  und  Messgeraete;  der 
Medizinischen  Instrumente,  einschliesslich  der  Biotechnik;  das 
vielseitige  Feld  der  Daten  -  und  Telekommunikation ;  und 
schliesslich  das  Spektrum  von  Computors  mit  ihren  vielen 
Stuetzgeraeten  und  software  besonders  vertreten. 

Im  Falle  Sie  an  irgendeines  der  obigen  Erzeugnisse,  oder 
an  irgendwelche  anderen  hier  nicht  erwaehnt,  interessiert  sind 
und  entsprechende  Geschaef tsverbindungen  mit  den  diesbezueglichen 
Amerikanischen  Firmen  untersuchen  wollen,  wuerden  wir  sehr 
erfreut  sein,  von  Ihnen  zu  hoeren.  Ihre  Anfragen  werden 
unmittelbar  an  die  zustaendigen  Firmen  weiterge  leitet,  sodass 
Kataloge,  Preise  und  zweckentsprechende  Information  kuerzlichst 
zu  Ihrer  Verfuegung  stehen  werden. 

Wir  verleiben, 

Hochachtungsvoll 


Myron  J.  Ricci 
Geschaef tsf uehrer 
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ITALIAN 


Egregio  Signore, 

il  Corpo  Legislative  dello  Stato  del  Massachusetts  ha  creato 
la  Commissione  per  il  Commercio  e  gli  Investimenti  Internazionali 
(Committee  on  International  Trade  and  Investment),  alio  scopo  di 
promuovere  il  commercio,  gli  investimenti,  la  concessione  di 
licenze  e  le  joint-ventures  per  le  industrie  ad  alta  tecnologia 
del  Massachusetts,  famose  in  tutto  il  mondo. 

A  tale  proposito,  abbiamo  awiato  relazioni  strette  e 
pressoche  giornaliere  con  diverse  compagnie  del  Massachusetts  che 
desiderano  introdurre  i  loro  prodotti  sul  mercato  del  V/  paese. 
Tra  questi  prodotti  vi  sono:  COMPONENTI  ELETTRONICHE  ED 
OTTICO-ELETTRONICHE  (FIBRE  OTTICHE  /  LASERS),  DISPOSITIVI  DI 
RILEVAMENTO,  STRUMENTI  DI  MISURA,  IMPIANTI  DI  PRODUZIONE; 
APPARECCHIATURE  SCIENTIFICHE  E  MEDICHE ,  DISPOSITIVI  DI  CONTROLLO 
ED  IMPIANTI  DI  NTELECOMUNICAZIONE;  BIOSTRUMENTI ;  ELABORATORI 
ELETTRONICT,  UNITA  PERIFERICHE,  MODEM,  SOFTWARE. 

Se  tali  prodotti  Vi  interessano,  saremmo  lieti  di  ricevere 
specif icazioni  circa  le  V/  particolari  necessita,  di  modo  da 
poterle  sottoporre  ad  appropriate  compagnie  del  Massachusetts. 
Vi  assicuriamo  che  alle  V/  richieste  sara  rivolta  immediata 
attenzione,  e  che  qualsiasi  opuscolo  illustrativo,  catalogo, 
listino  dei  prezzi  od  altro  tipo  di  informazione  Vi  sara  inviato 
non  appena  richiesto. 

Ci  ripromettiamo  di  poter  awiare  rapporti  di  lavoro 
reciprocamente  vantaggiosi  e  restiamo  in  attesa  di  V/  cortese 
risposta. 

Cordialmente, 

Myron  J.  Ricci 
Direttore 
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POLISH 


Stan  Massachusetts 

Komisja  Mi^dzynarodowego  Handlu  i  Inwestycji 
Przewodniczacy  Senatu,  Royal  L.  Boiling,  Sr. 
Dyrektor,  Myron  J.  Ricci 


Szanowni  Panstwo! 

Wtadze  ustawodawcze  Stanu  Massachusetts  utworzyty  Komisje. 
MJ^dzynarodowego  Handlu  i  Inwestycji  dla  popierania  handlu,  inwestycji, 
umbw  iicencyjnych  oraz  przedsiewzi^c  mieszanych,  prowadzonych  przez 
uznanych  w  swiecie,  wysoko  wyspecjalizowanych  producentbw  przemyslu 
precyzyjnego  z  Massachusetts. 

W  tym  ceiu  ustanowilismy  dorazne  kontakty  robocze  z  fir  ma  mi,  ktore 
zainteresowane  sa  wprowadzeniem  do  Polski  swoich  wyrob6w.  Wyroby  te 
zawieraja.:  ELEKTRONICZNE  1  0PT0ELEKTR0N1CZNE  (  SWIATtOWODY, 
LASERY)  KOMPONENTY;  SPRZpT  POMIAROWY,  TESTUJiVCO-KONTROLNY  1 
PRODUKCYJNY;  URZ^DZENIA  NAUKOWE,  TELEKOMUMKACYJNE,  MEDYONE 
ORAZ  URZ^DZENIA  DO  KONTROL1  PROCESOW;  BIOTECHN1K5;  KOMPUTERY, 
URZ^DZENIA  PERYFER1ALNE  1  PRZEKAZUJ4CE  DANE,  OPROGRAMOWAN1E 
(SOFTWARE). 

Jesli  byliby  Pahstwo  zainteresowani  tymi  wyrobami,  z  przyjemnoscia. 
przyjmiemy  szczegotowe  zamowienia  i  przekazemy  je  odpowiednim  firmom 
w  Stanie  Massachusetts.  Jednoczesnie  zapewniamy,  iz  wszelkie  Panstwa 
zapytania  i  prosby  o  informacje  potraktowane  zostana  z  uwag4,  oraz  ze 
wyslemy  na  Panstwa  z^danie  cala.  literature  fachowa,  katalogi,  cenniki  i 
inne  stosowne  dane. 

Larcs  najlepsze  zyczenia  wzajemnie  owocnej  wspolpracy. 

1  uszanowaniem 

Myron  J.  Ricci 
Dyrektor 
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PORTUGUESE 


Prezado  Senhor , 

A  Assembleia  Legislativa  do  Estado  de  Massachusetts  estabeleceu 
o  Comite  de  Comercio  e  Investimento  Internac ionais  com  o  proposito 
de  promover  comercio,  investimento,  acordos  de  autor i zacSo  e 
negocios  conjuntos  para  o  mundialmente  conhecidas  industrias  de 
alta  tecnologia  deste  Estado. 

Para  este  fim,  estabelecemos  relacdes  de  trabalho  intimas  e 
cotidianas  com  empresas  de  Massachusetts  que  querem  introduzir  os 
produtos  deles  ao  seu  pais.   Estes  produtos  incluem:  componentes 
eletrSnicos  e  opto-eletrSnicos  (fibra  otica/laser ) ,  equipamentos 
de  analise,  medicSo  e  producSo;  intrumentaca'o  cientifica, 
medica,  de  telecomunicagOes  e  de  controle  de  operacfifes; 
biotecnologia;  e  computadores,  software,  e  aparelhos  pere-fericos  e 
de  transmissofo  de  data. 

Se  o  senhor  tiver  interesse  em  tais  produtos,  gostariamos  de 
receber  comunicac&es  sobre  as  suas  necessidades  especificas  que 
submeter iamos  as  empresas  de  Massachusetts  apropriadas.   N6s 
asseguramos-lhe  que  as  suas  indagacftes  receber&o  atencSo 
imediata,  e  que  todos  os  catalogos/ 1 i ter atur a  descritiva,  precos  e 
outras  informacdes  pertinentes  sera"o  mandados  ao  senhor  quando 
forem  pedidos. 

Com  nossos  maiores  desejos  para  relacbes  mutuamente  produtivas, 
subscrevemo-nos , 


Sincer amente , 


Myron  J.  Ricci 
Director 
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RUSSIAN 


29  anpe-na  1988  r. 

Anpeiaopy 
JlMUEH3MHT0Pra 
yji.  KaxoBa  31 
MocK&a  113461 
CCCP 

Co3AaHHbiH  3aK0H0AaTejibHbiMH  opraHaMH  ujTaTa  MaccaMyceTTC,  KOMMTeT 
no  MewflyHapoflHOM  ToproBJie  m  KannTajioBJioweHMaM  ciaBHT  \\es\b\o 
cnocoScTBOBaTb  ToproBJie  KOMnbKnepHOM  npoMbiuiJieHHOCTH  ujTaTa 
MaccaMyceTTC,  H3&ecTH0H  bo  BceM  MHpe.  KpoMe  TpaAHLjwoHHoro  3KcnopTa 
TOBapoB,  Mbi  Tenepb  3aHHTepecoBaHbi  b  ho&hx  ijjopMax  Ae-noBbix  CB93ew,  b 
tom  HMCJie  b  coBMecTHbix  npoeiaax,  JinijeH3Hn,  Hcnojib30BaHHH  onbua 
HOBefiiueH  TexHOJiorHH  a  TaKrae  b  KanHTajioBJioweHHsix. 

B  CB33M  C  3TMM,  Mbl  yCTaHOBMJIH  pa60MMe  AeJIOBbie  OTHOWeHHfl  C  ^MpMaMH 

uuaTa  MaccanyceTTC,  JKejiaromHMH  npuHSTb  yqacTHe  b  TaKoro  poAa 
KoonepaTHBHbix  npoeKTax  c  CoBeiTKHM  Cok>30M.  CpeAH  npoH3BOAMMbix 

3TMMM  $HpMaMH  TOBapOB  (oGopyAOBaHHSl  M  npn6opOB)  MHCJISlTCa 

^J^eKTpoHHble  m  onT03JieiapoHHbie  Mac™,  wcnbiTaTejibHoe,  HSMepwTejibHoe 
npoM3BOACTBeHHoe  o6opyAOBaHne,  a  TaKwe  npn6opbi  rj\s\  HayMHbix 
MCCJieAOBaHHH,  npH6opw  KOHTpoJinpyroiAHe  npow3BOACTBeHHbiH  npouecc, 
6HOTexHOJiorna;  w  HaKOHeu  KOMnbKiTepbi  h  npnGopbi  A-na  nepeAa'-w 
MH<})opMauMH,  MaTeMaTMMecKoe  o6ecneMeHne. 

Ecjim  Bbi  3aMHTepecoBaHw  b  tom,  mto6w  npuHsiTb  y^acTHe  b  noAO&*Hbix 

npoeKTax,  MW  XOTeJIH  6bl  03HaK0MHTbC3  C  TeMH  Cnei4H^HMHblMM 

TpeSoBaHwaMH,  KOTopwe  Mbi  npeA'baBHJiw  6w  3aTeM  HauiHM  (jwpMaM. 
no3BOJibTe  3aBepHTb  Bac  b  tom,  mto  BawH  Bonpocbi  SyAyT  HeMeAJieHHO 
paccMOTpeHbi  h  Bca  Heo6xoAHMaa  HHif)opMauHa  6yAeT  BucnaHa  no 
nepBOMy  Tpe6oBaHHK>.   . 
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KpoMe  Toro,  mw  c  roTOBHOCTfc.ro  bctpothmcsi  c  ToproBbiMM  npeflCTaBHTeji^MM 
CCCP  b  CoeflHHeHHbix  LLJTaTax  c  tom,  mto6w  onpeflejiMTb  ob\nac™ 
&3aMMHbix  flejioBbix  HHTepecoB.  Mbi  T3K>Ke  HafleeMca  noceTHTb  b  6yflymeM 

COBeTCKHM  C0K)3,  C  TeM,  MTOSbl  paCCMOTpeTb  B03M0JKH0CTM  QOJiee 

6jiH3Koro  flejioBoro  coTpyflHMMecTBa  ujTaTa  MaccanyceTTC  c  cobotckhmh 

(JjHpMaMH. 

C  caMbiMH  jiyMUJHMH  nowejiaHHaMH  m  c  HafleKflOH  Ha  &3aHMOBbiroAHoe 
coTpyflHHMecTBo  b  SyAymeM. 

C  yBa>KeHHeM, 


MafipoH  Phmmm 
Anpeiaop 
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SPANISH 


Estimados  senores, 

El  estado  de  Massachusetts  desea  saber  su  disponibilidad  para 
atender  consultas  requiriendo  nombres  y  direcciones  de  empresas 
exportadoras  de  aparatos  medicos,  microelectrdnica ,  generadores 
f otovoltaicos ,  computadores ,  maquinas-herramientas ,  equipos  de 
telecomunicaciones ,  instrumentso  cient ificos  y  prof esionales 
localizados  dentro  de  su  jurisdicion,  como  asi  tambien  consultas 
sobre  empresas  inversoras  y  licencias  de  fabricacion. 

Reitero  una  vez  mas  nuestro  deseo  de  iniciar  relaciones 
comerciales  y  de  servicios  con  Ustedes  y  sin  otro  particular,  me 
suscribo  muy  attentamente , 


Myron  J.  Ricci 
Director 
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